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FIFTY CENTS PER COPY 
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The popular 
RC-100A 


...for handling ease 
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transportation 
economy 


for Extra Value—choose Qiaaiaae LP-Gas cylinders 


Pressed Steel Tank Company 


Manufacturer of Hackney Products 





1487 S. 66th St., Milwaukee 14 936 W. Peachtree St., N.W., 552 Roosevelt Bidg., Los Angeles 17 
52 Vanderbilt Avenue, Room 2099, New York 17 Room 112, Atlanta 3 18 W. 43rd St., Room 13, Kansas City 11, Mo. 
227 Hanna Bldg., Cleveland 15 208 S. LaSalle St., Room 790, Chicago 4 Dept. BP — Downingtown, Pa. 


LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 
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ANCO PIGS make BIGGER profits for you, the 
dealer, through “packaged sales.” The ‘‘Pig” is the 
ideal unit to sell new customers in connection with a 
range, water heater, or any other type of appliance. 
Perfect for light domestic loads . . . ideal for motels 
... cafes... excellent for industrial and farm standby 


units . . . wonderful for tractor refueling. . 
specifications: 


a 


Weight 280 Ibs. Safety relief valve set at 375 pounds. 
cepgeti:) Fitted with the following U.L. ap- 


Length 45” oe 
Disa 32" proved fittings: 








ANCO 


MANUFACTURING & 
Y%4” Outage SUPPLY CO. 
(Water capacity approx. House Line Valve...114” Filler Valve 

114 water gals.) Visual LL Gauge... 34” Vapor Return 
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Stocked at: Tulsa @ East St. Louis @ Omaha 


ANCO Manufacturing & Supply Co. 
217 East Archer Tulsa, Okla. 


Minneapolis, Minn. Omaha, Neb. East St. Louis, Ill. 
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We would like to have your com- 
ments regarding the new ICC regu- 
lation where any competent person, 
who is thoroughly experienced in the 
care of L. P. gas cylinders, can make 
visual cylinder inspection to qualify 
that cylinder for further usage or to 
classify the cylinder as a reject. 

Particularly, we have wondered 
what liability an organization like 
ours is going to assume when they 
take on this type of a program. Do 
you have any knowledge of any re- 
cord that might indicate that there 
would be some added liability? 

Also, do you have any thoughts 
that because this responsibility of in- 
specting these cylinders is spread out 
through everybody who so desires to 
do it that possibly the insurance com- 
panies will automatically include this 
in the liability rates. 

R.L.B. 


Even as we published the news item to 
whic) you referred in your letter, the 
ques\ion of what constituted a “competent 
pers-n” came to our minds, and we also 
Speciated as to what might develop if 
each and every cylinder owner considered 
himself a “competent person” to inspect 
and pass on the condition of the cylinder. 

We question if ICC will go along with 
anyoue passing on the condition of ICC 
cylinders except personnel experienced 
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and trained in this type of work, such as 
members of a nationally recognized testing 
laboratory, licensed boiler inspectors, or 
other competent inspectors trained and 
licensed or certified to perform this type 
of service. 

You will note that ICC regulations re- 
quire the inspector to fill out a suitable 
data sheet on which all pertinent informa- 
tion about the cylinder is recorded togeth- 
er with the final disposition of the cylin- 
der. 

We regret that we cannot give you a 
more positive answer at this time, but 
promise to publish further clarification on 
this subject as soon as it is available.—Ed. 


New York 


I would like to call your attention 
to an item on Page 31 of the Decem- 
ber 1953 issue, under the caption 
“Indiana”. The inquirer had asked 
for recommendations with respect to 
the repair of propane cylinders which 


‘ are found to have pinhole leaks in 


the welded seam. The first paragraph 
of the Editor’s comment is correct 
and well expressed. As a matter of 
fact, the ICC Regulations prohibit 
the repair of such leaks except by ex- 
perienced personnel and by processes 
similar to those under which the con- 
tainer was fabricated. Retest of the 
container after repair is also requir- 
ed. 

It is a hazardous procedure to at- 


tempt to repair leaks in the weld by 
peening. The owner of the cylinder 
has no way of knowing whether he 
has satisfactorily corrected the fault 
or whether he has created an even 
worse condition which may momen- 
tarily not be apparent. 

FRANK FETHERSTON, 

Vice president, National LPGA. 


Our thanks for calling this error to our 
attention and to the attention of our 
readers. Thanks, also, to Paul Tucker of 
Phillips Petroleum Co. for calling this to 
our attention. Although peening is done, 
it certainly is not to be recommended as 
a safe practice.—Ed. 


Montana 


We have a propane-fired steam 
boiler installation in a grade school 
building which is not giving satisfac- 
tory results. The boiler has an AGA 
steam rating of 2200-sq.-ft. radiation 
and is supplied from a 1000-gal. 
buried field tank. During cold 
weather last year there were times 
when the gas pressure was so low 
that it was difficult to maintain any 
steam pressure. 

This has been variously diagnosed 
as due to the mixture of butane in 
the gas, insufficient vaporization serv- 
ices, etc. 

Would a small heater near the out- 
let of the tank to counteract the re- 
frigerating effects of the vaporizing 
be beneficial? 

We would appreciate receiving any 
information on vaporizers or other 
methods of correcting this situation. 


E.G.O. 


A steam boiler rated at 3200 sq. ft. of 
radiation will have an input demand of 
approximately 660,000 Btu per hour. This 
will require around 7 gal. of L. P. gas per 
hour when the boiler is handling its full 
load. 

The fact that the gas pressure was too 
low at times to maintain proper heat input 
to the boiler indicates that there was not 
enough vaporizing capacity in the storage 
vessel to maintain an adequate pressure 
and supply of vapor. Three things may 
cause this: 

1. Storage vessel is too small to provide 
adequate vaporization rate. 

2. The fuel mixture may have a large 
proportion of butane, which means its 
boiling point is high. 

3. The regulator may not be of adequate 
size to pass sufficient fuel to the boiler 
when the storage tank pressure drops off. 

The trouble may be due to any one or 
a combination of two or all three of the 
above items. The regulator can be checked 
easily by referring to the manufacturer’s 
charts to see what inlet pressure must be 
maintained to provide a flow equivalent 
to 660,000 Btu at the required pressure. 

In the cold climate experienced in the 
vicinity of Billings, an L. P. gas fuel hav- 
ing a relatively high proportion of pro- 
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A. O. Smith dealers report an average saving of at least 
one full hour per day in servicing our ““Vapor Dome” 
systems. Why should your route men have to climb on 
top of a tank... just to hook up a filler hose, or to 
read a gauge? 


Servicing is a “Breeze” with our Vapor Dome tank... 
with all fittings, relief valve, and Visible Float Gauge 
in the streamlined Vapor Dome at the end of the tank. 


OTHER VALUABLE FEATURES 


Bottom Opening...to assure you of a ‘“‘water-free”’ 
tank ... also can be used for motor fuel tank refilling, 
or as a bottle gas station. 


Visible Float Gauges... at ‘“‘Eye-level”’...easy to read 
from standing position. 


Filler Hose Easily Attached ...no “Rough-edged”’ curb 
box for your hose to rest on while filling the tank. 





Dept. BP-354, Milwaukee 1, Wisconsin 


Tell me all about the profit advantages that can be 
mine as an A.O. Smith Liquid Gas Systems Dealer. 


Name 





Firm. 





Welded Construction assures durability ... long service 
life...as required by A.O. Smith exacting standards. 


Guarantee in writing... attached to every tank when 
it leaves our plant... backed by the A.O. Smith Cor- 
poration, now in its seventy-ninth year of serving 
American Industry. 


Regulator and pig-tail... installed so that gas leaving 
the houseline valve has direct downward flow all the 
way into service main. 


Strategically warehoused . . . Direct delivery to your 
yard ... Complete assortment of advertising material 
oad Everything to help you sell the Vapor Dome System 
at a PROFIT! 





A. O. Smith Liquid Gas Systems are available 
for early delivery in standard sizes up to 3500- 
gallon capacity. Orders for larger storage 
tanks accepted for future handling. 











AOSmith 


LIQUID GAS SYSTEMS 


Atlanta * Chicago 4 « Dallas 2 « Denver 2 * Houston 2 * Los Angeles "2 
Midland 5, Texas « New Orleans 12 * New York 17 « Philadelphic * 
Pittsburgh 19 * San Francisco 4 « Seattle 1 * Springfield, Mass. 
‘Washington 6,D.C. © 
- International Division: Milwaukee 1 


Address 





City 
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p ae is desirable because of its lower boil- 
inz point. 

t requires about 725 Btu to transform a 
g: lon of L. P. gas from liquid into gas. 
Tis heat must enter the liquid through 
th shell of the storage tank from the 
su rounding atmosphere or ground in the 
ca e of an underground tank. Therefore, 
th- rate of vaporization is also dependent 
upon the quantity of liquid in the tank. 
If ‘he tank is nearly empty, less vapor can 
be drawn off without encountering low 
pressure trouble than if the tank is rela- 
tively full. 

Without going into details, experience 
indicates that- a 1000-gal. underground 
tanx is not adequate to handle the heating 
load you list without the use of a vapor- 
izer. The installation of a second storage 
vessel of the same size and connected in 
parallel, ahead of the regulators, would 
handle the load. 

Vaporizers suitable for the above serv- 
ice are manufactured by the following 
companies: 

John E. Mitchell Co., 3800 Commerce St., 
Dallas, Texas. 

American Liquid Gas Corp., 1109 S. Santa 
Fe, Los Angeles 21, Calif. 

Consolidated Gas & Equipment Co., Box 
6560, Stockyards Station, Denver, Colo. 

A small heater at the outlet of the tank 
would not be satisfactory. The heat must 
be supplied to the liquid.—Ed. 


Safety Program 


The society’s analysis of the safety 
practices of the L. P. gas dealers has 
determined that the following deal- 
ers are definitely using your safety 
material published in BUTANE- 
PROPANE. News. There are also 
others who use it to various degrees. 

Placer Gas, Auburn, Calif. 

Maco Gas, Lodi, Calif. 

Bakern Gas, Bakersfield, Calif. 

Van Horn Butane, King City, Calif. 
(This dealer not only uses it as ma- 
terial for discussion, but is actually 
following the program month by 
mcenth as being mandatory for all 
their employes. ). 

“his society believes that your ma- 
ter'al is valuable to our industry and 
has recommended that it be obtained 
and followed by dealers who do not 
a e a definite safety program estab- 
ished, 

“ou understand, of course, that my 
information is developed from pre- 
lir.inary surveys made by the so- 
cie! v. A recheck would probably dis- 
clo:e more dealers using the material 
as result of my recommendation. 

\illiam H. Hulse 

‘eld Survey Representative 

The Society for the Advancement 

the California LPG Industry. Inc. 

“anta Rosa, Calif. 


With reference to the Safety Meet- 
ing Section in the November 1953 
issue of BPN—Subject: “Let’s Make 
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Every Fuel Delivery Safe.” 

I would like to have 25 copies of 
this section—one for each of our 
plants. If you do not have these as a 
separate item, then send me 25 issues 
of BPN and charge us accordingly. 

J. Vic Hamar 
Gas Heat Inc. 
Portland, Ore. 


Our safety program is built around 
monthly safety meetings along with 
special bulletins coming out from the 
main office on every occurrence 
which comes to our attention in the 
industry which might help the fel- 
lows in avoiding accidents. 

Our regular monthly safety meet- 
ings have been pretty much in accord 
with those which have been written 
up in BUTANE-PROPANE News 
over the past few months. Each em- 
ploye studies over that safety meet- 
ing which has been printed in 
BUTANE-PROPANE News and then 
affixes his signature after he has 
thoroughly digested that information 
which was contained in the article. 
This is a MUST with each of our em- 
ployes. Every effort is made to in- 
struct the new man and to keep our 
old employes aware of safety at all 
times. 

It is my feeling that this safety 
program has.improved the operation 
of our company and our records show 
a reduction in total number of acci- 
dents even though our business has 
expanded greatly during this past 
year. 

M. F. Van Horn 
Van Horn Butane Service 
King City, Calif. 


Ohio 


We have two problems that we 
would like a little help with. One is, 
what is being done with the new plas- 
tic pipe? We have used this on our 
own home and it works very well. We 
use this on the low pressure side. We 
are wondering if we can feel safe in 
using it on other installations. 

We have an installation that is com- 
plete in that we heat the house, cook, 
heat water and refrigerate with our 
L. P. gas. There is one trouble and 
it is-the woman of the house likes 
flowers and not a flower will bloom. 
Some of the violets will not keep a 
leaf. They would like to have this 
looked into and we do not know a 
thing about plants and how the gas 
will affect them. 

E.R.G. 

We do not have any authoritative infor- 
mation at this time regarding the use of 
plastic pipe or tubing for carrying L. P. 
gas. We do know that it should not be used 


any place within a building since it softens 
and loses strength at relatively low tem- 
peratures, is easily destroyed by fire, and 
has poor resistance to penetration by hard 
or sharp objects. 

Many gas utilities are using it, but only 
outside of buildings and underground. 
Those companies that do use it for service 
lines either connect it to iron pipe outsitle 
buildings, or in cases where the plastic 
service line is brought through a basement 
wall to a meter located in the basement, 
a metal sleeve is set in the wall and the 
plastic tube passes through the protective 
tube. Then the plastic tube is connected to 
iron pipe through a special fitting which 
in turn is fastened to the inner end of the 
protective tube. This arrangement pre- 
vents any gas that might leak from the 
plastic tube from following the tubing into 
the basement. 

We suggest you obtain a copy of the Na- 
tional Fire Prevention Association Pam- 
phlet No. 52, entitled “Liquefied Petro- 
leum Gas Piping and Appliance Installa- 
tion in Buildings.” It can be obtained from 
the NFPA, 60 Batterymarch St., Boston 
10, or from the Liquefied Petroleum Gas 
Association, 11 S. La Salle St., Chicago. 
Price is 50 cents per copy. 

House piping should be installed in ac- 
cordance with the regulations of local 
ordinances of the municipalities, counties, 
or other authority having jurisdiction. 

Your problem regarding lack of blooms 
or flowers is one that has come to our at- 
tention before. However, there has never 
been any cause or reason for this trouble 
that could be traced directly to the gas. 
There are hundreds of thousands of homes 
using L. P. gas wherein flowers are raised 
and which bloom well during all seasons 
of the year. There are no products of com- 
bustion from gas that should prove harm- 
ful. We feel that there may be some 
disease or other cause of your customer’s 
trouble.—Ed. 


Florida 


We were referred to you by the 
Carnation Milk Co. of Los Angeles. 
It is our understanding that you have 
some information on using L. P. gas 
as a fuel and as a refrigerant on 
trucks. 

We are primarily interested in 
using it to refrigerate some milk 
trucks, as there are several com- 
panies in Florida and Georgia which 
can equip trucks whereby they can 
be operated by using L. P. gas as a 
fuel. 

R.M.P. 


Quite a bit of work was done several 
years ago on the use of L. P. gas as a re- 
frigerant for truck bodies in conjunction 
with its use as a motor fuel. The work 
indicated that it could be done success- 
fully. There are, however, patents which 
cover the methods. 

There has been very little work done to 
develop suitable equipment because of the 
small demand, until recently, for such 
equipment, and we do not know of any 
commercial units on the market at this 
time.—Ed. 
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. Yes— when you specify * ‘Stanolind” you can be 
SURE of dependable “on spec.” products from conven- 
iently located, modern plants, and trained 

technical personnel to assist with YOUR 

problems. Why not write, wire or call. 


TANOLIND 
Oil and Gas Company 


LP GAS SALES SECTION * STANOLIND BUILDING 
P. O. BOX 591 Thee TULSA, OKLA. 
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Beyond the Mains 


OUR L. P. GAS INDUSTRY IS BEING OUTSOLD BY REDDY 
KILOWATT'S BOYS. Sales statistics show it, and surveys of public 
opinion show it. Public opinion, now swinging in favor of our 
competition, can be changed, but that is a slow process. We face 
a long hard fight. Let's take off our rosy glasses, and look 
this electrical competition business straight in the eye. 

We have a tough competitor. The electrical industry has it 
over us in age, experience, financial resources, and 
organization to carry on a coordinated competitive battle. 

We think of this competition as a great colossus of 
corporations, plus a sizeable slice of the government. But let 
us look closer. Competitors are only men, and all organizations 
are composed of men. Propaganda, in all its forms, is but the 
extended voice of men. In any competitive battle the entire 
armies and armament consist of men and their brains. Competition 
boils down to "men against men". What one group of men can do, 
another can equal or excel. No one is licked until he quits, and 
we have no reason to quit. 








This competitive battle is, in the final analysis, a fight 
over the interpretation of facts. Facts can not be altered by 
men, but they can be obscured and distorted, as they have been 
in the present struggle. Competitive brains can always bring 
these facts back into clear focus. 

WE KNOW THAT FACTS FAVOR L. P. GAS. 

Facts, properly and persistently told, will win this 
fight. We just have not told enough facts, in enough ways, to 
enough people. 


There are individuals in our industry who are winning 
skirmishes against electrical competition, right down where 
competitive fights are won or lost -- in the home of the 
prospect. There are local and state groups giving effective 
support to the front-line troops. There is a National Committee. 
working up to the limit of the resources that the industry has 
given it, trying to supply the materials of war and create the 
mental climate of victory. We are on our way, but there is still 
a long way to go. And the final show-down is at the grassroots. 





Continued... 









We have unlimitsd faith in the courage, ability, energy 
and resourcefulness of the men who make up the L. P. gas 
industry. We are ‘sure that within this industry there are 
enough blood, guts,and "know-how" to win this fight. Fighting 
courage is the birthright of free men, and we find it every- 
where. But in our still new industry, "know-how" is largely in 
the development stage, and we do not find it all in one place. 
A thousand men, scattered all over the nation, have each found 


out their own answers to portions of this electrical competition 
problem. 


Bringing these scattered bits of knewledge and technique 
together, coordinating them into an effective armament of 
fighting weapons, and delivering the package to the men on the - 
fighting line, is a logical function of an industry magazine. 

We believe that the pages of BUTANE-PROPANE News offer the best 
means in the industry to make each man's "know-how" available to 
all. This is the reasoning behind the series of articles on 


"How To Beat Electrical Competition" which opens on page 33 
of this issue. 


For the sake of the record, let's make the purpose of this 
series plain. It is primarily to give the foot-soldiers of the 
industry additional working information, and show them how to 
use it more effectively. It does not replace or compete with 
the programs now ‘being carried on or planned by the various 
associations. It is our means of helping the industry program 
to be fruitful. How good the program becomes, and how long it 
will continue, are up to you. It must be based on sharing 


experience. Will you pool your "one man's experience" to get a 
hundred back? 


WE NOMINATE CHARLES W. H. WEST, service manager of The 
Crutcher Sales Co., Pyrofax dealer, Louisville,Kentucky, for 
the honor of being the longest-continuously-employed employe in 
the liquefied petroleum gas business. He has been with Crutcher 
Sales Co. since its inception in 1926--going on 28 years. But 
that is not all--he was already an experienced L. P. gas man, 
having at that time worked for 8 years with the Blaugas Co. of 
Louisville, which handled liquefied petroleum’gas of another 


variety. If you have any more promising candidates for the 
veterans’ hall of fame, trot them out. 
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The Electrical Industry 
is Asking for a Battle 





The electrical industry tried to shoot a forward pass in sponsoring 
Technical Bulletin 1073 of the U. S. Department of Agriculture. 
By aggressive playing we can intercept that pass, and put it across 
our own goal. In this article our coaching staff analyzes the play 
and points out the winning strategy. Let’s get going! 


By Carl Abell 


I, has been stated, with as great ac- 
curacy as metaphor permits, that 
propaganda is the anaesthetic used 
in the operation of picking pockets. 
‘igh on the list of the all-time- 
great strokes of propaganda is the re- 
cent Technical Bulletin No. 1073, of 
the Bureau of Human Nutrition and 
Hoe Economics, Agricultural Re- 
sea ch Administration, United States 
De»artment of Agriculture, entitled 
“Comparative Utilization of Energy 
by :{ousehold Electric and Liquefied 
Pe'oleum Gas Ranges, Refriger- 
atois, and Water Heaters.” 

is document is great (for the 
ele: rical industry) not for what it 
say-. but because in leaving unsaid 
the vital conclusions as to cost, it cre- 
ates an impression that is in most 
aress exactly the opposite of the 


mt 
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truth. And the “government” says it! 


The series of tests reported in Bul- 
letin 1073 was inspired and financed 
by the National Electrical Manufac- 
turers Association, which organiza- 
tion was understandably interested 
in presenting the case of the electri- 
cal appliances in the most favorable 
legitimate light. In this passion for 
legitimacy of results the NEMA was 
at the last moment kept from stray- 
ing off the beam by our own Lique- 
fied Petroleum Gas Association, 
which, noting that the investigation 
was about to be conducted with 
worn-out or obsolete gas equipment, 
generously arranged, in cooperation 
with the American Gas Association, 
to see that modern gas appliances 
were supplied for the comparative 
tests against the likewise most mod- 
ern electrical appliances. So, with 
this assistance, the comparative tests 


were conducted by the Bureau of 
Human Nutrition and Home Eco- 
nomics, under terms and conditions 
laid down by the financial sponsors, 
NEMA, and the results were pub- 
lished by the Department of Agri- 
culture, whose documents enjoy an 
excellent reputation and are very 
widely read and believed, particular- 
ly by that segment of the population 
which includes the majority of the 
customers and prospects of the lique- 
fied petroleum gas industry. 
Bulletin 1073 follows exactly the 
lines indicated in the title. In line 
with modern procedure, the results 
are summarized in the opening pages, 
so the reader does not need to wade 
through a long, and in this case tire- 
some series of test procedures and re- 
ports in order to find out the conclu- 
sions indicated by the tests. The find- 
ings of Bulletin 1073 are presented in 
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five short paragraphs on page 2. 

We have no reason to believe that 
these findings represent anything but 
a true picture of the tests as conduct- 
ed, reported in terms outlined in the 
preliminary arrangements, and clear- 
ly indicated in the title of the bul- 
letin. The fact that a gas water heater 
must be at least 70% efficient to qual- 
ify for AGA approval, while the 
worst electric water heater was re- 
ported to be 49% more efficient than 
the best gas water heater under the 


prescribed test conditions most fav- 
orable to the gas water heater, is be- 
side the point. We accept this as one 
of the miracles of modern scientific 
propaganda. 

The Bureau has neatly side- 
stepped the important matter of com- 
parative cost of operating the elec. 
trical and the gas appliances on the 
very logical grounds that costs of 
both sources of heat vary widely in 
different parts of the country. The 
reader is supposed to supply that cost 
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for the electric ranges studied; energy used by the ovens varied 
more widely from one range to another. On the other hand, the 
gas ranges studied showed considerable variation in energy for 
top cooking, while the ovens differed only slightly in use of energy. 
Some of the variation in energy use by gas ranges for top cooking 
was apparently due to differences in the B. t. u. inputs of the 
burners; those with the higher inputs used less total energy than 
did burners with lower inputs. 

In comparing electric ranges with gas, it was found that for 
top-of-range cooking the gas ranges (constant-burning gas pilots 
included) used from 1.60 to 2.34 times as much energy (B. t. u.) 
as did the electric ranges. Gas range ovens used from 1.89 to 2.48 
times as much energy as electric range ovens. For cooking a series 
of meals, which included both top-of-range and oven cooking in 
a predetermined ratio, the combined top and oven figures showed 
that the gas ranges used from 1.82 to 2.33 times as much energy 

as the electric ranges. 

” Phenae comparison of speeds of cooking was not an objective 
of the study, complete time records were kept for purposes of 
' energy computations. An analysis of the time data shows that 
general statements concerning relative speeds of cooking with 
electricity and LP-gas cannot be made because there was no clear- 
cut superiority of one type of fuel over the other. When the 8 
ranges (4 electric and 4 gas) were ranked according to the time 
for cooking 8 days’ meals the 2 types were intermingled; ranges 
using the same fuel ranked both first and last. 

Gas refrigerators studied used considerably more energy under 
all conditions of test than did electric ones. A comparison of 

refrigerators of approximately 8-cubic-foot capacity in an ambi- 
ent of 70°F., showed that the figure for gas energy was from 
10 to 18 times as great as that for electric energy. The 9-foot 
‘refrigerators in a 110°F. ambient (the highest ambient tempera- 
ture used) were found to have comparative energy figures 7 to 9 
times as great for gas as for electricity. 

All refrigerators showed a marked increase in energy use with 
rising ambient temperature even at higher average cabinet tem- 
peratures. The rate of increase was less for the gas than for the 
electric refrigerators. However, it was impossible in one gas re- 
frigerator to maintain the required cabinet temperature in a 
110°F. ambient. __ 

Electric water heaters studied were similar in the amounts of 
energy used; gas heaters showed a wider variation. The greatest 
differences between heaters were found at the minimum, or 38- 
gallon, drawoff. At the higher drawoffs (78 and 112 gallons) 
differences were less. In comparing electric with gas water heaters 
it was found that the gas heaters used from 1.85 to 2.22 times 
as much energy at the 38-gallon drawoff as electric heaters. As 
amounts of water withdrawal were increased, the rate of energy 
increase was less for gas heaters than for electrics. At the 78- 
gallon drawoff, gas heaters used from 1.58 to 1.81 times as much 
energy as electric ones, and at the 112-gallon drawoff, from 1.49 

to 1.74 times as much. 
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information for himself, from a c»m. 
bination of data contained in the re. 
port and the local prices of L. P. zas 
and electricity. This can be accom. 
plished by a_ not-too-complic: ted 
mathematical procedure, using a /air. 
ly simple formula, which the reyort 
unfortunately fails to include. Even 
more unfortunately, the average 
householder is so out of practice in 
calculating that he or she would have 
little inclination to discover the 
formula and seek the answer. How 
much simpler it is to merely accept 
unquestioningly the impression cre- 
ated by the five paragraphs on page 
2, that appliances operating on L. P. 
gas are hopelessly outclassed in effi- 
ciency by those which derive their 
energy from the convenient local 
power line. Could this result have 
been foreseen by those who planned 
the tests and financed the project? 


An Unfair Advantage 


Be this as it may, the report gives 
the people in the electrical industry 
a great and unfair advantage, as long 
as they do not have to make explana- 
tions. Conversely, the salesman of 
L. P. gas and appliances can not make 
his sale to a prospect who has ab- 
sorbed the impression created by 
Bulletin 1073 without first explain- 
ing away that impression. And now 
we learn that the electrical industry 
has prepared a motion picture based 
on these same tests. 


We may anticipate that the electric 
companies, including the REA co- 
operatives, will take utmost advan- 
tage of the sales opportunities wiiich 
Technical Bulletin No. 1073 and the 
related motion picture place at t»cir 
disposal. And they have plenty o! {a- 
cilities for broadcasting the infor:a- 
tion. Furthermore, they have divect 
access to most of the potential cvsto- 
mers for the various domestic 7as 
and/or electric services, on a \°ry 
direct and personal basis—more ‘ :an 
90% of the rural homes are now © ec: 
trified at least to some extent. he 
1950 Census of Agriculture sts 
5,382,162 farms in the United Stz’es, 
as of April 1, 1950. Of that num er, 
census figures show that only 640..)00 
were not then connected with cen‘ «al 
station electric service. We know 
that some of these farms do not hve 
occupied dwellings—the numbe: is 
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no: included in the census report— 
anc’ we know that in the nearly four 
ye. rs since the report was compiled, 
electrical service has been extended 
to .dditional farms. 

low that coverage by electrical in- 
sta: lations has been spread to practi- 
cal'y every farm, the electrical in- 
dustry is seeking further penetration 
in depth by trying to multiply the 
number of appliances consuming 
higher units of power in homes that 
they already serve. The electrical in- 
dustry must, by the physical nature 
of its generating and distributing 
systems, plan its operations and ex- 
pansions far into the future. The 
magazine, “Electric Light and Pow- 
er,” (Dec., 1952) has this to say about 
recent and projected use of power on 
farms: “In the nation as a whole, sta- 
tistics on use of electricity for all pur- 
poses on the farm record that, in 1950, 
the nation’s farm families used 12 
billion kwhrs. Last year they used 
16 billion kwhrs. What of the future? 
One reliable forecast is that the total 
annual use of electricity by farmers 
is increasing so rapidly that, by 1970, 
it will reach some 70 billion kwhrs.” 
This is the target, and it will require 
hundreds of thousands of ranges and 
water heaters, besides numerous out- 
door farm power applications, to 
reach the goal. No wonder that there 
is a concentrated effort by electric 
utilities all over the country to in- 
crease the number of major power 
consuming appliances in the nation’s 
farm kitchens. No wonder that 
NEMA is pouring on the power of 
propaganda. 

With the facilities for distributing 
the “impression” created by the re- 
port on utilization of energy now 
available to the electrical industry, 
we may be sure that every electrical 
customer in the United States will be 
bombarded with the information 
from a number of sources. The job 
ahead of our industry in this instance 
will be to overcome the imis-impres- 
sion created by Bulletin 1073, and 
Suppiant it with the truth in terms 
that the customer can understand. 
The one approach which we can be 
sure will be clear and unmistakable 
is tc tell our story in terms of cost. 
Cos: is the final and fundamental 
argument. If to this we can add— 
and we can—that the more important 
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domestic applications of heat, name- 
ly cooking, water heating, comfort 
heating, clothes drying, and in many 
cases refrigeration, can be done bet- 
ter, cleaner, safer, and more conveni- 
ently with gas than with electricity, 
our sale is made. The job begins with 
utilization of such public information 
facilities as our industry is able to 
command, and it ends with personal 
selling to individual customers, taken 
one at a time. 

In the high majority of cases, rela- 
tive cost of the two sources of energy 
for the amounts consumed will be 
the most important factor in the de- 
cision, so you should be prepared 
with some fundamental data on costs. 
It will be useful to have three types 
of cost data at your disposal, for three 
different types of use in your sales 
presentation. First, you should have 
a “rule of thumb,” or quickie calcu- 
lating factor, as a guide to your think- 
ing and a check on your figures. Sec- 
ond, you need a means of estimating 
the probable costs of operating the 
appliance under discussion, on -L. P. 
gas and on electricity, for the devel- 
opment of your sales presentation. 
Third, you need records of actual 
monthly bills, from your own neigh- 
borhood, tabulated by combinations 
of appliances, and supported by the 
actual customers’ bills. There is no 
substitute for the good old “Lydia 
Pinkham technique” in carrying con- 
viction. 

Let’s see about this “rule of 


- thumb.” The United States Bureau 


of Standards gave us one back about 
1940. They say, “As a rough estimate, 
based on what is believed to be the 
average practice, the price of bottled 
gas and electricity will be equal for 
cooking if the price of fuel per pound 
is 3.5 times the cost of electricity per 
kwhr.” Both gas and electrical cook- 
ing equipment have improved in effi- 
ciency during the past 15 years. We 
do not know how much, but the 
changes have probably been roughly 
parallel. Bulletin 1073 says that for 
overall cooking, top burner and oven, 
gas ranges use from 1.82 to 2.33 times 
as much energy as electric ranges. 
The average of those two figures is 
2.10. Suppose we take that figure, 
relate it to the Btu content of 1 kw 
and 1 lb. of propane, and see where 
we come out. 
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We know that one kwhr equals 
Btu, and 1 lb. of commercial propane 
equals approximately 21,668 Btu. 

21,668 — 3415 — 6.35 

Since 1 Ib. of propane gives us 6.35 
times as many Btu’s as 1 kwhr, and 
the relative efficiency of the kw is 
said to be 2.1 times as great in a 
domestic range as the same number 
of Btu’s derivedfrom propane, we 
can divide 6.35 by 2.10 and arrive at 
the conclusion that 1 lb. of propane 
will do almost exactly three times as 
much cooking as 1 kwhr. That means 
that we can pay three times as much 
for the pound of propane as for 1 
kwhr and the cost of cooking is the 
same with either fuel. This gives us 
a handy formula as far as cooking 
goes. The figures given in Table No. 
1 were calculated on formulas .de- 
rived in the above manner, and giv- 
ing the prices per kwhr for electric- 
ity, and per pound and per gallon 
for propane, to bring the monthly 
cost to the same total for the same 
operations. 

A careful study of this table, anal- 
yzing it for competitive comparisons, 
can be very rewarding. You will note 
that your price can be three times 
as much per pound, or 13 times as 
much per gallon, as the per kwhr 
price of electricity, and you still re- 
main competitive. That’s a sort of 
negative approach, so let’s turn the 
idea around, and give it some guts. 
If you sell gas for 19 cents per gal- 
lon, the customer cooking with elec- 
tricity must buy his power at 1% 
cents per kwhr, or he is paying too 
much for his fuel. L. P. gas will cost 
less. There are not too many places 
where cooking power can be bought 
for 1% cents, and in most of these, 
L. P. gas can be bought for consider- 
ably less than 19 cents per gal. If you 
are troubled with electrical competi- 
tion, the idea outlined above can be 
developed into a terrific punchline 
for all your advertising. And don’t 
forget to quote USDA Technical Bul- 
letin 1073 as your authority. If you 
use it aggressively enough in your 
promotion, the competitor will not 
be able to use it effectively in his. 

Bulletin 1073 gives us a different 
set of relative efficiencies between 
electricity and gas in the laboratory 
tests which are supposed to duplicate 
the typical use of hot water by the 
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family of four. Taking their figures 
of 38 gals. six days a week, and 78 
gals. on wash day, and making a 
weighted average of the relative effi- 
ciencies quoted, we come up with the 
information that 1 lb. of propane will 
heat as much water as 3.22 kwhrs, 
so to be on an equal cost footing, the 
pound of propane may cost 3.22 times 
as much as the kwhr of electricity. 
On this basis, we construct Table No. 
2. 


Propane 16% Better 


Pamphlet 1073 also gives figures 
based on the American Standards As- 
sociation (ASA) test, which is used 
by the AGA Laboratories in testing 
hot water heaters. On the basis of 
these tests, propane shows up 16% 
better than in the special “family of 
four” test devised by the Bureau. In 
this test, the lb./kw factor is not 3.22, 
but 3.72. This does not prove that one 
or the other of the test procedures is 
wrong. The Bureau tests represent a 
condition closer to average use of a 
30 gal. gas water heater (which it 
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takes a 66 gal. electric heater to equal 
in output), while the ASA test is 
based on the most severe draw-off 
condition that the 30 gal. heater is 
likely to encounter. 

Even without going to the ASA test 
figure of 3.72, the Bureau tests give 
propane a good case on comparative 
cost. We suggest that you use Table 2 
as your basis for quick calculations 
on water heating, then if the custo- 
mer makes more severe use of the 
heater there will be extra efficiency 
and lower costs, which will be pleas- 
ing to the customer—and quite the 
reverse of the customary sales tactics 
in the electrical industry. Their sales- 
men are almost universally trained 
to estimate their cooking and water 
heating costs on the lowest possible 
figure in the scale which could be ap- 
plicable to those appliances. It does 
not always work out this way. In a 
high percentage of cases the monthly 
bill is higher than the salesman esti- 
mated, which the customer finds out 
by experience after he has paid for 
the appliance and the installation 
costs. 


The “Break-Even”’ Costs 


Tables 1 and 2 give the “break- 
even” costs for electricity and pro- 
pane in these two basic appliances. 
The question now arises, “What does 
electricity actually cost?” Electric 
power companies set their rates up 
on a sliding scale, aimed to encourage 
the use of additional appliances by 
giving lower prices for higher con- 
sumption. The rate structure is not 
based on the number or type of ap- 
pliances used, but on the quantity of 
current consumed. The range or wat- 
er heater may or may not fall in the 
low bracket, depending on the 
amount of current consumed to meet 
the customer’s other requirements. 
Furthermore, both the base rates 
and the rate structures differ widely 
in various parts of the country. In 
some classes of service, electric rates 
in New England are approximately 
2% times as high as they are in the 
TVA region. Typical rate schedules 
for three widely scattered parts of 
the country are given in Table No. 3. 

In estimating comparative costs of 
operating appliances on electricity 
and L. P. gas in your locality, you 
will need to work this out on the 
basis of the rates that your customer 
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will be required to pay. This is nct 
difficult, but you will need to make 4 
separate calculation for each pro:- 
pect. Chris Neely, engineer for ti: 
LPGA, has worked out simple form ,, 
based on the data given in Bullet 1 
1073, on which it is quite simple ‘o 
develop comparative costs with LP} 
and electricity under identical con. 
ditions. The fairness of these estima e 
sheets can not be very well chzi- 
lenged by the electrical industry, be- 
cause they are based on test reports 
produced for the National Electrical 
Manufacturers Association. Further. 
more, the extra cost of operating the 
electrical appliances over and above 
the customer’s previous electrical re- 
quirements provides a basis for direct 
comparison of this cost with the cost 
of using a corresponding appliance 
on L. P. gas. 


Cost Estimate Sheets 

Using the sheets prepared by Neely 
as a basis, we have developed a sug. 
gested comparative cost estimate 
folder, which can be duplicated by 
any L. P. gas distributing organiza- 
tion. This appears on pages 37 to 40, 
at the end of this article. It seemed 
that additional sales advantages 
could be gained by completing the 
cost comparison to include installa- 
tion and maintenance costs, and pro- 
ject the calculation over a ten year 
period. There are very large areas in 
the United States in which the ten 
year saving will more than pay for 
the L. P. gas appliance. Showing the 
saving on a ten year basis is far more 
dramatic and convincing than talking 
in terms of saving possibly two or 
three dollars per month. 

So far we have talked about ccm- 
parative cost figures entirely on ‘he 
theoretical or estimated basis. Thre 
are many people who have a natural 
allergy to estimates, so your estim: 
ed costs, no matter how carefully 
pared, fail to carry conviction. T!:: 
need to be backed by a little evide'.c 
that is local and convincing. 

Every L. P. gas operator has acc ’s 
to people who are cooking and h: 
ing water with electricity. Mos‘ 
them are convinced that their po. 
bills are at least a little bit too hi : 
That may be only because these p 
ple are human, but it may also b 
legitimate gripe, because the elec’ 
salesman promised them gre« 
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TABLE 2 


‘Water Heater 
Electricity vs..L. P. Gas 


condor tid lama 
sates at which LP. gas to 
adh the cost OF alactrelty es 
-uoted in first column. If your lo- | 
cal LPL price is on a lower | 
line than local electrical rate, 
ad left to see the price at which — 
power must sell to°equal L. P. gas 
economy.) os 
P rop ane ak 
per Ib. 
.258 
193 
.161 
AP 
.116 
.0966 
0805 


.0644 
0565. 
_ 0483 
.0405 
.0322 


Figures based on average of util- 
ization of energy tests in 
Technical Bulletin 1073, A. 


_per gal. 


economy than they are realizing. 
Somewhere along the line, if you 
make enough calls, you will find 
three or four electric customers who 
are sufficiently peeved to give you 
copies of their monthly bills. Those 
who have the highest bills are the 
ones who are most likely to be will- 
ing to give them to you. 

While you are looking for high 
electrical bills to add to your sales 
kit, there is a gelden opportunity to 
do » job that will be still more de- 
vas'\ting to competition — replace 
som. all-electric kitchen appliances 
with L. P. gas, then follow up and get 
test'monials in writing covering the 

eased monthly costs, and listing 
“ther advantages that the custo- 

~ have noticed. We have heard of 

°s where householders have re- 

d that a change from L. P. gas 
ctricity for broiling had resulted 

e need for more frequent laun- 

i-g of the kitchen curtains, and 
corating of the kitchen walls and 
woc.work. There may be some of 
these cases in your vicinity, but at 
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any rate it is not a bad idea to sug- 
gest. If the family likes steaks it 
might result in replacing a range. If 
they can afford steaks, they can af- 
ford to buy a gas range that will cook 
the steaks better and keep the kit- 
chen cleaner. 


So much for figures to use in sell- 
ing. If L. P. gas appliance salesmen 
all over the country will make ag- 
gressive use of the information con- 
tained in Technical Bulletin No. 1073, 
as outlined above, our industry can 
turn the publication to our ,advan- 
tage. Howard White reminds us, in a 
bulletin to LPGA members, that the 
conclusions are more favorable to 
L. P. gas than might have been antici- 
pated, for the actual ratio of electri- 
city to gas in comparative energy 
utilization is proven to be narrower 
than the electrical industry formerly 
claimed. They formerly insisted that 
the ratio of efficiency in favor of elec- 
tric cooking and water heating was 
approximately 3 to 1. By their own 
test we now have them down in the 
neighborhood of 2 to 1. 


We can be assured that the electri- 
cal industry will take every possible 
advantage of the misleading impres- 
sion that the average reader will get 
from reading page 2 of that bulletin. 
But possibly they have not heard the 
last of this. The Department of Agri- 
culture does not like to be accused of 
bias—although in the matter of rural 
electrification they have not been ex- 
actly neutral. The ‘Department ‘of 
Agriculture listens to senators and 
congressmen, and those honorable 
gentlemen listen attentively to voters 
—particularly to strong organizations 
of voters. 

Our industry needs strong organ- 
izations, both statewise and national, 
now as never before. But no industry 
organization can be stronger than the 
individual companies in the industry 
make it. Not just financial support. 
Even more important is mental and 
moral support, and personal partici- 
pation by every industry member in 
the phases of the fight which can only 
be prosecuted successfully through 
group effort. 

It might just be that the right 
amount of spadework in the proper 
places would influence the Depart- 
ment of Agriculture to publish a se- 
quel to Technical Bulletin No. 1073, 


giving an analysis of comparative 
costs of operating ranges, water heat- 
ers, and refrigerators on electricity 
and liquefied pertoleum gas in about 
40 different areas well distributed 
throughout the United States. We 


_now have a beautiful foundation for 


such a document. The research would 
be extremely simple—the Federal 
Power Commission knows the cost of 
electrical service all over the coun- 
try, and a postcard survey could 
bring in the prices of L. P. gas. The 
Bureau of Human Nutrition and 
Home Economics must have some 


technician who could correlate the | 


data and write the report—particu- 
larly if the liquefied petroleum gas 
industry could arrange to underwrite 
the cost of preparation. 

Wouldn’t you like to see a govern- 
ment bulletin proving, in terms of 
dollars and cents, that the tests re- 
ported in Technical Bulletin No. 1073 
build up a very strong case in favor 
of L. P. gas? Teamwork might get it. 
What are we waiting for? While we 
are in competition, let’s compete. 


TABLE 3 | 


‘Typical Residential 
Rate Schedules 


Otter Tail Power Co. 
Bemidji, Minn. 


“First 12 kwhe, $75 
Next 38 kwhr 


South Kentucky Rural Electric 
Cooperative Corp., Somerset, Ky. 


First 30 kwhr, $2.50 
Next 50 kwhr 


” Pacific Gas & Electric Co. 
Southwest Coastal Area 
Central California 


Meter Service Charge, $.50 per mo. 


First 35 kwhr .035 to .039 
Next 165 kwhr ... .025 
All over 200 kwhr .012 
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+ ESTIMATE <+ 


Comparative Costs of Installing and Operating 
Electrical and L.P. Gas Appliances 


Prepared especially for 





Much confusion exists over the relative cost of operating domestic 
appliances, particularly ranges and water heaters, on electricity vs. 
L. P. gas. In Technical Bulletin No. 1073, recently issued by the 
Bureau of Human Nutrition and Home Economics of the U. S. De- 
partment of Agriculture, we have an authoritative basis for preparing 
comparative cost estimates. 





The estimates on pages 2 and 3 of this folder were prepared on the 
basis of test results reported in Bulletin 1073, taking into consideration 
the local rates for electric service and L. P. gas, as set forth below. 


Since appliances are a long term investment having an average use- 
ful life in excess of 10 years, their total costs should be calculated for 
that period, including the total costs of purchase, installation, oper- 
ation, and maintenance. This has been done for you on page 4. 


‘ 





ELECTRIC RATE SCHEDULE L. P. GAS RATE SCHEDULE 








(NAME OF POWER COMPANY) (YOUR COMPANY NAME) 






































(NAME AND ADDRESS OF YOUR COMPANY) 
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ELECTRIC @ Here is how to find out what appliance use costs in your area. 


Using your local rates as a guide, fill in the appropriate blanks. 


WORK SHEET These calculations will give you the increase in an electric bill 


when the appliance or appliances shown are added to the elec- 
tric load. 














Cost to Operate An Electric Range — No. Electric Refrigerator in House 


202 KWH cost 
*minus 7O KWH cost 
Increased cost for 132 KWH equals $ . (For addition of electric 
range) 


Cost to Operate An Electric Refrigerator — No Electric Range in the House 


105 KWH cost 
*minus 70 KWH cost 
Increased cost for 35 KWH equals $ (For addition of electric 
refrigerator) 


Cost to Operate Electric Range and Refrigerator 


237 KWH cost 

*minus 7O KWH cost 
Increased cost for 167 KWH equals $ (For addition of electric 
range and refrigerator) 


Cost to Operate Electric Water Heater If “Off-Peak” or “Limited-Use” Power 
Is Sold for This Purpose 


Increased cost for 391. KWH equals $ (For addition of electric 
“off-peak’’ water heater) 


Cost to Operate Electric Water Heater, at Normal Residential Rates, If 
Electric Range and Refrigerator Are Used | 


628 KWH cost 

**minus 237 KWH cost 
Increased cost for 391 KWH equals $ (For addition of ‘‘normal 
rate’ electric water heater) 


Cost to Operate Electric Water Heater, at Normal Residential Rates, If 
Electric Range and Refrigerator Are Not Used 


461 KWH cost 

*minus 7O KWH cost 
Increased cost for 391 KWH equals §$ (For addition of ‘normal 
rate’’ water heater only) 


* Average use/month for house lights and small appliances. 
** Average cost per month for house lights and small appliances plus refrigerator and range. 
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LP- G AS @ Using your local L. P. gas price echedule, figure gas costs as 


follows, for one month’s operations. Values assigned are thcse 


WORK SHEET from the Department of Agriculture in Technical Bulletin } o, 
1073. ; 











RANGE 899,347 Btu‘s/month — which is the same as: 


9.8 gallons Propane at $ /gallon 





or 357 cubic feet Propane at $ 
or 90 decitherms Propane at $ 


or 41.6 pounds Propane at $ 





REFRIGERATOR 1,259,408 Btu’s/month — which is the same as: 
13.7 gallons Propane at $ /gallon Cost $ 
500 cubic feet Propane at $ 
126 decitherms Propane at 5 


58.2 pounds Propane at $ 


WATER HEATER = 2,570,655 Btu’s/month — which is the same as: 


28.0 gallons Propane at $ /gallon 





1020 cubic feet Propane at $ 


257 decitherms Propane at $ /decitherm 


119 pounds Propane at $ /pounds 


Constants used for Propane: 21,633 Btu’s/pound; 2,519 Btu’s/cubic foot; 91,686 Btu’s/gallon. 
Compare your cost with the electric costs you calculated on the Electric Work Sheets. 


If you sell butane or mixes use the Btu demand figures for each appliance and convert to 
gallons, pounds, etc., on your own product heat content. 
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+ COMPARATIVE ESTIMATE + 


} as 
iC $e 
Io, e ° 

’ Investment, Electrical Appliances 





Installation and wiring 
Line costs 


Investment, L. P. Gas Appliances 


Installation cost 
Fuel System and piping 
DIFFERENCE IN FAVOR OF 





Operating Costs 
Electricity (from page 2) Per mo. $ 
L. P. gas (from page 3) Per mo. $ 
DIFFERENCE. IN FAVOR OF 
Maintenance Costs 
| Electricity, Per yr. $ 
L. P. gas,Peryr. $ none 
DIFFERENCE IN FAVOR OF (add or subtract) $ 
TOTAL SAVING PER YEAR $ 
TOTAL SAVING, TEN YEARS $ 





In Addition to This Saving, L. P. Gas Offers These Advantages: 


L. P. gas is FASTER — Bulletin 1073 says so. 

L. P. gas is SAFER — National Fire Protection Ass’n says so. 

L. P. gas is MORE DEPENDABLE — Even the Power Companies say so. 
L. P. gas is CLEANER — Every Electric Range Owner says so. ' 
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Here is a typical example of the temporary load in the Chicago area. Two 1000-gal. 
tanks are used to supply the two-story, 10-room house in the background. 


By Paul Hirsch 


¢¢ 

tee temporary suburban mar- 
ket is there to be handled or mis- 
handled .” 

That is the feeling of R. M. Hemp- 
hill, vice president of Hicksgas Co., 
Midwest L. P. gas distributing firm 
which specializes in the temporary 
suburban market. Mr. Hemphill be- 
lieves distributors can carve a profit- 
able niche in this type of business, 
provided they concentrate on ade- 
quate supply and detailed servicing. 
The fact that Hicksgas is currently 
serving more than 2000 temporary 
customers indicates the value of his 
remarks. 

The average distributor’s first ques- 
tion when you begin talking about 
the temporary suburban market is, 
“What about natural gas?” Neither 
Mr. Hemphill nor Tom McElhinny, 
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vice president of Dri-Gas Corp., an- 
other major distributor in the Chi- 
cago suburban market, are worried 
about the’ utility threat. They both 
explain that the homeowner is al- 
ways a couple of jumps ahead of the 
gas mains. When and if the mains 
reach all Chicago suburbs, there will 
be new L. P. gas customers living in 
new suburbs farther out. 

This inability of the gas mains ’to 
keep pace with the exodus from the 
cities seems to be characteristic of 
the suburban movement, not only in 
Chicago, but in many other commun. 
ities as well. Here’s another factor 
for the LPG distributor to consider 
when he’s analyzing possible utility 
competition: Is there enough natural 
gas storage capacity in the area to 
satisfy the demand? 

Mr. Hemphill doubts that the Chi- 
cago area’s three natural gas utilities 
—Public Service Co. of Northern Illi- 


nois, Peoples Gas Light & Coke Co., 
and North Shore Gas Co.—will ever 
be able to serve all of the suburban 
market. He feels that, even if the 
trend to the suburbs stops tomorrow, 
Hicksgas will be in business for a 
good many years to come. 

He reasons this way: In the s:b- 
urbs already hooked into gas mais, 
demand for gas is already miles 
ahead of the utilities’ ability to sup- 
ply it. The three natural gas op:r- 
ators have several aboveground str- 
age tanks scattered throughout he 
Chicago area, but construction of 2d- 
ditional storage facilities is more ©x- 
pensive than it is worth, for two 1a- 
sons: 

Number one is today’s high con- 
struction costs, which have skyrock- 
eted since the original tanks w: re 
built, years before World War II. 
Reason number two is the unbal- 
anced load in the Chicago area— 


BUTANE-PROPANE News 





there are an average of six degree 
days in July and 1211 in January. 
Amortizing new storage tanks or new 
pivelines under conditions like this 
would take an-unreasonably long 
tiie, the Hicksgas vice president be- 
lie ves. 

2eoples Gas apparently agrees. 
The firm is planning to store addi- 
ticnal gas in underground rock for- 
mations near Herscher, Ill., about 50 
miies south of Chicago. But the ca- 
pacity of the new facilities won’t be 
enough to ever threaten Hicksgas or 
any of the other L. P. gas distributors 
in the Chicago area, Mr. Hemphill be- 
lieves. 

The suburban market he is talking 
about ‘consists of a band about 55 
miles thick which runs around the 
southern, western, and northern 
boundaries of the nation’s second 
largest city. 

The market is served by five major 
firms—Dri-Gas Corp., Hicksgas, Kay 
Gases Co. Inc., Skelgas Co., and Sa- 
Gas Co. 


No Official Count Available 


No official count of the L. P. gas 
customers in the area is available. 
But Tom McElhinny estimates that 
“there must be several thousand at 
least.” Some idea of the way the trend 
to the suburbs has affected outly- 
ing areas is available from the fact 
that Skokie, Ill., adjoining Chicago’s 
northern city limits, has increased its 
population from 9700 in 1945 to 23,000 
this year. Dri-Gas has customers in 
each of the 100 communities within 
the band which are normally classi- 
fied as Chicago suburbs. Hicksgas, 
which claims to be the largest inde- 
pendent distributor in the Midwest, 
serves temporaries from its bulk 
plant at Roberts, Ill., 70 miles south 
of Chicago’s Loop. 

Hicksgas uses 2000-gal. tankers, 
with double tires on the rear axle, 
and equipped with 300 ft. of hose, to 
service suburban accounts. General- 
ly, this is the same equipment used 
by the other firms in the Chicago 
area. The double tires prevent resi- 
dential driveways from becoming 
ove: loaded and cracking. The extra- 
lenzth hose permits the L. P. gas tank 
at the residence to be filled from a 
distance in locations where there is 
either no driveway or it is too nar- 
row to accommodate a truck. 

The typical suburban customer 
uses L. P. gas only for space heating. 
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| Less than one-third of Hicksgas’ ac- 


counts use the fuel for other pur- 
poses. According to Dri-Gas Vice 
President McElhinny, 75% of his 
firm’s customers use L. P. gas for 
space heating and for hot water, and 
about 60% are space heat-cooking 
customers. 

The five- or six-room house, a two- 
story brick structure with a forced- 
air furnace, is the typical suburban 
residence serviced by LPG in the 
Chicago area, officials of both com- 
panies indicated. The fuel consump- 
tion for such a home totals about 1600 
gal. a year, which is ,handled by a 
1000-gal. tank filled three times a 
year, normally. But tank sizes range 
as low as 500 gal. 

The biggest part of Hicksgas’ tem- 


tration to convince a customer that 
bulk storage costs less in the long 
run: 

Not long after the Skokie plant 
opened, Mr. Hemphill visited a pros- 
pect whose total storage capacity con- 
sisted of six cylinders holding a total 
of 150 gal. The prospect’s furnace 
had a 200,000-Btu input. Mr. Hemp- 
hill figured the owner needed at least 
a 1000-gal. tank. Here’s how the 
homeowner was convinced: 

The furnace was burning 2200 gal. 
of propane a year. The bill for this 
fuel was 30 cents a gallon, a total of 
$660 annually. In addition, there was 
a charge of $100 for the cylinders, so 
that the total cost was $760 the first 
year. 

The Hicksgas official showed the 





Propane from the 10,000-gal. tank car (left) flows through the pumphouse 
riser into a 30,000-gal. storage tank (behind the pumphouse) at the Skokie, Ill. 
bulk plant of Hicksgas Inc. During November 1953 42 cars were unloaded. 


porary business emanates from its 
Skokie bulk plant, opened in Septem- 
ber 1951. The plant has a 30,000-gal. 
storage capacity and requires an av- 
erage of 24 LPG tank cars during the 
winter. Last winter, the Skokie plant 
sold 1,050,000 gal. of propane. 

Bulk storage is the only means of 
handling the needs of the suburban 
customer who wants to use L. P. gas 
for space heating, according to Mr. 
Hemphill. He added that Hicksgas 
refuses to accept space heating busi- 
ness from a customer who insists on 
using bottles. The technique used by 
the firm to sell increased storage 
space consists of two points: one is 
that bulk storage is cheaper, the 
other is that bulk storage is safer. 

Hicksgas frequently uses this illus- 


prospect that, with a 1000-gal. tank, 
the fuel cost would be 13.5 cents a 
gallon, or a total of $279 for 2200 gal., 
instead of $660. Installing the 1000- 
gal. tank would cost $276, or a total 
first-year cost of $555, compared to 
$760. In succeeding years, of course, 
the saving would be greater because 
there would be no charge for the 
tank. 

Incidentally, Mr. Hemphill got his 
customer. 

The Hicksgas vice president be- 
lieves that bulk storage is the only 
way to guarantee the customer’s 
goodwill. “In winter, when deliveries 
are difficult in our territory, it’s im- 
possible to service bottles or cylin- 
ders,” he explained. “This prospect, 
before he became our customer, was 
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using 100 cylinders every winter. In 
really cold weather his furnace was 
emptying a cylinder every eight 
hours. Imagine trying to service a 
hundred accounts like that, or even 
ten, when there’s snow on the ground. 
And if we weren’t able to service 
such a customer, he would be per- 
fectly justified in terminating his 
contract.” 

Hicksgas has found that servicing 
the temporary suburban customer re- 
quires even more time and effort 
than the rural L. P. gas account, but 
these extras have paid off in in- 
creased business. The reason for the 
additional investment in the intang- 
ible facets of the operation is, basic- 
ally, that the ex-city dweller is much 
more dependent on the technician 


than it is for him to pick up a 
wrench.” 

Because the suburban customer 
generally rates service so highly, 
Hicksgas does, too. Here is what 
happens when the firm installs a tank 
for a new suburban account: 

First, the tank is sized to the Btu 
input of the furnace. If L. P. gas is 
desired for more than space heating 
—cooking or water heating, for ex- 
ample—these fuel requirements are 
added in. Then, the total is adjusted 
for the degree day factor. 

Next, the tank is set on its founda- 
tion, 25 ft. from the home, and hooked 
up. The heating unit is adjusted to 
the burner manifold in the furnace, 
and the whole system is checked for 
safety. This involves checking the 


This home is typical of those springing up around Chicago’s outskirts as a result 
of the “trend to the suburbs,”’ a trend that is opening profitable business oppor- 
tunities for the L. P. gas distributor throughout the country. 


than is his country cousin, Mr. Hemp- 
hill feels. 

“Many of the people who have 
come into our territory in recent 
years formerly lived in apartment 
buildings. By and large, they know 
nothing about the intricacies of heat- 
ing systems. In the city, if they 
-wanted heat, they turned a radiator 
valve. And if anything went wrong 
with the radiator, they called a jani- 
tor. 

“The others, those who formerly 
lived in their own homes in the city, 
are a little more familiar with heat- 
ing systems, but few have more than 
average idea of what L.P. gas is. And 
it is much more common for a home- 
owner in the city to pick up a tele- 
phone when something goes wrong 
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pilot, the 8-oz. solenoid on the burner 
manifold, and the burners. 

In his contract, the Hicksgas cus- 
tomer learns that he is buying 24 
hour service, seven days a week. 
“And we live up to that guarantee,” 
said Vice President Hemphill. “Often 
our men are out making emergency 
repairs at two or three in the morn- 
ing.” : 

Such thorough servicing has paid 
off. When the Skokie plant opened 


‘late in 1951, Hicksgas didn’t have a 


single customer in the surrounding 
area. The Skokie plant has been able 
to acquire its present list of about 950 
accounts (including 750 temporaries) 
on the telephone. These customers, 
in most cases, have signed up with 
Hicks after hearing about the com- 


pany from friends, neighbors, rea. 
tives, heating contractors, builde’s, 
and similar associates. 

At least 20% of Hicksgas’ present 
business has resulted from suburb in 
residents who were already custo n- 
ers. In a typical case, the custon er 
would begin by using Hicksgas to 
heat his home. Then, after a whiie, 
he would contract for additional «ie. 
liveries to a summer cottage, farm, 
or factory. One such account, a 
trucking company owner, has been 
using Hicksgas in his home for soine 
time. Now, he is experimenting with 
propane-powered trucks. 

Mr. Hemphill believes that his com. 
pany’s emphasis on adequate supply 
and comprehensive servicing is a pri- 
mary reason for this extra business. 

None of the suburban distributors 
in the Chicago area make any special 
installations to prepare the customer 
for the switch to natural gas, with the 
exception of oversize tubing, which 


. is used in some instances. Main rea- 


son is that they feel devices capable 
of handling both natural and L. P. 
gas—such as the universal orifiece— 
are not efficient for either type of 
fuel. 

When the time for the switch 
comes, the L. P. gas distributor re. 
turns a stated portion of the custom- 
er’s investment in the tank. In the 
case of Hicksgas accounts, 40% of the 
tank price is returned, irrespective 
of the length of time it has been used 
or the size. The tank remains with 
the customer until the L. P. gas in- 
side has been used up. 

When the tank is removed, Hicks. 
gas servicemen redrill the furnace 
orifice to accommodate natural zas, 
according to a specification table sup- 
plied by the utilities. Then, the s=rv- 
icemen attach a natural gas pressure 
regulator (Hicksgas keeps a per a- 
nent stock of these in its bulk plan's), 
disconnect the pilot safety, and <on- 
nect the pilot tube to the high ide 
of the shutoff. They light the + lot 
and check it for safety. The custo: : 
pays $15 for this job. 

“Actually, we don’t have to dc 
this,” Mr. Hemphill explained. “ 
natural gas crew is always right ‘ 
hind our own, and they could ha: 
the job just as easily. But we v 
the customer to be satisfied with 
company and the L. P. gas indu: 
as a whole.” 

That idea—customer satisfactio : 
is the key to profiting from the su! ur- 
ban market. 
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Savings of $6,000 
Results With Cycle Billing 


— in 1940, Coastal Butane 
Service established some 900 ac- 
counts during the first three years of 
operation. Steady and rapid growth 
followed, and during 1953 our annual 
volume of business reached $1,120,- 
000, with more than 7800 accounts 
being serviced. This expansion of a 
“small business” to one of moderate- 
ly large size was not without “grow- 
ing pains,” one of which was our 
bookkeeping system. 

All the varying operating, main. 
tenance and service problems which 
continued to arise as a result of our 
expansion we were reasonably able 
to cope with by rule of-thumb, by 
careful study, or by drawing on the 
experience and practices of other 
deslers. But the office and bookkeep- 
ing problem had us buffaloed. Maybe 
it is because in this part of Carolina, 
we pretty well know Uncle George 
an: Cousin Joe and couldn’t refuse 
to extend credit to these old friends. 
Or maybe it is because our people 
he: 2abouts just don’t like to bother 
wii bills, and prefer to pay only 
when they receive a monthly state- 
ment. 

t any rate, by 1948 we had 3000 
accounts to go through every month 
in order to balance the books and 
Mae up statements. It was far be- 
yond being a hand job any more. Our 
office manager, William L. Turner, 
declared we needed an accounting 
machine to do the job quickly and 
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efficiently. We chose a Remington 
Rand machine because of our favor- 
able experience with that firm’s ad. 
ding machines and typewriters. 

We had to add a second one a year 

later, because of more growth. In 
1950, we started closing the books on 
the 27th of each month to try to ease 
the jam of work. And as 1953 dawned, 
we were really in a mess. With nearly 
8000 accounts, it was usually the 15th 
of the month before the statements 
got out—sometimes even later. 
_ On the one hand, this slowed up 
our collections. On the other, it made 
bad customer relations because Joe 
Green might receive a statement on 
the 18th for an amount he had paid on 
the 3rd, after the books were closed. 
There were five girls in the office, 
working plenty of overtime. The 
more tired they got, the more mis- 
takes they made. 

The solution seemed obvious. We 
could hire two more girls, which 
would cost us in Summerville $4080 
a year, and we could buy another ac- 
counting machine. So we asked the 
supplier’s representative to come out 
and take our order. 

“You'll have more bookkeepers 
than truck drivers if you keep this 
up,” he said. “Can you hold off the 
order for a few days while I work up 
a plan?” 

The plan was that we go to Cycle 
Billing, just as the big department 
stores, the telephone company, and 


Statements are processed in cycles of 500 

accounts every two days. Operator places 

“Cycle-Matic’ tray on portable stand 

alongside accounting machine. Statement, 

ledger card and journal are completed 
at single typing. 


By J. RAY HERRIN, President 
Coastal Butane Service 
Summerville, South Carolina 


the gas utilities do. We could elimin- 
ate all daily posting, simplify state- 
ment preparation, end the month-end 
rush forever. 

Having previously used Safe Ledg- 
er Trays, we were well aware of the 
value of insulated equipment. Our 
new Remington Rand Cycle Desks 
are also insulated to give us “point- 
of-use” protection and assurance that 
our accounts receivable are protected 
against fire 24 hours a day. 

To shorten the story, we bought the 
idea. And this is what has happened: 
In the first year of Cycle Billing oper- 
ation, we have saved the $4080 we ex- 
pected to spend for additional sal- 
aries. We saved another $2040 be 
cause we found that four girls were 
enough in the office, instead of five. 
We saved the $3000 we were willing 
to put into a third accounting ma- 
chine. 

By my arithmetic, that adds up to 
$9000 or so, without counting in all 
the extra dollars we had been spend- 
ing for overtime which is no longer 
necessary. These savings in the first 
year alone will virtually pay for the 
special equipment needed for Cycle 
Billing. And in every succeeding 
year we are going to save at least 
$6000 in salaries. 

In the new system each account 
has a ledger pocket. “Posting” con- 
sists of merely filing charge slip or 
payment receipt copies, previously 
taped and posted to the control, in the 
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correct pocket. No writing is done at 
At statement time, the girl goes 
through every pocket and does the 
entire month’s posting at one oper- 
ation. The original statement and its 
carbon copy (which is our ledger 
card) are fed into the accounting ma- 
chine. At the same typing, another 
carbon copy becomes our detail 
journal of the month’s operations. 
Accounting machine totals are 
checked against controls for accur- 
acy. 

Zero-balance statements are put 
back into the pocket and re-used the 
following month. Before mailing the 
other statements, new statement 
forms are headed up by a typist and 
placed in the proper ledger pockets. 
Thus there is always a ready-to-use 
statement in the pocket, and we have 
eliminated the waste of addresso- 
graphing the complete ledger and 


not needed. 

Our 8000 accounts are split up into 
sixteen trays in four Cycle-Matic 
desks. Each tray comprises one bill- 
ing “cycle,” and‘one cycle is done ap- 
proximately every two days. Even in 
our peak months when nearly every 
account is active, one girl can process 
a 500-account cycle within one work- 
ing day. Overnight, the “rush” was 
ended, and all of our statements have 
been going out exactly on schedule 
since Cycle Billing began in August, 
1953. 

With the rush and pressure gone, 
the human errors we had before are 
almost totally eliminated. When a 
mistake does occur, it can be found 
much more quickly and easily within 


Daily reports“of charges and credits from 
each branch are listed on adding machine 
to establish figures for control accounts 
on each cycle. 













throwing away those forms that are 


a cycle of 500 accounts than if we had 
to check over all 8000 customers. 


The new system was completely 
set up for us by the Business Services 
Departments of Remington Rand. All 
the account names were in the cor- 
rect folders, all the current balances 
were transferred, everything was 
ready to go. As far as our office pro- 
cedures were concerned, one after- 
noon we were working with the old 
method and the next morning we 
were on Cycle Billing. It was just 
that smooth. 

All of our accounts were “district- 
ed” generally by routes and loca- 
tions, in order that billing would be 
somewhat related to deliveries. 
Every customer account was given a 
number: for example, C4-334. The 
“C” indicates a cylinder customer 








Posting of charges and credits is speedily 
accomplished ‘by dropping posting media 
into correct ledger pockets. 


(tank patrons are lettered “U”’); the 
next digit identifies the cycle billing 
tray number, and the final three fig- 
ures are the account. Any ledger 
pocket can thus be located instantly. 

Using account numbers instead of 
alphabetical or other arrangements 
means that all the cycles can always 
be kept approximately the same size 
for equal distribution of work over 
the month. If C4-334 was Phil 
Brown’s account and he moved away 
or we lost him as a customer, we 
would .simply put his name in the 
dead accounts file and assign the ac- 























































Account numbers are quickly located for 
any purpose by easy reference to this 
alphabetic index on ‘Kardex’’ rotary 

stand. , 


count number to the next new custo- 
mer. 

In each-of our offices we have a 
Kardex Rotary Index Stand with 
Interlocking Tube Equipment, on 
which all customers are listed alpha- 
betically. The index line shows ad. 
dress and account number—white 
strips for underground installations, 
and yellow strips for cylinder users. 
It takes about 15 seconds to find any 
name and get the proper account 
number, which must of course be en- 
tered on all charge tickets and re- 
ceipts. 

Every one of the ledger pockets 
within the Cycle-Matic desks has a 
Graph-A-Matic movable signal on the 
visible edge. The printed scale per- 
mits it to be used to show the month 
of earliest unpaid bill, but we apply 
the signal in a way that seems more 
practical for our purpose. 

As the statements are reviewed be- 
fore mailing, we pull those that are 
more than 30 days overdue and send 
a letter along with the statement. The 
Graph-A-Matic signal is then moved 
to the halfway position to show that 
letter No. 1 has been sent. If the 
mount gets to be 60 days overdue, we 
send a stronger letter with the next 
month’s statement and pull tie 
Graph-A-Matic signal all the way ‘0 
the right. This indicates that the c:s- 
tomer is now on a C.O.D. basis on'y, 
until the old bill has been paid: 

There is nothing complicated abet 
any phase of our Cycle Billing. It ‘s, 
in fact, much easier than our pi-- 
vious methods, and we are thoroug :- 
ly pleased with the results. We h: 4 
gotten too big for our bookkeepe:-, 
but with the system described he: * 
we can grow twice as big again ani 
never have any more difficulty in the 
accounting department. 
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By Walter H. Hoagland 
Fisher Governor Co. 
Westport, Connecticut 


ROM several sources, we have 
eee today numerous guides 
to safe practices in the LPG industry. 
Are we following these recommenda- 
tions in our operations? 


Unfortunately, the answer is not 
an unqualified “yes.” Most large L. 
P. gas distributors do follow the rec- 
ommended practices, but this is not 
true of the entire industry—and as 
the result the industry as a whole has 
suffered. 


There are two committees that do 
most of the constructive work in 
recommending safe practices—the 
LPGA’s technical and standards com- 
mittee and the safety committee. The 
cost of operating these committees is 
not realized by a number of LPG 
men; yet they are paying the costs 
and it is up to them to cash in on the 
results. These committees met three 
times during 1953, with approximate- 
ly 40 persons in attendance at an av- 
erage cost of $400 per meeting per 
person. For the three meetings, the 
bill which the industry paid totaled 
almost $50,000. 


The work of these two groups gives | 


the industry the recommended good 
practices needed for its operation. 
They finish any assigned subject to 
the satisfaction of the L. P. gas in- 
dustry, and the industry is notified of 
the completion of the various assign- 
ments, 

Two large distributors who are fol- 
lowing the recommendations of the 
two committees illustrate what can 
be accomplished: 

Personnel of a large distributor of 
L. P. gas recently were given safety 
awords from the National Safety 
Council in Marion and Winston Sa- 
lem, N. C., and in Newport News, Va. 
In Marion, N. C., the award was pre- 
sented by the town mayor who con- 
gratulated the men on their fine rec- 
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The Relation of 
Safety and Insurance 


ord and stated that he and the people 
of Marion were proud to have the 
L. P. gas industry in Marion and ap- 


‘preciated the service. The L. P. gas 


drivers in the Marion area had a per- 
fect no-accident record for five years 
during which time they had’ driven 
approximately 400,000 miles. In Win- 
ston Salem, N. C., the traffic director 
of the city said the L. P. gas distribu- 
tors’ drivers had had no accidents 
within the city limits during the past 
year. Mention was made of the con- 
ditions of the terrain and traffic in 
these two areas. Ice, snow, fog on 
mountain roads did not faze these 
North Carolina drivers. Extremely 
congested traffic that exists in the 
thickly populated area served by 
these drivers did not keep them from 
maintaining a perfect record in 1952. 


Such accomplishments are lost 
sight of when an occasional accident 
occurs. Accidents are widely publi- 
cized, to the detriment of the entire 
industry. 

With the entire industry following 
the recommendations of the two com- 
mittees, and of other authoritative 
sources, not only would such acci- 
dents be further reduced, but proper 
insurance coverage would become 
obtainable at a reduced cost. 


The work of these two committees 
should be better publicized. The 
LPGA Chicago office mails to every 
member a copy of the minutes of 
boards of directors meetings, contain- 
ing the committees’ recommenda- 
tions; but not only are thesé copies 
not read carefully by a majority of 
the members, they are not even seen 
by most non-members. 


It is my opinion that the LPGA 
has grown up to a point today where 
it needs an individual in its publicity 
department as an editor to prepare 
and edit for its members and for the 
trade journal magazines pertinent 
articles discussing clearly what the 


*Abstracted from a talk at the Fall 
Conference of the South Central District 
of LPGA held recently in New York City. 


LPGA is recommending for improve- 
ments in safety in the industry. Such 
information would definitely help 
everyone if he followed the same in 
his insurance coverage problems. 

The recommendations of these com- 
mittees are not the only sources of 
information on sound, safe operating 
practices. The business papers in the 
field have published some excellent 
information. 

Furthermore, all manufacturers of 
L. P. gas equipment have available 
today service school material for any- 
one in the L. P. gas business. Mem- 
bers and non-members alike should 
avail themselves of the service school 
material available by the equipment 
manufacturers in the industry today. 


In brief, here are the steps that 
should be taken by distributors to 
help make the entire industry con- 
scious of the association’s safety 
work, and in turn improve relations 
with insurance companies: 


1. Further publicize the good work 
done by the National Technical and 
Standards Committee and the Na- 
tional Safety Committee by means of 
special bulletins from the Chicago of- 
fice of LPGA. 

2. Where distributors can afford to 

have same they should hire a safety 
engineer. He is an excellent asset to 
any large organization. 
' 3. Where a small distributor can- 
not afford a safety engineer, assign 
this responsibility to someone in your 
organization who is capable of con- 
ducting a service school and safety 
school. 

4, Conduct regular service schools 
using already available published ma- 
terials and current articles in the in- 
dustry’s trade journals as a guide. 

5. Use facilities available from the 
equipment manufacturers for con- 
ducting regular service schools. 

6. Have some means of checking 
your finished installations to make 
sure they comply with the require- 
ments of Pamphlet 58 and Pamphlet 
52. . 
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Code Cuts Complexities For Crutcher 


By Carl Abell 


ree in the booming days of 
World War II, as you may recall, get- 
ting help was something of a prob- 
lem, but keeping the workers on the 
job was even more difficult. Tom 
Crutcher, Jr., manager of the Crut- 
cher Sales Co., Louisville, Ky., was 
convinced that he had more than his 
share of trouble with occupational 
transients. On top of his difficulties 
with employes, even the landscape 
was working against him. 

The Kentucky scene is no network 
of section-line roads, straight as the 
path of righteousness, like the prairie 
country west of the Mississippi River. 
Louisville is located on a bend of the 
Ohio River, where it swings close to 
the northern edge of the limestone 
plateau that forms the famed Ken- 
tucky bluegrass region. Numerous 
small valleys and defiles cut back into 
the great stone table, with ridges 
standing up sharply between. The 


main highways into the surrounding 
country follow the valleys, spreading 
out from Louisville'like the fingers of 
an enormous pair of hands. The min- 
or roads, on which most of the people 
in the rural area live, connect these 
diverging highways, and work back 
along the crests and contours of the 
ridges. Only the narrow river bottom 
offers the possibility of an orderly ar- 
rangement of roads, and even there 
the influence of the wandering early 
cattle trails takes precedence over 
longitude and latitude. A driver who 
is not thoroughly familiar with the 
territory needs a map, a compass, boy 
scout training, and the instincts of a 
homing pigeon. 

Crutcher Sales Co. had no 
particular trouble in making deliv- 
eries from the time they started op- 
erating in 1926, until they encoun- 
tered the labor upsets of World War 
II. They had always been able to hire 




















CUSTOMER LOCATION GUIDE 
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CYLINDER RECORD 


LEDGER ACCOUNT 


Fig. 1—The code which locates and describes the customer’s house is stamped 
on the upper right hand corner of an addressograph plate, and is stamped on 
every paper used in handling the account. 
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local boys who had grown up in te 
surrounding hills, and knew th ir 
way around. Came the war, aid 
everything was different. Due to :n- 
listments, the draft, and the attr :c. 
tion of the war industries, there was 
a constant turnover of drivers, and at 
times it was impossible to find men 
who knew the roads in the local ter- 
ritory. New drivers sometimes 
searched for hours to find customers 
who waited impatiently for gas to 
cook their overdue meals. Crutcher 
had a thousand good Pyrofax gas 
customers out in those hills, if the 
drivers could only find them. 


The situation came to a head late 
one afternoon when Tom Crutcher 
received a phone call from a custo- 
mer, telling him that one of his de. 
livery trucks had been sitting beside 
the road out in Mockingbird Valley 
since about ten that morning, with no 
driver in sight. That checked with 
the fact that this particular driver, 
who had been on the job only three 
days, had failed to telephone to the 
office at noon to pick up any emer- 
gency instructions. Tom took the 
pick-up and made haste. On the seat 
of the abandoned truck he found the 
day’s route slip, the exact change 
covering the two deliveries the driver 
had made that morning, and the 
cryptic note pencilled on the back of 
a spare invoice, “I quit.” Somewhere 
on earth is a former driver for 
Crutcher Sales Co. who can collect 
the three days pay that was due him, 
if he will call at the company office. 

Crutcher spent the next few weeks 
reworking his routes so even a green 
driver could find his way around, and 
setting up a code to enable the dr‘v- 
ers to locate customers’ houses quit: 
ly. Each route consists of a port) 
of a major highway, and the fee: 
roads that tap the surround: 
neighborhood. No more than 30 c”s- 
tomers are included on any rot 
and in the driver’s book, each ro’ 
is carefully described from beginn 
to end, so he knows exactly w. 
turns to make to stay “on the bea: «. 
Customers were given numbers | 
sequence on each route, and a cc : 
was developed which identified ez 
customer’s house. This information 
was put on an addressograph ple «, 
which is imposed on every piece °f 
paper used in handling the accou"t. 
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The plate is made up to fit the 
heading of: the standard Pyrofax 
“terms card” (Fig. 1), which is a 
combination sheet giving the com- 
plete record and history of the ac- 
cont, and constitutes the basis for 
th. control of.the operation. At the 
lef. side of the plate, the regular mail- 
ins address appears, and the code is 
stamped in,the upper right hand cor- 
ner. On the top line, the first number 
is tne route, the second is the custo- 
mer number on that route. Thus, in 
the example illustrated, H. L. Arnold 
is the first customer on route 20. Cus- 
tomer 20-2 was the next customer on 
the route as originally set up. If any 
new customers are obtained between 
1 and 2, they appear in the code as 
1A, 1B, etc., so the original planning 
of the route is still’ the key to the 
code. 

The code identifying the home of 
the customer is as follows, and in this 
order: 

(1) Side of the road — L or R. 

(2) Type of construction — S for 
stone. 

(3) B for ordinary brick. 

(4) Ins for insulbrick. 

(5) F for frame. 

(6) Color of roof. 

(7) Type of fence. 

Returning to customer H. L. Ar- 
nold, the code tells the driver that 
the house is near the beginning of the 
route; on the left hand side; frame 
type house; red roof; wire fence. 
With this description, a new driver 
can probably pick out the house as 
far as he can see it. If there happens 
to be two similar houses close togeth- 
er, he completes the identification by 


looking for mail box No. 540, which . 


shows up in the address. 
To permit flexibility for accommo- 


dating future growth, route numbers. 


up to 60 were assigned to the Ken- 
tucky area which is served by the 
company, and numbers from 70 up 
ind cate routes across the river in 
Indiana. There were not 60 routes in 
Kentucky, so beginning with No. 1 
at tre Ohio River east of Louisville, 
the sequence continues around to the 
rive: on the other side of the city, 
wit! numerous gaps reserved for pos- 
sibl: future routes in territory which 
seemed likely to become more thick- 
ly populated in the future. Many of 
thes» new routes have been  estab- 
lish-d, and the system is still suffici- 
entiy flexible to be useful several 
years into the future. 

The availability of the address- 
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Rough terrain and irregular pattern of roads around Louisville creates a tough 


problem for new route drivers. 


ograph plates permits several other 
innovations which speed up oper- 
ations and keep the customer end of 
the business under finger-tip control. 
Using the route numbers as the in- 
dex, all account cards are filed nu- 
merically. Filing experts tell us that 
numerical filing is superior to alpha- 
betical filing because number com- 
binations can be located quicker than 
letter groups, and because the aver- 
age worker is less likely to make mis- 
takes when working with numbers. 
It is certainly easier to locate 20-1 
in a numerical file than to find “H. L. 
Arnold” in an alphabetical file in- 
cluding several other Arnolds. 

Since all paper work originating in 
the office in connection with custo- 
mer accounts carries the code num- 
bers, it is only necessary to cross 
reference alphabetically so the num- 
bered file can be located in case the 
customer comes in, or calls in, and 
does not give the code number. Let’s 
start with a phone call, and see what 
happens, with particular emphasis on 
the simplicity and speed of the oper- 
ations. 

“This is Mrs. .H. L. Arnold. Will 
you have the driver replace an emp- 
ty cylinder on his next trip?” While 
she is talking, Tom Crutcher, or any 


other employe who answers, flips. 


open the Flexoline group-visible al- 
phabetical index to the “A” page, and 
notes that the code number is 20-1. 
He tips the 20 guide card forward in 


the “terms card” file, which is on 
wheels at his elbow, and lifts out card 
20-1. He enters on the cylinder record 
section, T8/24FNT, which means 
“Telephone order received 8/24. 
Leave full cylinder next trip.” On 
another sheet of paper on which the 
day’s orders are accumulated, he en- 
ters, “20-1.” Looking at the ledger 
section of the card and the collection 
follow-up panel, he notices that the 
customer pays promptly, so he adds 
on the order sheet “cr”, which means 


that the credit is OK. Otherwise the - 


notation would be “P”, which means 
“Pay the driver”, a term which this 
company uses for psychological reas- 
ons instead of the customary “Col- 
lect on Delivery.” 

Toward the end of the day some- 
body in the office, generally Tom 
Crutcher or Charley West, who does 
a little of everything including super- 
vision of customer service, takes the 


sheet with the accumulated orders - 


over to the addressograph cabinet 
(Fig. 2), picks out the customer 
plates, which are filed by route and 
customer number for. quickest pos- 
sible selection, and makes up the de- 
livery orders, which are nothing 
more nor less than invoices made out 
in advance. This is the standard 
Pyrofax invoice form, (Fig. 5), which 
is made up in duplicate at the print- 
ing plant. The price of the gas is en- 
tered in the appropriate places on the 
form, and delivery instructions are 
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Fig. 2—Charley West uses the address- 
ograph to short-cut the preparation of 
delivery instructions and invoices. 


entered on the upper left hand cor- 
ner. “TC” indicates that Tom Crut- 
cher prepared the order, and that the 
customer’s credit is good. If it is. not 
initialed, the driver will check the 
customer’s card the day he makes de- 
livery, to see if there is a charge out- 
standing at that time. If so, he will 
try to bring in the money, along with 
that for the fresh cylinder. “8/24” in- 
dicates the date of the order, and 
“MFNT” means “pick up empty and 
leave full cylinder on the next trip.” 
The other lines stamped on the in- 
voices opposite “terms,” and the “pay 
the driver” on the lower half, are put 
on the invoices with the address- 
ograph machine in advance. 


Orders may be placed in person by 
customers dropping in at the office or 
the up-town store, or may come in by 
mail. To facilitate these mail orders, 
which can be handled at a saving of 
time for all concerned, each customer 
is given an advertising calendar in 
December of each year. This calen- 
dar contains a page of six postage- 
paid order cards, which may be filled 
out by the customer and dropped in 
the mail. These up-town and mail or- 

“ders are all processed with the office 

telephone orders, and the delivery- 
invoice forms are all made out to- 
gether (Fig. 3). 

The day’s delivery orders are then 
sorted into the numbered boxes in 
the route rack (Fig. 4), which is simi- 
lar to sorting mail in the postoffice. 
This rack provides a visible control 
over the need for serving the various 
routes. The box with the most orders, 
judged by the height of the pile, is 
the logical one to deliver tomorrow. 
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Fig. 3—Ordering by mail is encouraged. 
Charley West checks a customer’s ac- 
count before coding the delivery order. 


It will probably not contain enough 
orders to take a full load, so it is com- 
bined with another route that can be 
reached with a minimum of extra 
driving, or with a route on which 
some customer has asked for quick 
delivery. Before starting out, some- 
one in the office looks through the 
customer cards on those routes 
quickly to see if there are any other 
customers who would normally have 
been due to order another cylinder, 
but who had failed to do so. Delivery 
orders are prepared for these custo- 
mers also, but instead of having the 
date of the order noted, they are 
marked “Sh”, which means that this 
customer should have ordered. The 


Fig. 4—Tom Crutcher takes out the de- 
livery orders for the route which will be 
served the next day. 


driver makes these calls along with 
the ordered stops, and makes the de. 
liveries in a high percentage of the 
cases. The customers appreciate this 
watchfulness on the part of the com- 
pany. 

Before the drivers leave in the 
morning, the “daily delivery report” 
(Fig. 6) is filled out with a summary 
of the driver’s instructions for custo- 
mer calls, and the data necessary for 
the operating record of the truck. 
The customer calls are indicated by 
route and number only as shown by 
the delivery order-invoices, which 
constitute the driver’s working in- 
structions for the day. If it is neces- 
sary to reach a driver during the day, 
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Fig. 5—tThe invoice is also the delivery instructions complete with credit infor- 
mation, all in code. Note the route and customer identification code to the right 
of the name and address. 
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a glance at the route sheet tells the ; 


man in the office about where he 
should be, and it is a simple matter 
to catch him by phone. At the end of 
the day, the drivers make the entries 
which show their collections, and the 
number and disposition of the full 
and empty cylinders. The invoice 
copies and stubs are checked in with 
the bookkeeper. 

The invoices are then sorted out by 
routes and in sequence by customer 
numbers—the same order in which 
the customers’ account cards are 
filed. In entering the necessary data 
on the account cards, the entire 
group for that route is taken out of 
the file, and the cards are turned like 
pages to reach the ones on which en- 
tries are to be made. This is quicker 
than picking separate cards out of 
the vertical file, and avoids getting 
them in the wrong place when they 
are returned. 

With the exception of the changes 
which Crutcher has made to fit it to 
his system of coding and filing, the 
company uses the standard Pyrofax 
operating method and forms. For 
convenience in servicing customers’ 
equipment and accessories, a few de- 
tails are added to the standard re- 
cord,, as shown in Fig. 1. While stan- 
dard Pyrofax systems and bases are 
used, these have varied over the 
_ years due to model changes and serv- 
ice replacements, so a record is kept 
of the current equipment included in 
each customer system. In preparing 
to make a service call, the service 
man can know in advance what units 
have been installed, and, he can take 
any parts and pieces which are likely 


to be required, without transporting . 


a small warehouse stock. 

The addressograph plates- provide 
a great saving in time in handling 
other phases of the company work. 
When it is necessary to send out col- 
lection follow-up letters (the stan- 


dard Pyrofax printed series), it is © 


much quicker to pick out the custo- 
me’s plate and stamp it on the letter 
anc the envelope than to type the 
two. Likewise, when mailing out cal- 
encdars and other advertising matter, 
the entire customer list of 1200 names 
can be addressed very quickly. Pros- 
pecis’ names can be cut on the end of 
adc essograph plates, which can later 
be completed with the code designa- 
tions if the prospects become custo- 
mers, 

The Crutcher Sales Co. has been 
a Pyrofax dealer continuously since 
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Driver Shaw Date_2A7/53 
Truck NO. bl 
Mileage 26055 


Full Cyls on J9 Gas, 9: 
Delivered 


pane: *. Ea a eS 
Returned k_ Mty Cyls 19 
Paid _27.h0 





Driver___ Keller 
Truck No._ 6) 


Date_ 2/17/53 


Mileage 


Pull Cyls on_§-5 Gas__§ 
Delivered l oil 
Returned Mty Cyls 1 

Paid 16,70 








Fig. 6—The daily delivery report shows the drivers’ approximate locations at any 
time during the day, and when completed is the record of the day’s operations. 


1926—it is said to have been the first 
dealership of this company to be es- 
tablished west of the Allegheny 
Mountains. Its parent company, 
Crutcher Bros., has been in the ware- 
housing and local transportation 
business since shortly after World 
War I. One of the earliest and most 
important accounts served, by this 
company was the Union Carbide and 
Carbon Corp., so it was quite natural 
that when that company set. up the 
Pyrofax: Division and embarked in 
the L. P. gas business, the Crutcher 
organization should take over the 
distribution of the product in the 
Louisville area. Delivery area is con- 
centrated within easy travel distance 
from the warehouse, except in a few 
cases where sizeable groups of cus- 
tomers have been secured in restrict- 
ed areas, and whose requirements 
are closely parallel, so deliveries can 
be made in full or nearly full truck 
loads. Several of these remote groups 


are served, with route distances 
reaching out as far as 50 miles. 

About 600 cylinders per month are 
required to serve the company’s 1200 
customers. These are handled by two 
drivers, one of whom has time to 
double as a service man when need- 
ed. One salesman is employed on a 
commission basis. He sells appli- 
ances, and completes contracts for 
the installation of systems. The de- 
livery load is well balanced through- 
out the year. Cylinders are refilled 
at the Pyrofax plant at Lawrence. 
burg, Ky., 62 miles away. Transpor- 
tation of cylinders is handled by 
Crutcher Sales Co., making two trips 
per week in a flat-rack truck which 
carries 72 cylinders per load. 

Tom Crutcher rates his code sys- 
tem of handling deliveries and ac- 
counts as a great time saver, and con- 
siders that it has been one of the most 
important factors in making the oper- 
ation profitable. 
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LPG Curing 
Brings 

Higher Returns 
On Tobacco 


By H. H. Slawson 


NTHUSIASTIC endorsement of 

L. P. gas heat for curing tobacco 

comes from Garnett E. Owen, owner 

of Black Valley Farm, Rt. 1, Auburn, 
Ky. 

In 1952 Owen raised 3.8 acres of 
Burley tobacco, which, when har- 
vested, averaged 2,870 pounds per 
acre, and another 7.8 acres of a local 
variety, known as “Old Sucker,” 
which ran 2,930 pounds to the acre. 
When harvest time came around, in 
September, last year, heavy rains 
started and never let up until four 
inches of precipitation had soaked 
the fields. 

Owen went ahead however, cut 
his crop and housed the Burley in 
one curing barn, 40 x 72 feet in size, 
where it was hung in four tiers, each 
four feet apart. The “Old Sucker” 
kind he hung in a second barn. It was 
all so thoroughly wet that Owens de- 
cided to try out a new idea, equip 
the Burley barn with L. P. gas and 
leave the other to be heated by the 
coke-curing method he had always 
previously used. 

Installation of the L. P. gas drying 
system was made by Southern States 
Franklin (Ky.) Petroleum Coopera- 
tive, which put in.a storage tank and 
gas lines to 24 burners, each equipped 
with wire-frame shields. 

Results were astounding, accord- 
ing to the report made in the Coop- 
erative Farmer, house organ of 
Southern States Cooperative, which 
goes to the majority of tobacco pro- 
ducers in Maryland, Delaware, Vir- 
ginia, Kentucky, and Tennessee. 
The tobacco that was hung drip- 
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ping wet in the gas-equipped barn 
brought the largest returns in Simp- 
son county, and Owen figured that, 
by using the L. P. gas he made $869.37 
more per acre than he did on the 
part of the crop which was cured by 
coke. He also saved over seven hours 
of labor per acre, in comparison with 
coke curing. 

A total of 1,345 gallons of L. P. gas 
was used and drying time with the 
gas was the same as with coke—from 
21 to 30 days. When the wet tobacco 
was first hung, the automatic thermo- 
stat on the burners was set at 90 de- 
grees and the humidistat was set at 
67 percent. On sunny days the burn- 
ers were operated only about one- 
third of the time, while on foggy or 
rainy days they were left burning 
until temperature and humidity 
reached the above levels. 

Owen particularly praised the uni- 
form heat given off by the burners. 
According to his statement the mois- 
ture is removed from the tobacco 
evenly and chemical changes in com- 
position of the leaves occur at just 
the right time to produce perfect re- 
sults. House burning of tobacco is 
also eliminated by L. P. gas, he found. 

During the curing period last year 
farmers from all over the area came 
to see how the operation was pro- 
gressing, and latest word from Au- 
burn was that Owen put up a new 
curing barn for his 1953 crop. It is 
the largest in Simpson county, 91 feet 
long, 64 feet wide and 34 feet high at 
the center. It is four tiers high, with 
seven feet allowed between tiers. All 





Garnett Owen displays his choice tobacco leaves, which are nearly ready to 
harvest. 





lumber was creosoted, and aluminum 
was used for the roof. 

And, of course, it has been equip- 
ped with a complete L. P. gas heating 
system. 

County Agent Woodson Coots of 
Simpson county was quoted in the 
co-op report as saying: “Garnett 
Owen has one of the most improved 
farm operations in the county. He is 
a good farm manager and has a lot of 
good ideas about new farming meth- 
ods.” 

This is exemplified by the fact that 
Owen is pioneering the use of irriga- 
tion as a means of protecting his 
tobacco crops against the periodic 
drouths which reduce the production 
and quality of the crop. His portable 
sprinkler system, supplied with waier 
pressure developed by belting his 
tractor to the pump, is one of the first 
in this part of Kentucky. 






































































These burners and shie!ds are placec on 
the floor of the curing barn, spacec at 
about 8-ft. intervals. 
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HIS MODERN TRAILER CITY 
ear Savannah, Ga., holds hundreds 
f trailer units whose owners work 
nthe Government's Savannah River 
Bomb Project. 

















Use this suggested program as a guide for SAFETY MEET- 
ING No. 14 which appeared last month. After the meeting 
the SAFETY POSTER which appears on the opposite side 
of this page should be posted on your bulletin board as a 


reminder for your next meeting. 








Suggested Program for Safety Meeting 


1— Complete the attendance record, noting the absentees. 


2—How about unfinished business relating to previous meetings, such as safety 
suggestions, and progress reports on projects already undertaken. 


3— New business. Time to look ahead to the slack season and start planning the 
summer’s maintenance program, both in the plant, and at-the customer instal- 


lations. 


4— Discussion of “What Makes Storage Tanks Safe?” which was published in the 
February installment of the Safety Series. 


5 — Throughout most of the United States we are coming into the most hazardous 


season of the year from the standpoint of driving. It’s a good idea to check the 
brakes, tires, and tire chains on all company vehicles to see that they are ready 


for slippery going. 


6— Announce date, study assignments, and any special assignments for the next 
safety meeting. All employes should be provided with copies of NFPA (or 
NBFU) Pamphlet 58, and the state and local codes applying to LPG installations 
in house trailers. Someone should be assigned to find out what protective pre- 
cautions, if any, the state and local inspectors take in connection with propane 
equipped house trailers. Someone should also ascertain the views of local trailer 
park managers on the trailer fuel problems. It would also be worthwhile to have 
someone make a quick survey of the fuel installations on quite a number of 
house trailers in your locality. The sales lots and trailer parks offer the means 
of making such a check-up very quickly. 


DISCUSSION GUIDE FOR 
“What Makes Storage Tanks Safe?” 


This is one subject on which it should be possible 
for every organization operating a bulk plant to pro- 
vide complete mechanical exhibits covering all of 
the equipment discussed. 

Why not have on hand at this meeting a sample 
of each basic device illustrated on page 55 of the 
February issue? If you have them available, why 
not also have the various combinations of check 
valves, excess flow valves, etc., such as are used for 
special fuel services like the liquid withdrawal 
adapter for fueling tractor tanks, etc. Samples of 
the multi-valve, if used in your operation, would 
also be of related interest, and would serve to illus- 
trate how every piece of approved equipment fits 
into the safety scheme outlined in Sections B, I, II, 
and IV, of Pamphlet 58. 

In discussing the problems and questions on page 


60 of the February issue, the leader should make 
sure that all employes understand the reasons be- 
hind the answers. 

There could be several answers to the first ques- 
tion in Problem 5, depending upon the installation 
details of the particular truck tanks with which 
your organization is familiar. The point we wished 
to emphasize is that there should be two means of 
withdrawing liquid fuel from any tank that is sub- 
ject to traffic hazards. : 

Since the material for the February Safety Ar- 
ticle was prepared we have received details of a 
serious accident that occurred in Kentucky (see 
page 138), which occurred because a 1000-gal. tank 
was installed without the specified protective valves 
and mounted on an insecure foundation. Are there 
any such hazardous installations in your locality? 
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House Trailer Fires 
Can Be Prevented 


Right: Twin ICC cylinders on new high 
priced mobile home. Mounted with pres- 
sure relief valves pointed toward trailer 
wall. Center: Fuel tubing should have 
ample loop to provide flexibility. Single 
cylinder installations are not desirable. 
Extreme right: Manually controlled 
change-over and regulator mounted sol- 
idly to trailer wall, cylinders in correct 
position. Good 


By Carl Abell 


A GREAT many people still con- 
sider that L. P. gas is a dangerous 
fuel to use, in spite of the unimpeach- 


able evidence that it is safer than: 


electricity, safer than oil, safer than 
gasoline, safer than wood or coal. 
How do people get this idea? There 
are several ways, but mostly they 
read it in the newspapers. 

\t our office, we have the services 
of newspaper clipping bureaus in 
several parts of the country. They 
send us clippings of all the articles 
they can find in the papers in their 
territory in which butane, propane, 
or i. P. gas are mentioned. We read 
them to pick out news items of the 
trade, and as a general check on 
trends in the industry. The one sub- 
ject which appears most frequently 
is res and explosions in house trail- 
ers. More than half of the clippings 
thet we now receive deal with these 
trailer accidents, and they show up 
with approximately four times the 
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frequency of similar accidents in per- 
manent dwellings. 

The frequency of these accidents 
in trailer homes is the worst black 
eye that our industry has had in the 
present generation. We must com- 
plete the statistics, and develop a true 
picture of the relative frequency of 
fires and explosions in trailers and in 
permanent homes, to realize just how 
serious this situation has become. 

There are now, according to the 
latest estimate of the Trailer Coach 
Association, nearly 800,000 house 
trailers (they prefer to call them 
“mobile homes”) in the United 
States. Most of them are equipped to 
burn propane, at least for cooking, 
and sometimes also for water heat~ 
ing, refrigeration, and comfort heat- 
ing. 

Our industry figures show that 
there are about ten times as many 
L. P. gas installations in permanent 
homes—our latest estimate is about 


Let’s make SAFETY Everybody’s Business 


8,000,000. The comparative infre- 
quency of fires and explosions in 
these 8 million homes is a matter of 
justifiable pride in our industry, and 
we are working hard to make the 
record even better. 

But in house trailers, if we can be- 
lieve the newspapers, there are ap- 
proximately four times as many ac- 
cidents in one-tenth as many installa- 
tions. By simple arithmetic, that in- 
dicates about 40 times as many acci- 
dents per thousand customers, com- 
pared with installations in permanent 
homes. Our common sense should 
tell us that if we can make propane 
safe in homes that are permanently 
anchored to the soil, it can be made 
just as safe in houses built on wheels. 
And whether we like it or not, the 
reputation of our product is influ- 
enced by the news items published in 
today’s papers. Bad news adds.to the 
sales resistance that we must buck, 

(Continued on page 61) 
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Watch These Details To PREVENT Trailer ACCIDENTS 








Let’s try to get trailerites to use double cylinder installations instead of single 
cylinders. The chances of accident will not only be less but the customer will 
enjoy better service. 








Fuel lines should be fastened securely 


Fuel lines passed through holes in cross 
under the trailer rae 4 about every 2 to 
La 


members should be shielded in electri- 
cian’s loom, taped to the tube. 


Support and Protect the Fuel Lines 


The fuel line should be kept out of the way of flying stones and moving parts. 
It should be inside the “A’’ frame, and should be supported, not suspended, if 
it passes over the axle. An unsupported fuel line presents. a serious hazard. 
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Valves on appliances should always be 

carefully checked to see that they are 

in “shut-off” position before opening a 
refilled cylinder valve. 


Combustion air ‘for water heaters and 
comfort heaters should come from out- 
side the trailer (through wall or floor), 
and these appliances should be vented. 
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Appliances with continuous burning pi- 
lots should only be used with dual cylin- 
ders and automatic changeover valves. 


The fuel line should be protected with a 
rubber grommet where it passes through 
the floor. 





People forget to be safe. Trailerites 

should be reminded to turn off the ap- 

pliance valves before opening a refilled 
cylinder valve. 














No lever type valves should project from 
appliances or fuel lines. This type of 
valve invites accidental “turn on.’ 
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FACTS ABOUT THE RED SEAL LP-GAS METER 


ACCURATE MEASUREMENT OF LP-GAS 


MORE VERSATILE — 
FITS ALL PIPING ARRANGEMENTS 





LISTED BY UNDERWRITERS LABORATORIES ae. 


wy = 3 COMPLETE WITH ALL ACCESSORIES 
es. S alll 





SAVES INSTALLATION TIME — 
ELIMINATES EXTRA FITTINGS 


gh All the time-tested features of the “old reliable” Red Seal are RECOMMENDED CLOSED SYSTEM INSTALLATION 
retained in this new “Compact” meter for LP-Gas. Many design 

improvements now save weight, permit left or right-hand OF RED SEAL LP-GAS METER 
installation in truck compartments, and »provide easier access 
for serving. Plus Underwriters listing. 

The meter and all accessories required for accurate delivery 
of liquid LP-gas are assembled in one easy-to-install unit. 
Think of the time and money saved—fewer connections . . . 
fewer fittings . . . a neater installation in all ways. 

The famous Red Seal. measuring chamber contains only 
one moving part, with precision-machined tolerances to mini- 
mize frictional wear even with “dry” liquids such as LP-gas. 
Double case design nullifies effect of pressure changes on 


VAPOR CHECK VALVE ~. 











“it FROM PUMP 
accuracy, and eliminates undue wear caused by pressure cniqumeneminee 
es i ij 
: apes md wi INLET CHECK VALVE 
ol inlet and outlet connections are 1%”. Rate of flow: 30 gpm. _(AT INLET TO VAPOR RELEASE) METER SECTION 


maox., 5 gpm. min. Choice of two trouble-free registers: The WPOR RELEASE 
Print-O-Meter which gives your customers the printed tickets MD STRARER SECTION 
they like; or a simple direct-reading register. Ask your nearest 
Neptune equipment jobber, tank truck manufacturer or branch 
ofiice for full details. 


NEPTUNE METER COMPANY 


50 WEST SOth STREET « NEW YORK 20, N. Y. Branch Offices: 


a ATLANTA - BOSTON + CHICAGO + DALLAS + DENVER 
} ‘ NO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
9 PORTLAND, ORE. * SAN FRANCISCO 

IN CANADA: NEPTUNE METERS LTD., 

2430 LAKESHORE RD., TORONTO 14, ONT. 95A 
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and to the cost of insurance which is 
burdening our entire industry. 
Worst of all, these accidents re- 
flect loss of possessions, personal 
suffering, and in some cases death, 
most of which could have been avoid- 
ed had steps been taken soon enough 
to make the use of propane as safe in 
trailers as in other installations. 


Why More Fires? 


Why are there more fires and ex- 
plosions in trailer houses than in per- 
manent houses? There are many 
reasons. One of the main reasons for 
the difference is that most of the do- 
mestic installations were made by 
people who know the gas business, 
while most of the trailer installations 
were made by people who do not 
know anything about the gas busi- 
ness. And a quick look at the installa- 
tions in a few dozen trailers of vary- 
ing ages, including the most recent, 
will provide convincing proof of the 
value of training in proper installa- 
tion practices. Domestic installations 
are subject to inspection by some- 
body interested in the welfare of the 
customer. Sometimes this inspection 
is “official,” by a public agency, and 
sometimes it is by the boss man of the 
company that will deliver the gas. 
Only recently has there been evi- 
dence of any kind of intelligent in- 
spection of gas installations in trailer 
homes. Oddly enough, this inspection 
is not made by a public authority, or 
by a gas supplier. A few of the trailer 
manufacturers, wishing to set their 
products above the mill run of the 
factories that were getting bad repu- 
tations for poor products, developed 
and organized their own system of 
self-policing. They still do not have 
all the answers on their gas installa- 
tions, but it is a move in the right di- 
rection. 

Reading the clippings of these acci- 
dents adds new emphasis to some- 
thing that you have read several 
times in previous safety articles— 
that most fires and explosions result- 
ing from LPG are the result of human 
failure. Somebody did something 
wrong. The pattern of the report is 
so often the same—occupant struck a 
match and the stove exploded—or 
the oven exploded—or the gas-filled 
trailer burst into flame. Gas had es- 
caped. How? In a few cases it no 
doubt came from broken lines. Most 
of the accidents were the result of 


58 


just plain carelessness—leaving an 
appliance cock open without a fire at 
the burner. Not always. There are 
quite a few reports of ladies touching 
off fires early in the morning while 
still in their nighties. With clothes 
aflame, they rush out seeking help, 
with the amount of burned and un- 
covered skin increasing at every 
bound. Under these conditions we 
would suspect a slow leak instead of 
an open cock. Otherwise, the news- 
paper dispatch would have been 
more likely to report an asphyxiation 
than a fire. 

People who live in trailers are just 


Excellent installation of twin ASME tanks. 
This has seen 8 years of service on travel 
trailer, and is still good. 
as human, and probably about: the 
same in average intelligence, as 
people who live in permanent houses. 
We can therefore believe that under 
comparable conditions, the percent- 
age of accidents should be about the 
same. Could the higher incidence of 
fires and explosions in trailers be due 
to conditions prevalent in trailer in- 
stallations that are not present in do- 
mestic installations, and which add to 
the likelihood that people will make 
mistakes? That seems like an entire- 
ly reasonable assumption. Now let’s 
find out some things about trailer in- 

stallations. 

Division VI of NFPA Pamphlet 58 
is devoted to Cylinder Systems For 
Cooking and Heating Installations on 
Highway Motor Vehicles. The major- 
ity of our states have made this the 
law, or have adopted laws patterned 
closely thereon. Enforcement of these 
laws is something else, and compli- 
ance is almost non-existent. (Your 


editor has browsed among trailer . 


parks in California, Arizona, New 
Mexico, Texas, and Louisiana, and 
has not yet found one trailer installa- 
tion that complied completely with 
Pamphlet 58). Granted that it is more 
difficult to devise an effective inspec- 
tion system for trailers than for per- 


manent homes, there is still no ex 
cuse for the buck-passing and neglec: 
of commonsense precautions that ar: 
evident in these movable homes. 


Those are general charges. Let’s bi 
specific. Pamphlet 58—and most state 
laws—state that the fuel line betwee:: 
the regulator and the appliances shal! 
be of seamless drawn copper tubing 
at least %-in. diameter; it shall be 
firmly fastened in a protected location 
under the vehicle; it shall be outsid: 
and below any insulation or false bot. 
tom; fastenings shall be such as to 
prevent abrasion or injury to the tub- 
ing from vibration; all parts of the 
piping system shall be so designed 
and secured as to preclude such paris 
working loose during transit. 


Recent investigation of nearly 100 
new and used house trailers on sales 
lots in southern California showed 
the following conditions: Only two 
trailers had fuel lines supported so 
harmful vibration could not take 
place. On one new $5000 trailer the 
main fuel line was unsupported for 
14 ft. A branch line connected to the 
main line 5 ft. from the nearest sup- 
port, crossed the trailer for a distance 
of nearly 6 ft., and was carried up 
through the floor with no grommet or 
protective padding of any kind. We 
have a report from a source believed 
to be reliable of one new $5600 trailer 
which had 24 ft. of unsupported main 
line fuel tubing. Nine of the trailers 
we inspected (all used jobs several 
years old) were equipped with %-in. 
fuel lines. Two new jobs of one of the 
most expensive makes were equipped 
with false floors—the fuel line was 
neatly concealed within the enclosed 
space. On several of the used trailers 
that had apparently seen much road 
service, the fuel lines were dangling 
close to the ground. 


Relief Valve Error 


Generally speaking, cylinder 
mountings complied with the co:e, 
whether the installation included one 
bottle or two. Cylinder valves we” 
almost always of the approved tyr 
but there was an occasional combin2- 
tion which did not include a pressu 
relief valve. One disturbing te. 
dency, particularly on several mak» 
of new trailers, was the mounting : 
the cylinders so the pressure rel:* 
valves pointed directly at the trail» 
wall. While we have not found a” 
prohibition of this practice, comm» 


(Continued on page 61) 
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sense would rule it out. All of the in- 
sta!'ations in question were made in 
connection with a certain make of 
cylinder mount that has many desir- 
abl: features, and which ceuld just 
as well have been installed facing 
the opposite direction, so the pres- 
sur relief valves would have pointed 
away from the trailer. 

Femphlet 58 and the conforming 
stat laws tell us that there should be 
two warning plates installed on each 
trailer, one at the “system” and one 
at the appliance, warning the trailer- 
ite to be sure that all appliance valves 
are closed before opening the shut-off 
valve at the cylinder. We have never 
yet seen a trailer that complied with 
this provision. In a few cases we have 
found such a plate next to the range, 
but we have not yet seen one at the 
cylinder. 


Dangerous Oversight 


This oversight, combined with the 
general prevalence of single cylinder 
installations, is without doubt the 
greatest single cause of fires and ex- 
plosions in trailers. The cylinder be- 
comes empty while the appliance is 
in use—the fire goes out, and without 
thinking to turn off the appliance 
valve, the user connects a refilled cy- 
linder to the line, and the cylinder 
valve is operred. Gas starts to pour 
out the open appliance valve, while 
the trailerite goes to the wash house 
or stops to visit with the neighbors. 
Later, with a large accumulation of 
combustible gas loose in the trailer, 
the owner rushes in, strikes a match, 
and things go “boom.” é 

Pamphlet 58 also states that al 
water heaters and space heaters in- 
stalled in trailers should be (1) vent- 
ed to the outside; (2) equipped with 
pilot lights of the 100% safety shut- 
off type; (3) supplied with combus- 
tion air from outside the trailer. 
There seems to be fair compliance 
with ‘his recommendation in factory- 
equipped trailers, but where instal- 
lations are made by dealers or by the 
owners, almost anything can be 
foun! 

Pamphlet 58 (B.17a) says that all 
containers holding less than 200 lbs. 
shall be filled by weight, except con- 
tainers covered by Div. IV. Not all of 
the sates agree, so we find many 
trailer cylinders equipped with fixed 
liquid level gauges. In the states 
Where these are legal, we find many 
cases where filling is done on the 
trailer tongwe, direct from bulk 
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trucks. Aside from the questionable 
accuracy with which a meter can be 
read in passing such a small quantity 
of fuel, this method incurs certain 
disadvantages, particularly in con- 
nection with human nature and hu- 
man weaknesses. Some of the cylin- 
ders on some of the trailers are not 
equipped with these liquid level de- 
vices. There is no way of determining 
when the liquid being pumped into 
the cylinder reaches the safe liquid 
level, except by weight. Unfortunate- 
ly, not every driver has the moral sta- 
mina to refuse to fill these cylinders 
“on the hitch.” The result is almost 
inevitably that the filling continues 
until the pressure stops the flow of 
liquid. This is a highly hazardous con- 
dition, as a rise in temperature in 
such an overfilled cylinder is almost 
certain to result in escape of fuel 
through the pressure relief valve. 
Trailerites who have not yet lost 
their rolling homes by fires are likely 
to accept this hazardous condition as 
of less importance to them than the 





Fuel line on used trailer. Unsupported for 
14 ft., and drooping within 4 in. of pave- 
ment. 


’ exchange of cylinders, which is al- 


ways a bit of inconvenience, and 
sometimes a major chore. They sim- 
ply do not understand the risks. 


Generally speaking, the older trail- 
ers present much greater risks than 
the better quality mobile homes pro- 
duced in the past two or three years, 
although there is still need for correc- 
tion of bad installation practices in 
many makes and models. Inspection 
of 30 luxury trailers, selling for from 
$3500 to $6800 at the recent Trailer 
Life Exposition in Los Angeles re- 
vealed unsupported fuel lines on al- 
most half of the trailers, mounting so 
the tubes could chafe in transit on 
many more, lack of proper protection 
where fuel line passes through floor 
on the majority of jobs, and cylinders 
mounted so the blast from pop-off 


valves could strike the trailer walls 
on about one-fourth. Not one of these 
trailers was equipped with the warn- 
ing plates specified in Pamphlet 58. 
These trailers were manufactured in 
several states, and compliance 
seemed to be about equally lacking 
regardless of source. Some of the 
states represented have laws either 
incorporating Pamphlet 58 in their 
safety codes, or patterned very close- 
ly upon that standard. Obviously, the 
laws are not being enforced when it 
comes to trailer construction. 


Our industry, and the trailer in- 
dustry, are both suffering from the 
effects of unfavorable publicity re- 
sulting from these too numerous fires 
and explosions in trailers. There has 
never been adequate inspection of 
trailers, whether they are home-made 
shacks on wheels (generally the most 
hazardous) or factory produced lux- 
ury liners, by the officers charged 
with the responsibility of seeing that 
LPG installations in permanent 
homes comply with the codes. There 
are reasons and excuses advanced for 
these omissions—not based on the 
principle that the law exists to pro- 
tect the lives and property of the citi- 
zens. There is a practical problem in- 
volved which needs solution—who 
should do the inspection and enforce- 
ment? Most trailers are manufac- 
tured in cities, but the majority of 
them are shipped to some other lo- 
calities for sale. The city inspectors 
do not see where they should be con- 
cerned, or their local taxpayers 
should be burdened with the cost of 
inspecting a trailer that goes some- 
where else for sale and occupancy. 
State and county inspectors do not 
ordinarily go into municipalities to 
make inspections. Trailer construc- 
tion is not covered by the building 
permit sections of any codes that we 
have heard of. And finally, all inspec- 
tion departments have budget 
trouble. 


Complex Situation 


Trailers move from place to place 
with almost no restrictions. They can 
generally cross state lines without 
having anyone ask whether they 
comply with the laws of the states 
that they enter. What is legal in one 
state may be out of order in the next 
state. The situation is so complex that 
little has been undertaken, from the 
official standpoint, to bring the safety 
standards up to the same level that is 
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required in connection with perma- 
nent dwellings. Yet the need for offi- 
cial enforcement of safety regula- 
tions is the same, and the people who 
live in trailers are just as human, and 
almost as likely to be citizens and 
voters, as people whose homes are on 
permanent foundations. Admittedly 
the problem is complex—and while 
we do nothing about it, it is getting 
greater in magnitude by nearly 100, 
000 per year. Let’s start looking for a 
practical solution to this problem. 
Who would be interested in correct- 
ing the bad situation? Obviously, the 
people who are being affected finan- 
cially—the trailer manufacturers 
who find sales resistance because 
people develop fear of living in trail- 
ers, the trailer park operators who 
fear adverse publicity as the result of 
fires and explosions on their prem- 
ises, and the liquefied petroleum gas 
industry, which takes the lion’s share 
of the blame when things go wrong. 

Let’s take a look at what needs to 
be done, and see what each group is 
in position to do about it. 


The Missing Ingredient 


The problem is really no different 
than we have always faced with do- 
mestic installations in permanent 
homes—get the complete installa- 
tions structurally and functionally 
safe, and then teach the owners to use 
them safely. The missing ingredient 
is that our industry does not make 
the trailer fuel installation in the 
mobile home—does not meet and 
talk to the owner before service be- 
gins—in many cases never sees the 
trailer or its fuel installation. And 
there is little help available from the 
public safety inspectors, under the 
present set-up. 

In the manufactured trailers, 
which are now at least 99% of the 
output, the appliances and fuel sys- 
tems are built in at the factories. 
Since the majority of our states have 
laws following closely after ‘-Pam- 
phlet 58, presumably the manufac- 
turers should have followed the 
rules. We know that in the past this 
was just a pleasant fiction. But now 
we see evidence that some of the 
leading trailer manufacturers realize 
that they must clean their own 
houses, in this as well as in other 
aspects of construction. There is now 
a “Certified Construction” program, 
sponsored by the Trailer Coach’ As- 
sociation, and participated in volun- 
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tarily by a sizeable group of respon- 
sible manufacturers. This is a volun- 
tary program. of self-policing, and 
they are aiming at a high standard. 
But not all of the important manu- 
facturers are in the program, and 
judging from the bad practices noted 
at the National Trailer Life Show 
(Los Angeles, Jan. 22-27, 1954) it is 
not yet 100% effective with the par- 
ticipating companies. If properly 
handled, this program could become 
the means of making safe installa- 
tions in new trailers the general rule. 
But it can not affect the 800,000 trail- 
ers that are already in service. Those 
are beyond the reach of the manu- 
facturers, and must be taken care of 
by someone else. 

The next possible point of control 
is the trailer park. There are thous- 
ands of these parks, and the major- 


a means of accomplishing that end. 
The inspection and upgrading of a!] 
the sub-standard installations must 
still be done by someone who knows 
the gas business. 


: Laws Are On Books 


That’s where we come in. In most 
states, the basic law that will get this 
thing under control is already on the 
books. All we need is effective means 
of enforcement. We could go to the 
departments or commissions respon- 
sible for the enforcement of the act, 
and try to get something done. We 
might possibly put on enough heat 
to get a program of official inspection 
under way. What then? Who corrects 
the things that are found to be 
wrong? Who sees that the corrections 
are made? Wouldn’t it be more prac. 
tical to have service men from our 


Unsupported fuel lines on new 45 ft. super-trailer. Main line crosses axle hous- 
ing with no protection against impact of axles. 


ity, but not all of the residential, as 
contrasted with the travel or vaca. 
tion type of trailers, are located in 
these places more or less permanent- 
ly. Unfortunately, some of the trail- 
ers offering the biggest risks are 
parked in back yards, but the high 
percentage of trailers that are in rég- 
ular use as homes are concentrated 
in the parks. Does that mean that the 
park operators would be willing or 
capable of making a competent in- 
spection of the fuel equipment in the 
trailers? They would probably like 
to have it done, but it is doubtful if 
they would want to do it, much less 
go to the trouble of learning what to 
do. We can probably consider the 
trailer park as a place where inspec- 
tion and contral .could be done—not 


own industry deputized to carry out 
an inspection and correction program 
ordered by the safety officials of the 
several states? Since this situation so 
urgently needs correction, wouldn't 
this be an appropriate project for ‘he 
legislative committee of your state 
association? 

The above suggestion has been ad- 
vanced by several interested dealers. 
Various means of making the inspec: 
tion service practical have been pro- 
posed, including the charging c! a 
flat fee of $2.00 for inspection and «er: 
tification, plus a reasonable charge 
for time and materials requirec to 
bring each installation up to the 
standards laid down in Pamphle: 58 
and any additional requirements 


(Continued on page 64) 
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Provide continuous : M ITCH E LL 


gas service for all | = Dyecc7 Freep 
heating, drying and | 


stand-by applications | 





Install MITCHELL Vaporizers on custom- 
ers’ LP gas systems and you can be sure 
of their satisfaction with continuous gas 
service uninterrupted by freeze-ups due to 
temporary overloads or sudden, heavy 
withdrawals. 





Fae ee 


AUTOMATIC SELECTIVE CONTROL 


Connected to storage tank with both liquid and vapor lines, 
the Mitchell Vaporizer is designed for Automatic Selective 
Control. This patented feature automatically allows vapor- 
izer to supply either generated gas, or storage gas... or 
both at the same time . . . in response to the demand, 


SIMPLE INSTALLATION 


Complete instruction sheets for installation are r--- pe: 

packed with every vaporizer. Model 30 is ordi- “) 
narily mounted on steel support stand; Model 70 | 

‘ So a Listed by 
is mounted on concrete block, Simplicity of de- | Underwriters 


sign is foremost with Mitchell Vaporizers. Prop- Laboratories (not illustrated) for demands up to 70 gallons 
- — per hour. 


MODEL 30 — Capacity: 30 gallons per hour. 
For small and medium size demands. Model 70: 


erly installed, they will give long years of 
constant, trouble-free gas service. 


John E. Mitchell Company 
3800 Commerce St. 


JOHN E. MITCHELL Sond for Dallas, Texas 


Gentlemen: 


COMPANY FREE Please send FREE booklet on MITCHELL Vapor- 
izers which describes their use and installation. 


TGa0 = Name 
WRiadae =| Address 
Vaporizers ' 
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Fuel system on new $6000 trailer. Cylin- 
der holder should be mounted the other 
way around, to direct pressure relief 
valves away from trailer wall, and put 
fuel tubes in protected location. 


called for by the laws or regulations 
of the state in which the work is done. 
Those who made the suggestions 
point out that having the work done 
on this basis would clean the job up 
on one visit, whereas handling it 
through the regular state inspectors 
would involve (1) preliminary in- 
spection to determine work required; 
(2) completion of the corrective 
work by a competent gas man; (3) 
re-inspection to provide the trailer 
owner with a certificate. 


There are several precedents for 
campaigns of this kind. We are all fa- 
miliar with the state highway patrol 
drives to bring brakes and headlights 
up to reasonable standards of safety, 
wherein car owners with defective 
brakes and lights are issued citations 
which are cancelled upon presenta- 
tion of a certificate showing that the 
work has been done. 


This Is Your Problem 


There is also need for safer and 
more convenient practices in supply- 
ing trailer owners with fuel. The sug- 
gestion made by Jack Kneass in his 
article beginning on page 56 of the 
November, 1953, BUTANE-PRO- 
PANE News is worthy of serious 
consideration. A cabinet at the trailer 
park, filled with exchange cylinders, 
offers many advantages over delivery 
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by bulk truck, and makes it possible 
to comply with all safety recom- 
mendations in Pamphlet 58. 


We believe this method would be 
more profitable to the L. P. gas dis- 
tributor, as well as more convenient 
for the trailer owner. There is one 
obvious problem. Each customer 
owns his own cylinder or cylinders. 
Many of them are painted to match 
the trailers, and the owners are 
proud of the appearance of their mo- 
bile homes. They might object at first 
to an exchange deal, but if the refilled 
cylinders were all kept neatly re- 
painted with aluminum, the appear- 
ance on a trailer of any color would 
be neat and attractive. Presumably 
the convenience and safety would go 
far toward overcoming any objec- 
tions to exchanging cylinders. There 
is no question but that refilling the 
cylinders at the bulk plant, and 
transporting them to and from the 
trailer courts in quantity, would be 
more economical for the LPG dis- 
tributor than either filling at the 
court from a bulk truck, or than fill- 
ing individual cylinders on a cash and 
carry basis as they are brought to the 
plant by the owners. The arrange- 
ment would also be worked out to 
provide a profit for the trailer court. 

The present accident frequency in 
house trailers is a serious problem in 
both the L. P. gas and the trailer in- 
dustries. It should be gotten under 


control as completely and quickly as 
possible. With 100,000 new trailers 
planned for the market in 1954, it can 
get worse fast unless corrective 
measures are taken at once. BU. 
TANE-PROPANE News does not 
claim to know all the answers, but we 
believe that focusing the attention of 
several thousand safety minded mem. 
bers of the industry on the problem 
will lead to the answers. We feel that 


.it is our duty to provide the informa- 


tion faeilities that are needed to work 
out satisfactory corrective measures, 
and we request particularly that 
every distributor using our Safety 
Program should discuss these var- 
ious phases of the problem in their 
company meetings, and write us any 
worthwhile suggestions that may 
come out of the discussions. We will 
present more articles on this subject 
as the information becomes avail- 
able. The situation will not cure it- 
self—it requires positive leadership 
and action, which we feel must come 
from the liquefied petroleum gas in- 
dustry. 

The problem is one that poses a 
challenge for every person in the in- 
dustry—a challenge to stamp out 
these dangerous and unsafe practices 
which not only cause a loss of life and 
property, but which continuously 
provide material for the newspaper 
headlines that give a black eye to the 
entire LPG industry. 


Cylinder exchange cabinet provides quick and convenient service for trailerites 
and small domestic consumers. It is used in some trailer parks. 
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HOW SUBURBAN GAS SERVICE 


BRINGS CITY-TYPE SERVICE 
10 17,000 customers 


Suburban Gas Service, Inc. is one of 
the largest LP-Gas companies in the 
West, with over twenty bulk plants 
extending from San Francisco to 
Yuma. American LP-Gas Meters are 
an essential part of the Company’s 
“Metergas” Service. 


The “Metergas” system gives the 
suburban and rural homeowner all the 
convenience of “city-type” gas service. 
It.is the most efficient and economical 
method of fuel distribution. 


Suburban Gas Service, Inc. states, 
“Fuel storage in tanks of sufficient 
sizé, on the customers’ premises, mini- 
mizes delivery problems and makes 
possible a better load balance through- 
out the year.” 

Ae a 

Write today for your free “Guide to 
LP-Gas Metered Service”— American 
Meter Company’s new booklet de- 
signed to help solve your LP-Gas dis- 
tribution problems. 


The “Metergas” customer simply reads the 
meter, marks the postage-paid card fur- 
nished by Suburban and mails the card 
to the Company. The gas consumed is 
invoiced monthly. Suburban thoroughly 
checks and maintains the system, assuring 
complete customer confidence. 


GENERAL SALES OFFICE: 1513 Race Street, Philadelphia 
Albany * Alhambra * Atlanta * Baltimore * Birmingham 


AMERICAN 


ESTABLISHED. 1836 


Boston * Chicago * Dallas * Denver * Erie * Houston 

Kansas City * los Angeles * Minneapolis * New York 

Omaha ® Pittsburgh * San Francisco * Seattle * Tulsa 
IN CANADA: Canadian Meter Company, Limited 


ATP 
AMERICAN 
METER 
co 


Hamilton + Edmonton - Calgary 
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Problems for Discussion at Fourteenth Safety Meeting 


This meeting assignment is in a different category than has been undertaken at 
previous meetings of this series. It outlines a problem on which we do not have satis- 
factory answers, but for which our industry needs a practical working program 
RIGHT NOW. 

While corrective measures and enforcement must be applied at the local level, 
the interstate nature of the problem requires coordination on a national scale. We 
need a national program to straighten out this mess. Development of a satisfactory 
program applicable to every state requires knowledge of the conditions existing in 
every locality, the status of regulatory legislation in every state and major local area 
in which house trailers are concentrated, an appraisal of the effectiveness of enforce- 
ment and the practical problems limiting enforcement, and finally the development 
of a satisfactory combination of legislation and a practical means of enforcement. 

Our industry has a job to do in self defense, and as pointed out in this month’s 
Safety Article, it is rapidly becoming more difficult as the number of trailers multi- 
plies. 

In working out the answers to the following questions, you will not only derive 
valuable material for your own guidance, but will also be able to contribute valuable 
data and suggestions which may be useful in working out a national program. If 
every participant in this Safety Training Program will send a memorandum of your 

* findings and recommendations to BUTANE-PROPANE News, the accumulated data 
should be too impressive to be ignored. We will then be in position to work, both 
directly and through the state and national associations, to secure the necessary cor- 
rective measures with the least possible loss of time. These are the questions that 
need to be answered: 





SEE PAGE 142 FOR ANSWERS TO LAST MONTH'S SAFETY PROBLE?AS 
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Problem 1 


Do your state, county, and municipal jurisdictions 
now have laws or legally established regulations 
patterned closely after Pamphlet 58, governing the 
installation of fuel systems, equipment, and appli- 
ances in house trailers and mobile homes? 


Problem 2 


Are such regulations enforced? If not, what reas- 
ons are given by the responsible agencies for lack 
of enforcement? 


Probiem 3 


What means can you suggest for educating the 
trailer residents in the safe handling and use of 
propane? 


Problem 4 


Can you suggest any changes in the regulations 
which you believe would secure better compliance 
and result in lessened hazard of fire and explosion 
in house trailers? 


Problem 5 


What methods of supplying propane for trailerites 
are in common use-in your community? 


Problem 6 


Can you suggest a means which you believe 
would be safer and more satisfactory, based on your 
company’s experience in the safe filling and hand- 
ling of cylinders used in permanent dwellings? 


Problem 7 


Can you suggest any changes which you believe 
would result in improved compliance with and en- 
forcement of the existing regulations? How can the 
800,000 existing trailers be brought up to standard? 


Problem 8 


Will you summarize your findings and opinions 
on these questions into a written memorandum, and 
mail a copy to Gene Masters, Research Department, 
BUTANE-PROPANE News, .198 S. Alvarado St., 
Los Angeles 57, Calif.? 
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... again without fail 


Through the months of heavy demand of four consecutive 
winters the customers of Sid Richardson Gasoline Co. regularly 
received their contract requirements of top quality LP-Gas. We deliv- 
ered every year RIGHT ON SCHEDULE, as promised in the above 
advertisement first published in October 1950. 


We invite you to become a regular customer and enjoy our unfail- 
ing deliveries and co-operation. We have no company-owned whole- 
sale or retail outlets to divert our interest away from you. Our No. 1 
responsibility is to see that our regular customers are supplied with 
top quality LP-Gas at a favorable price. | 


Sid Richardson 


| GASOLINE CO. 
| 629 FORT WORTH CLUB BUILDING ove FORT WORTH, TEXAS 
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Time For A Change 
In Selling Attitudes 


& 

. The day of sitting at the 

desk and waiting for the 
order is over. 


By M. A. Ennis 


ET us face facts and admit* that 
there are many economic condi- 
tions existing that we, as retailers, 
do not wish to see changed. One con- 
dition existing, which I am sure none 
of us want changed, is the fact that 
you are currently surrounded by 
prospects, in all directions, that (1) 
have the ability to buy your prod- 
ucts and services, (2) have the need 
for your products and services, and 
(3) have the desire for your products 
and services. 


If you do not want this condition 
to change, then you, as retailers and 
salesmen, must make some changes 





M.A. (Mel) Ennis, 
currently West 
Coast Secretary of 
the National LPGA, 
was formerly Train- 
ing Director for the 
National Commit- 


tee for LP-Gas Pro- 
motion. 
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in your methods, your policies, and 
your techniques. 

If we will but take a quick lock at 
our economy, we will at once see 
that “Nothing happens till somebody 
sells something.” In other words, if 
we wish to keep our economy at the 
current high level, the full responsi- 
bility lies with you, and others like 
you, throughout the country. You, 
the salesmen of America, must move 
the manufactured goods from the fac- 
tory into the consumer’s homes in 
a greater volume than ever before 
in the history of our country. 

It’s the old, but well-known fact, 
that unless “goods” are consumed, 
the production workers cannot be 
employed. If they are not employed 
and earning wages, they, in turn, can- 
not buy “goods.” This economic fact, 
affects all of us, regardless of the 
industry we are associated with. 


In other words, if you want to see 
to it that our economy remains at a 
high level as it is, that the factories 
remain in production, that the wage 
earners continue to receive wages, 
so that they can continue to buy 























“goods,” you then must assume an 
obligation to do your part as sales- 
men and sell goods in a greater vol- 
ume than ever before. 

Again, I repeat—“Nothing happens 
until somebody sells something.” 

If you feel that you want to take 
part in selling a continued prosperity, 
continued acceptance of L. P. gas, a 
continued high level of employment, 
and a continued economy, where you 
are surrounded by prospects with the 
desire, the need, and the ability to 
buy your products and services, then 
it is “time for a change.” It is time 
for you to make some changes. 

Perhaps, we should admit that i 
is time for all of us to do “more o' 
the things we know are necessary 
in order to make ‘sales.” 

Those of us in the gas industr. 
have been self-satisfied..In recen 
years, we were either not ready, o 
unwilling, to fight for our position ii 
the market place. . 


*Presented at the Mountain State. 
District Convention of the LPGA re- 
cently held in Troutdale-in-the-Pines 
Colorado. 
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Management Controls Library, Room 1944 
315 Fourth Avenue, New York 10 


Gentlemen: 
Please furnish me with a copy of X1306 


























Before the last war, at least 3 gas 
ranges were sold for each electric 
range. Now that ratio is only 2 to 1. 
This decline in ratio hurts. It seems 
that as we view this condition taking 
place, that either we do not have the 
will to sell, or that our policies and 
sales methods do not meet today’s 
market requirements. 

As a further evidence, or our lack 
in maintaining our sales. position, 
refer to the Census of Housing, which 
shows that in 1940, 1.8 million dwell- 
ings used an electric range. In 1950 
there were 6.3 million, or an increase 
of from 5.4% of the dwelling to 15%. 


Isn’t this proof enough that its 
time for us to make some changes? 

You perhaps will be quick to say, 
“T’ve been doing o. k. on gas range 
sales.” But, let me ask you—‘“How 
many Sales in recent years can you 
contribute to “scare buying” and 
how many have been, not, through 
your efforts, but at the expense of 
other types, such as the “Combina- 
tion,” the “Bungalow,” the “Kero- 
sene,” the “Fuel Oil,” or the “Coal 
*& Wood” range? 


Water Heater Sales Down 


Water heaters are another item that 
warrants your immediate considera- 
tion insofar as your merchandising 
program is concerned. It is easy to 
see that this market is somehow be- 
ing neglected. Before the war, gas 
water heater sales were leading elec- 
tric water heater sales by at least 
4 to 1—now gas only leads by about 
2% to 1. 

I show these examples only as 
proof of the seriousness of our sales 
position. To show proof that we need 
to make some changes in our mer- 


It’s going to take a lot more “’get up and 
go” if you want to stay ahead of your 
competitor. 
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chandising program, our advertising 
programs, our sales methods and, 
most of all, our need for hiring and 
training of new and more salesmen. 

The LPG business is not a short 
term business. It is a business that 
requires a large capital investment. 

The growth and development of 
this industry will be, now more than 
ever, in direct proportion to what is 
invested—and by investment, I mean 
not only capital, but time, advertis- 
ing, sales promotion, market re- 
search, cost accounting, long range 
planning, etc. 

Bear in mind, however, that with- 
out a trained sales force, engaged in 
a constant sales effort, our businesses 
cannot.stand up to the sales competi- 
tion of other industries. 

Each industry is competing for the 
same consumer dollar! 

It takes people to sell people! | 

Nothing Happens Until Somebody 
Sells Something! 

Let me quote to you, for a moment, 
an observation made recently in Bab- 
son’s Washington Forecast—on the 
subject of “the need for trained sales- 
men.” — 


Wanted : Salesmen 


“In many industries—notably ap- 
pliances—the sellers’ market has 
given way to a buyer’s market. 

If this condition has not yet af- 
fected your business—you’re lucky. 
But, don’t forget that it will reach 
you soon. 

Most American businessmen are 
not prepared for the change. 

Their order-takers don’t fill the bill. 
... they need salesmen. 

Many seasoned salesmen of the 
thirties have retired or gone into 
business for themselves. Certainly 
their superb talents have not been 
reouired in the past few years. 

It’s not their fault. They didn’t have 
to sell. You didn’t have to select them 
as sellers. There was no need to train 
them. #8 


Meeting the Problem 


Now, there’s no time to lose. 

Present sales staffs should be put 
under the microscope. The chaff 
should be separated from the wheat. 

Problem number one is your sales 
manager. He should be dynamic, in- 
spire confidence, and personify suc- 
cess. 

He should be your ace salesman. 

Under him, each staff man should 
be re-analyzed to determine whether 


A good salesman must have a warm, sin 
cere personality and a genuine liking for 
people. 

he answers today’s problem. 

If not, he’s wasting your time and 
you're wasting his. 

It may seem heartless to reassign 
or discharge him .. . but chances are 
that some day he'll thank you for 
your decision. 

There’s no more unhappy creature 
on earth than a non-salesman trying 
to sell. 


What to Look For 


Many a potential salesman has 
been spoiled by the sales habits of 
the past ten to fifteen years. 

It may be too late to re-educate 
some of them. 

If so, greater attention will have to 
be given to the new generation. 

In choosing salesmen, here are 
some basic qualities to look for: 

1. Sincerely warm personality ... 
genuine liking for people. 

2. Plenty of drive, energy, initi- 
ative, and ambition. — 

3. Glibness, imagination, ability to 
analyze and understand people. 

4. Highly competitive and re: 
sourceful nature. 


A Big Order 


We know it sounds like a big orde’. 

But the big reward will go to tke 
businessman who finds such men cr 
trains qualified individuals alor2 
those lines. 

Your method of paying salesm:« 1 
should also come under caref | 
scrutiny. , 

For many years, the tendency h: 
been toward straight salaries rath: 
than commissions or draws. Wi: 
order-takers, that was sensible. 

Now, incentive selling is better for 
you...and better for any man quai:- 
fied to call himself a salesman. 
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You Can Cut 


LPG Delivery 
Costs 





Authorized Truck Distributors 


With this 


Every Unit Priced Completely Equipped 
and Ready to Go... Excise Tax Paid 


“Perfect-Balance’”’ (ee Payloader 


Built Especially for PROFIT-MINDED 
LP-GAS DEALERS 


For value ... the Nor-Tex Payloader ‘‘Package Unit"’ can't 
be beat! Its low delivery price includes features not found 
in any other combination. It’s plummed, perfectly balanced 
and comes complete with Recessed Fuel Tank and Viking 
KK 190 Pump with Mechanical Seal plus 50’ Filler Hose, ICC 
Lights, Power Take-off with Spline Jack Shaft. The finish 
is Aluminum Paint over Red Oxide. Immediate delivery 
{completely equipped — ready to go — 1250 WG to 
'800 WG) on new Reo, Ford, Chevrolet, International or 
GMC units. 


Write, Wire or 
Bone for Prices 


Load the 


Nor-Tex Way 


PRODUCTS goonog 
Ss « COMPANY nce 


nd | 3 
E meth 
yy 


Balance Your 


LOWER OPERATING COST 


‘Perfect Balance” and elimination of unnecessary bulk 
means lower fuel cost, greater tire mileage, less chassis 
strain and less engine wear. Nor-Tex Truck Tank users are 
piling up impressive records in economy, profitable pay 
loads and low cost maintenance. Nor-Tex Tank safety mar- 
gins are far in excess of code requirements. 


HIGHER EARNING ABILITY 


With this Nor-Tex ‘'Package Unit'’ you can load, deliver 
and dispense LP-Gas faster than ever before. Note the 
EXTRA room...the convenient arrangement of fittings, 
valves and gauges that enable you to deliver more gas 
with less effort. Exclusive piping permits full flow transfer 
into or out of tank. 


LOWER DELIVERY PRICE 


There's no danger of wasting money on ‘too much truck” or 
sacrificing efficiency with ‘‘too little truck’’ for your needs 
here! The Nor-Tex Payloader is factory matched to the job! 
Skillful engineering has made possible this beautiful, light 
weight unit. Its lower, competitive price demands investiga- 
tion! 


enn VISIT OUR CHICAGO BOOTH 127——CONRAD HILTON HOTEL 


National Sales Agents for 


LPGA NATIONAL CONVENTION, MAY 9-10-11-12 F 


Manufacturers of Fine LPG Equipment LPrp 


NORTH TEXAS TANK CO. 


P.O. BOX 1219 
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DENTON, TEXAS 


CENTRAL 5416 
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Real salesmen want it that way. 

It’s their only chance to make sell- 
ing the business it should be . . . the 
most lucrative profession in the 
world.” 

Certainly this forecast should be 
proof enough to you, if it hasn’t al- 
ready been proven to you, by your 
present sales reports—that it’s . 
“time for a change.” 

We, of the Training Committee, 
recently released for use in the L. P. 
gas industry, a sales training course. 
This material was in preparation 
nearly a year. It is the combined 


thinking of not only industry people, 
but also that of educators, who have 
made studies of the subject, from 
both the standpoint of theory, and 
practice alike. 

Based on information found in just 
a small part of one unit of this train- 
ing course, let me review with you, 
some of the phases of this business 
of selling that can be of value to you 
and your sales organization if studied 
and applied. 

Let’s, therefore, talk a little about 
selling in general, but first, some 
fundamentals. 





Have You 


Checked on The 


NEW VIKING 


GG196 FUELING 
- UNIT? 


Available Soon! 


A complete, compact pumping unit built for all types of LP-gas 


fueling jobs. 


Tractors, buses, taxicabs, trucks and cars are quickly refueled 
with this direct connected Viking LP-gas pump. A repulsion in- 
duction, 1750 RPM motor is standard equipment. Unit delivers 
10 GPM and is built for differential pressures up to 60 PSI. 


Simple, mechanical seal, non-lubricated inner bearing, radial 
thrust bearing on pump shaft, by pass valve on head equipped 
for return line to tank, and safety relief valve on suction port are 


other outstanding features. 


See the Complete Viking LP-Gas pump line at Booth 176, 
National L.P.G.A. Convention, Conrad Hilton Hotel, 
Chicago, May 9, 10, 11, and 12, 1954. 


Send today for 


te " complete information 
and prices. Ask for 
bulletin A2300B. 


AN HONORED NAME 
IN PUMPING 





See our 
Catalog 
in the® 


Pump Company 
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A business transaction almost al- 
ways means an exchange between 
two parties, the seller and the buyer. 
No business can enjoy continued suc- 
cess without a mutual exchange-of- 
use values between these two. Many 
people have the impression that in 
order to show a profit in business 
they must receive more than they 
give. This is not true. Real profit is 
the result of converting one’s ener- 
gies into benefits. 

The customer spends time, energy 
and money in making a purchase. 
The salesman and his firm spend 
time, energy and money in making 
a sale. 

The buyer uses his money to ob- 
tain certain benefits. 

The seller puts his time and energy 
to work in order to procure money 
which he will use later to gain other 
desired benefits when he becomes a 
buyer. 

Some businesses fail—let’s look at 
a few of the reasons. 

If a product or service is of no use 
to. a customer, or if the customer’s 
medium of exchange is of no use to 
the salesman or his firm, there can 
be no mutual exchange of use values. 

An organization or individual who 
tries to receive more than he gives, 
soon finds that the ladder on which 
he would climb to steady profits is 
forever tottering because the base it 
stands on is weak and insecure. The 
result of such a business policy 
sooner or later is failure. 

On the other hand, if business pays 
so little attention to the laws of 
economics and sound credit standing 
that it gives more than it receives, 
its stability will be likewise threat- 
ened. Here, too, continuance of such 
a policy leads to failure. Business 
failures are accompanied by an eco- 
nomic loss to the community. 

A happy medium between these 
two extremes is an essential policy 
for any firm which plans to be of 
the greatest usefulness to itself and 
to its customers. Its growth and pro:- 
perity are determined by the degree 
of its usefulness to society. 

There are really only 3 types °f 
sales. These three types of business 
transactions which involve the trar;- 


fer of goods are: (1) purchasing, (°} 


order-taking and (3) selling. Unde’: 
standing the difference between the 1 
will be helpful in perceiving the r°- 
lationship between a salesman ard 
a sale. 

1. Purchasing—A purchase can |e 
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tion and custom steel fabrica- 
tion, designed and produced 


by the facilities of Master Tank 
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ments, write, wire or phone. We 








also warehouse steel plate. 
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made by one person. It takes two to 
make a sale. 

Human vending machines perform 
a similar service of exchange. They 
stand guard over goods which are on 
cpen display. They do not make sales, 
but they receive money and wrap 
the package when a purchase is 
made. They may even quote prices, 
but the purchaser does all the think- 
ing and selecting. 

2. Order Taking—Order-takers are 
a step nearer to salespeople. They 
must be able to understand instruc- 


tions and to select goods which will 
meet the requirements indicated by 
the purchaser. He does not have to 
interpret needs or evaluate the pos- 
sibilities of filling them. He merely 
selects from stock and leaves the rest 
of the thinking to the customer. 

3. Selling—A sale is the agreement 
involved in the exchange of goods or 
services for money or some other 
consideration. Salesmen interpret the 
needs of customers, select goods 
which will fill those needs as nearly 
as possible and then teach the value 











Carter 


Carter 


When you buy LP-Gas from Carter, 
you have the assurance of high quality 


and dependable service. Years of experience 
in producing and marketing LPG make 


Carter an unexcelled supplier. 


THE CARTER OIL COMPANY 
TULSA, OKLAHOMA 








of these goods to the customer, .o 
that satisfaction will result. The cvs. 
tomer agrees that the price of tie 
merchandise is equal to the benefi:s 
to be derived from it. It is the sales. 
man’s job to bring about this agree. 
ment. It is his responsibility to brit.g 
together the various factors in a sz.e 
and to make certain they have tie 


- proper relationship to one another. 


There are two types of salesme1: 
One is the high-pressure type. He 
promises anything that will get tue 
customer to sign a contract or pay 
for benefits he expects to receive. He 
does not build business. He arouses 
desire or fear to make a sale regard. 
less of customer satisiaction. 

The other is the creative salesman 
because he creates sales. He either 
creates a demand for his product or 
furnishes a product which will fill a 
demand and gets recognition of that 
fact, in the minds of his customers. 

He, too, arouses emotions to get 
action, but does so by teaching the 
values of his merchandise. He does 
not resort to tricks or pressures to 
force people to act contrary to their 
best judgment. He builds business 
profits by the customers he keeps. 


Must Understand People 


A successful salesman must under- 
stand people, be able to interpret 
their moods, ferret out their desires 
and their needs. He must be able to 
place himself on the intellectual and 
emotional plane of his prospects so 
that he can talk to them from their 
viewpoint. He must also use illustra- 
tions taken from their experiences so 
they can better understand what he 
has to say. Some salesmen use these 
methods more or less automatically, 
but most of us have to learn to do so. 

There are a few basic steps in #ny 
sale. Every experienced salesman 
knows that, first of all, he must ob- 
tain and maintain the prospect’s «on- 
fidence in himself and his produc’. 

(A) He must make a favorzble 
impression: 

After determining the type of «us- 
tomer whom ‘your products «an 
serve, and anticipating some of the 
problems which may be encount:« ‘ed . 
in getting acceptance of the prod: °ts' 
value, the salesman is ready to ap 
proach his prospect. 

A wide-awake salesman arrat ges 
to make a very favorable impres. ion 
upon his prospect. He makes cer ai? 
that his appearance and manners are 
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CHARLOTTE 


Truck Tanks for LP Gas 


Maximun Safety 


Economical Operation 
*eor| Rugged Service 


Charlotte Engineered Truck Tanks are fur- 
_nished to fit your present truck or on a new 
chassis of your choice. 


= 


All wiring is sparkproof — all excess flow 
check and hand valves are of the highest 
quality. 


or er nt 
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q NS And, in addition, twenty-nine quality con- 
: struction features assure you of maximum 
i iy full nf safety, economical operation and many 
rite to or imjorma- . 
tion and prices om our line of years of rugged service. 
Dios iF Ga ‘Sono Charlotte Engineered Truck Tanks are 


ASME. Cylinders, Duo-Tested available in 1248 to 2400 gallon water 
Anhydrous Ammonia Tanks. capacities. 


CHARLOTTE TANK CORPORATION 


Post Office Box 8037 
CHARLOTTE 8, NORTH CAROLINA 
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pleasing. He also makes sure that his 
product is well displayed, or that his 
manual is well illustrated. 

Next, he carefully checks the tone 
of his voice and his inflection so that 
they will not fail to create the desired 
effect. With these things well in mind, 
he gives special attention to what he 
says—not only to the selection of the 
ideas to be conveyed, but also to the 
choice of words to express them. 

But much more than a favorable 
contact is necessary if a sale is to 
result. The contact now established, 


must be put upon a permanent basis. 

(B) Views must be united: 

Make every effort to adapt your- 
self to the prospect’s mental and eco- 
nomic viewpoint. Thus only can you 
be certain of conveying important 
facts to the mind of the prospect. 
Avoid using words which she cannot 
readily understand, or having her 
feel that she is dealing with her in- 
ferior. Either impression limits the 
force of your presentation. 

Consider the prospect’s general at- 
titude toward your product or serv- 





See You in Chicago May 9-12! : 


Make plans today to attend the big 1954 LPGA Convention 
and Trade Show at Chicago’s Conrad Hilton Hotel. Record exhibit 


of latest LP-Gas appliances and equipment... 


open forums 


and speeches by national leaders on current industry problems 


and prospects. Plenty ef entertainment . 


variety show . . 


. . banquet and 


. special events for the ladies. 


Members and non-members cordially invited. 


Make room reservation with Hilton or hotel of your choice. 


LIQUEFIED PETROLEUM GAS ASSOCIATION 


11 S. LaSalle Street 


- Chicago 3, Illinois 
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ice. A prospect prejudiced against it 
must be handled differently from one 
who is neutral or favorably inclined 
toward it. 

Careful observation of a prospect, 
her habits of dress, condition of the 
home, and type of home furnishings 
can provide valuable information re- 
garding the prospect’s probable in- 
terests; they help you decide which 
features of your product should be 
presented in detail. 

(C) Needs and desires, must be 
ascertained: 

A salesman learns what a prospect 
really wants by (1) suggesting an 
article and then, watching her reac- 
tion to the suggestion, or (2) by ex- 
amining the equipment now being 
used in her home and inquiring into 
its serviceability and its drawbacks, 
or (3) by questioning the prospect as 
to her needs and desires. _ 

Close attention to the prospect’s 
reactions will guide the salesman 
into a presentation of the article best 
suited to satisfy; into a presentation 
of points which will interest her and 
which stimulate her desire for owner- 
ship so that the closing of the sale 
may be attempted with greater likeli- 
hood of success. 


Arouse Prospect’s Interest 


The problem of selling becomes 
one of doing a sufficiently good job 
of arousing the prospect’s interest to 
warrant spending her money for the 
salesman’s products or _ services. 
Some salesmen have made the error 
of directing a prospect’s attention to 
sales features which his product 
thereupon could not-meet. 

(D) Interest must, be developed: 

Talk about the problems which 
primarily interest your prospect, and 
then show how your product will be 
advantageous to her. She responds 
better to the language of solving he’ 
problems than that of paying out ac- 
ditional money. 

(E) Turn on enthusiasm: 

Indifference generates indifference 
But, a prospect who is exposed to : 
salesman’s enthusiasm is very apt t» 
catch the emotion, in spite of previou: 
lukewarm interest in his product. 

The only sure way for.a salesma: 
to generate enthusiasm within hir 
self is for him to know his produc! 
or service thoroughly and to full: 
appreciate the real benefits which hi 
product can give its users. No sale: 
man can hope to achieve success i” 
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4 GOOD REASONS 


WHY TOP PLUMBER- DEALERS PUSH THE NEW 


Rheem (operatic! 


Unique Design Pure Copper Tank Water Heater 
Immediate Top Seller Wherever Introduced 


COMPLETE 
PU 
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RHEEM MANUFACTURING COMPANY 


Sparrows Point 19, Maryland 4361 Firestone Boulevard, South Gate, Calif. 
7600 S. Kedzie Ave., Chicago 29, Ill. 800 Chesley Ave., Richmond, Calif. 
1025 Lock d Dr., Houston 20, Texas 3693 E. Marginal Way, Seattle, Wash. 
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RHEEM MANUFACTURING COMPANY 

Send your request to nearest sales office, ad- 
dresses of which are listed at left. 

Please send me.complete facts about Rheem Copper- 
matic profits, advertising and promotion. 





his profession without enthusiasm for 
salesmanship, for his industry, for 
his company and its policies and for 
his product and for his customers, 
both present and potential. 

(F) Teach values: 

Information about a product must 
be presented in a manner which will 
actually teach the value of its various 
features to the purchaser. These 
values must represent specific bene- 
fits which will be obtained from own- 
ing and using the article, and they 
must be described in words which 


have definite meaning to the pros- 
pect. 

The buying public often thinks that 
all water heaters function alike be- 
cause they look alike. The same in- 
ference is often made concerning 
furnaces, ranges, refrigerators and 
other equipment. Salesmen must re- 
member that if prospects did not need 
to be taught the value of different 
features and the benefits to be de- 
rived from their use; if they already 
know enough about them to decide 
which they should have, there would 





“IN THE WEST 
IT’S BUEHLER” 


For the best TANKS 
For the best PRICE 


For the best SERVICE 


Quality and price, the two 
most important factors in the 
purchase of an LP-Gas plant, 
are yours at Buehlers. Large 
production schedules in our 
shop mean lower costs — lower 
prices. Close proximity to our 
customers means lower deliv- 
ered cost. Remember “IN THE 
WEST IT’S BUEHLER.” 


THE NAME TO 
LOOK FOR ON AN 
LP-GAS PLANT 


TANK & WELDING WORKS 


5000 PACIFIC BLVD., LOS ANGELES 58, CALIFORNIA 





be no need for salesmen. Order-tak- 
ers could fill the job. 

(G) Get decisions: * 

Because people have so much trou- 
ble making up their minds, a sales- 
man must have ways of bringing 
about definite conclusions. Suggest- 
ing the right answer and then asking 
“Don’t you think so?” tends to crys- 
tallize the thinking. Ask “which” in- 
stead of “if” or “what.” This also indi- 
cates the progress you have made in 
the sale. Demanding a decision on 
each point carries the danger that the 
wrong decision may be made, while 
the “test for close” method gives the 
prospect a chance to say, or think 
“yes” without bringing out an un- 
favorable decision. 

Be sure to stop your sales talk 


. whenever a prospect has reached a 


decision. Instead of the risk of talk- 
ing yourself out of a sale, lead into 
closing questions such as: When de- 
livery is to take place, when a pay- 
ment is to be made, when a survey 
can be made, or when a demonstra- 
tion would be convenient. Thus, you 
lead a prospect right up to the major 
decision. 

(H) Insure satisfaction: . 

The sale is completed when the 


“prospect takes possession, but the 


work of the sales organization is not 
yet finished. If the customer is ex- 
pected to make another purchase, full 
measure of satisfaction must result 
from the present purchase. A sucgess- 
ful business is built upon the cus- 
tomers it keeps, not just from the 
customers it gets. 

A firm should secure its sales and 
rerider its services so’as to insure 
the satisfaction of its customers. To 
deliver all that has beer promised is 
not enough. The customer expects 
that extra something. Farsighted 
salesmen check back after a sale has 
been made to be certain the customer 
knows just what her purchase will 
do, and that she is satisfied. 

Insure satisfaction by making cer- 


, tain the customer understands the 


detailed use of her new equipment 
so that she may receive all possible 
benefits from it. Too many people 
own articles they do not know how 
to use most effectively. In their own 
interest for future sales, salesmen 
should make sure that their custom- 
ers receive full value from their 
products. As standard practice, this 
is also the best means of securing new 
sales prospects. 

(I) In the final analysis, efficient 


BUTANE-PROPANE News 





pro 


pin 
fuc 


L. P. gas appliance salesmen, trained 
in the art of selling, steeped in knowl- 
e ge of their merchandise and en- 
thused with the service they can 
render the public are the most potent 
factor in getting people to buy LPG 
ay pliances. 


Brief Coverage of Course 


‘ have covered only briefly a few 
pages of the kind of material con- 
tained in Unit No. 1 of our LP-Gas 
Sales Training Course, and it is this 
kind of subject matter that needs to 
be put into the hands of retail sales- 
men—new or old. 


This Unit No. 1 contains more than , 


80 pages—jammed full of sound, 
basic, sales knowledge that we should 
all study—and apply. 

In this unit we also deal with such 
topics as “Custoiner Handicaps and 
How to Overcome Them,” “Handling 
Prospects in The Store,” “Bringing In 
Prospects,” “Getting Prospects Out- 
side the Store,” “Development and 
use of a Prospect File,” “Prepar- 
ing for Effective Demonstrations,” 
“Analysis of Prospects,” etc. 

There isn’t a salesman alive today 
that can’t learn and profit by the 
study and application of this basic 
material contained in this No. 1 unit 
—“The Art of Successful Selling.” 


The greatest benefit, of course, can 
be derived, when you, as manager, 
organize regular Sales Training Meet- 
ings using this material as a basis. 

Teach—Test— Reteach— Study — 
Test—Restudy. 

But this is not the whole story. I 
spoke only of one unit— there are 
eight in all. There is an- “LP-Gas 
Handbook,” with 36 pages of down- 
to-earth, easy-to-read and understand, 
material on the product. It covers 
production, background and growth 
of ‘he industry, information on ship- 
ping, handling and applications of the 
fuc!. It also contains information on 
vapor pressures, weighing and meas- 
uring, gravity, heat transfer, combus- 
tio:, venting, gas pressures, causes 
of ‘:complete combustion, etc. 

‘ll employes — be they selling or 
selling employes — should have 
is information on your industry. 

Unit No. 3 deals with the L. P. gas 

‘e. Thirty pages filled with a 
-slth of product information and 
s to interpret them into terms of 
omer benefits, plus simplified 
riparisons with the “Hot Wire” 
es, 
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Unit No. 4—the L. P. gas water 
heater. Here are 30 pages loaded with 
just the kind of information you need 
and can use. It covers the whole field 
from an analysis of the market, to 
sizing, water temperatures, load 
building factors and facts on competi- 
tive equipment. 

Unit No. 5—the gas refrigerator. 
Thirty pages of information on how 
to sell the advantages of the silent 
gas refrigerator. 

Unit No. 6—Selling LPG home 
heating equipment, Here is a unit of 
40 pages, so basic and so full of use- 
ful information, that no salesman, 
should be permitted to call on a heat- 
ing prospect, until he is completely 
familiar with every work contained 
in it. ” 

Unit No. 7—The L. P. gas clothes 
dryer. This unit will open your eyes 
and make you wonder why you 
haven’t been putting more time on 
the sale of gas dryers.: 

Unit No. 8—The L.‘P. gas incinera- 
tor. Here is a booklet on one of the 
most important and new items that 
you can put on your gas line. When 
you study it, I know you will have 
gained many new ideas about the in- 
cineration market. 

We supply with each of the eight 
units question and answer sheets for 
your use in checking yourself or your 
employes. There is also included, a 
“Leaders Guide,” suggesting how you 
can get the most out of this material. 

All this for $25.00 per set you say! 


_ It should be—Yes, but it isn’t. 


You have many times said—“Give 
us this kind of material, for there 
isn’t such a thing for our industry.” 


_Now it’s here— for you— your em- 


ployees and your industry. The price 
—$4.50 prepaid to you. $3.60 to mem- 
bers contributing to our promotional 
program. 


Challenge to Sales Force 


I challenge the salesman who says 
he can’t learn anything of value from 
this course! 

I challenge the manager who says 
he cannot afford to increase the 
knowledge and effectiveness of his 
sales organization. 

Therefore, do not hesitate to order 
and use this valuable training ma- 
terial, for let me remind you that “On 
the plains of hesitation, bleach the 
bones of countless millions—who, at 
the dawn of victory —sat down to 
wait — and while waiting — died.” 


STEUBENVILLE, 





Cabinet Model No. 5000 


AMAZINGLY NEW 
AND DIFFERENT! 


MODEL NO. 5000 has Fiberglas-insulated 
cabinet to safeguard baby hands, cen- 
tralize heat for fan-delivery. Fully auto- 
matic . . safety pilot, thermostatic 
room-temperature and fan control. Filter, 
humidifier, draft diverter and summer- 
switch built in. 100% welded radiator 
prevents odor, sweating. Efficiency burner 
gives balanced flame, is non-clog. Cast 
iron combustion head insures long life. 
Giant fan prevides even, gentle, pene- 
trating heat flow, minus torrid gusts to 
living zone or cold blasts during warmup. 
Is quiet, vibrationless. Plumb-Ease chassis 
drastically cuts installation time. Rated, 
50,000 btu. Beige and Ivory baked finish, 
gold-bronze trim. A.G.A. approved for 
all gases, high altitudes. 


a 
For Franchise details, 


Literature and. Prices, 
Write Today. 


THE OHIO FOUNDRY 
& MANUFACTURING CO. 


“Quality Heating Since 1846” 


OHIO 


TIME SAVING 


‘pLuMB-EASE 


the CHASSIS 
Then replece CABINET 










PART 4 


By CARL E. SMITH 
Manager of Service Division 
Minneapolis-Honeywell 
Regulator Co. 
Minneapolis, Minnesota 


© Gas Valves 


The function of the gas valve is to 
control the flow of gas to the burner. 
They are used on gas-fired furnaces, 
boilers, floor furnaces, space heaters. 
central heating units and conversion 
burners. Most of them are two posi- 
tion, with the valve being either wide 
open or fully closed. There are three 
general types of valves—the solen- 
oid, diaphragm and metorized. 


© Solenoid Valves 


When the thermostat calls for heat 
by closing its contacts, the valve is 
electrically energized. (See Fig. 1.) 
The coil forms an electromagnet 
which lifts the plunger. When the 
thermostat is satisfied, the coil in the 
valve is deenergized and the plunger 
drops, positively closing the valve. 


@ Diaphragm Gas Valve 


Diaphragm gas valves are particu- 
larly applicable where quiet oper- 
ation is desired. (See Fig. 2, on next 


page.) The power for opening and‘ 


closing them is supplied by the pres- 
sure of the gas. When the thermostat 
calls for heat, it operates a diaphragm 
controller that is built into the dia- 
phragm gas valve. This controller 
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Servicing Control Equipment 






















Fig. 1—Honeywell Solenoid Valve, 
Models V435 and V835. 


bleeds gas off the top of the dia- 
phragm when the thermostat calls 
for heat so that the gas pressure then 
lifts the diaphragm off the seat and 


permits the flow of gas to the burner. ~ 


When the thermostat is satisfied, the 
controller operates to supply gas 
pressure to the top of the diaphragm 
and close off the valve. 


© Motorized Gas Valves 


When the thermostat calls for heat, 
the motor operatés to open the valve 
against the action of a return spring. 
(See Fig. 3, opposite page.) When 
the thermostat is satisfied, the return 
spring assures positive shut-off and 
current failure protection. 


@ Installation 


Regardless of the type of valve 
used, when you install the burner or 
a separate valve, you must be sure 
that it is a valve recommended for 
LPG by the manufacturer. This 
means that it will have the proper 
pressure rating of % lb. per square 
inch and that leakage tests have been 








made to assure safe operation. It also 
means that proper materials have 
been used in its construction so that 
butane or propane, which are both 
excellent solvents, will not dissolve 
any of the materials used in the con- 
struction of the valve. For example, 
in the diaphragm and motorized 
valves, special materials must be 
used in all diaphragms and gaskets 
to withstand the solvent action of the 
butane or propane. 


Another point to watch in the ap- 
plication of valves with L. P. gases 
is to be sure that the valve has sufii- 
cient flow capacity to supply the 
proper volume of gas at the proper 
pressure. An undersized valve may 
cause pilot failures or deposits of soot 
and carbon in automatic appliances. 
The valve must be large enough to 
supply the maximum demand of the 
burner without an undue pressure 
drop at the valve. The valve size for 
a particular burner will depend »n 
the maximum demand of the burner, 
the specific gravity of the gas and 
the total pressure drep allowable in 
the system. The maximum burrer 
demand is usually given by the m«.- 
ufacturer in Btu per hour. Cap c- 
ities for valves are usually given in 


cubic feet per hour at 0.5 in. water 


column drop for both propane a1d 
butane. To determine the maximum 
burner requirement in cubic feet }2r 
hour, divide the maximum Btu input 
per hour by the Btu content per cu!ic 
foot of the gas supply. 
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The WINTERLINE | 
Counterflow WINTER AIR CONDITIONER 


@ Available in 3 sizes—76,000, 90,000 and 100,000 Btu output per hour 
at bonnet. Approved for zero clearance. Has quiet, new design single 
port upshot burner. Heavy gauge heating element with single pass radia- 
tor. Large, readily accessible cleanout. Manual reset auxiliary limit con- 
trol. Built-in, replaceable type filters. Easily removed. Factory assembled 
furnace unit. Burner readily installed on the job. Converts from one fuel 
to another—gas units easily converted to oil with no loss in capacity. 
AGA approved for natural, manufactured, mixed, LP, and LP-air gas. 
FULL Capacity quiet balanced blower. Occupies minimum floor space— 
small size requires only 2334 x 2334 inches; the other sizes, only 263 x 
2614 inches of floor area. Completely accessible from front. 


Fasy to Shh 
New SUNBEAM Units 


FOR SMALL HOMES 


The WINTERGLO 
Utility Type WINTER AIR CONDITIONER 


Available in 3 sizes—76,000, 90,000 and 100,000 Btu output per hour at 
bonnet. Approved for zero clearance and installation on combustible 
flooring. Has quiet, single port upshot burner of new design. Heavy gauge 
heating element with single pass radiator. Large, readily accessible clean- 
out. Factory assembled furnace unit. Burner readily attached at time of 
installation. Converts from one fuel to another—gas units easily con- 
verted to oil with no loss in capacity. Full capacity, quiet, balanced 
blower. AGA approved for natural, manufactured, mixed, LP, or LP-air 
gas. Occupies minimum floor space—small size requires only 2334 x 
23 34 inches; the other sizes, only 2634 x 26 4 inches. Built-in bottom filter 
inlet is standard. Side filter frames are available. 

FOR DETAILED INFORMATION on these and other American-Standard SUNBEAM warm 
air heating and summer air conditioning products, contact your Sunbeam distributor. 


Sunbeam Air Conditioner Division, American Radiator & Standard Sanitary Corpora- 
tion, Bessemer Building, Pittsburgh 22, Pa. , 


American- Standard 
SUNBEAM AIR CONDITIONER DIVISION 


ELYRIA - OHIO 
Executive Offices: Bessemer Building, Pittsburgh 22, Pa. 


Se ving home and industry: AMERICAM-STANDARD © AMERICAN BLOWER - CHURCH SEATS & WALL TILE ° DETROIT CONTROLS - KEWANEE BOILERS - ROSS EXCHANGERS - SUNBEAM AIR CONDITIONERS 
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SEE THE NEW SOUTH BEND 
4000 Series CAFE RANGES 


discover the 
EXTRA PROFITS“* 


in commercial cooking 


Day in and day out, an inferior and inefficient 
range can secretly and needlessly burn up 
hundreds of dollars of your cooking profit. Now, 
with the very first menu you prepare on a new 
4000 Series South Bend Cafe Range, you’ll dis- 
cover why South Bend users consistently enjoy 
the greatest profits in the trade. 


* greater fuel economy South Bend’s one- 
piece, porcelain-lined, super-insulated oven is built 
on the thermos principle to concentrate the heat 
on the cooking. Preserves the juices, reduces heat 
radiation and meat shrinkage, results in tastier 
cooking! Full 2” insulation throughout. 


* inereased capacity and volume The largest 

i sgnn geaisnidl ahd cafe range oven on the market — with no increase 

8 other great cafe models to choose from. in outside range dimensions! Gets more food in 
and out faster—speeds up your turnover. 


+ low upkeep, improved service New one-piece range 
body, free of dirt-catching crevices. South Bend’s Luminar 
Gray, Stainless and Black Japan finishes are highly resistant 
to food stains and heat discoloration, are easy to keep clean. 
Rugged, welded chassis withstands years of severe use. 


» ET es dasdiinn MALLEABLE STEEL RANGE MFG. CORP. 
Broilers Ovens South Berid 21, Indiana 


SEND FOR FREE GAS EQUIPMENT CATALOG! 
A complete description of the full South Bend Gas 
Cooking Equipment line, with specifications and’ prices. 
Lt c Send coupon today for your free copy. 

riddles 
Heavy Duty Ranges Special Ranges ’ 
































Malleable Steel Range Mfg. e 


Corp. : 
264 Cherry Street, South Bend 21, Ind. 
Please send free. copy of new South Bend Gas Equipment Catalog. , J r 
Name. F 


Address. 


City State COMMERCIAL COOKING. EQUIPMENT 


O ltamanowner OC ! am a dealer 
SOCSHSSHOHSSSHSHOSHOHSOHHSEHSSESESESESESEOESE 
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To compensate for pressure drop 
in the rest of the system, it may be 
necessary to use a valve that is rated 
at more than the maximum demand 
of the burner, and therefore, supplies 
the maximum gas requirement at less 
than 0.5 in. water column drop. 

‘The piping must supply enough 
zas to meet the maximum demand of 
the appliance or appliances without 
undue loss of pressure in the system. 
The size of the gas pipe depends on 
the allowable pressure drop in the 
system, the maximum gas to be sup- 
olied by the system, the length of 
oipe and number of fittings, plus the 
specifiic gravity of the gas. While the 
system with too high a pressure drop 
may appear to operate satisfactorily 
at the time of installation, under full 
load conditions or cold weather, pres- 
sure at the appliance manifold may 
become too low to sustain a pilot 
light or minimum flame. Low pres- 
sure of the appliance may also cause 
incomplete combustion which pro- 
duces dangerous gases and causes 
soot and carbon to form in the ap- 
pliances. 


Manual Opening Device 


Some gas valves are available with 
a manual opening device so that the 
home owner may turn the burner on 
and obtain heat in case there is a 
power failure. It is recommended 
that a valve with a manual opening 
device should not be installed on a 
forced warm air furnace. The reason 
for this is, of course, that if there is 
no power to operate the valve, there 
would be no power to operate the fan 


a 
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and this could therefore lead to a 
seriously overheated furnace if the 
home owner attempted to get heat 
during a power failure. 


Installation of Valves 


The valve must be installed so that 
the gas flow passes through iit in the 
right direction. Valves should be in- 
stalled on horizontal pipe with the 
power unit in the upright position. 
New pipe, properly reamed and free 
of chips should be used. It is import- 
ant that you examine the pipe care- 
fully and if you find any chips, clean 
them off so that they cannot possibly 
get into the valve and find their way 
to the valve seat where they would 
cause leakage. 

To avoid the possibility of dope 
getting onto the seat of the valve, the 
pipe dope should be put on all but 
the first two threads of the pipe as 
shown below. 

If in filling the tanks, moisture is 
allowed to get into the tanks, it is 
recommended that a double pressure 
reducing valve be used. Installing a 
drip ahead of the valve will not re- 
move the moisture. 

In the installation of a gas valve on 
a burner, there are certain bad prac- 
tices to be avoided. Fig. 4 shows sev- 
eral examples of the right and wrong 
way to handle the valves. The wrong 
ways illustrate very clearly that the 
valve body could be twisted or dam- 
aged in such a way that the seat 
could be squeezed out of round and 
thus permit serious leakage of gas 
when the valve is in the closed posi- 
tion. If you will study these careful- 


MANUAL OPENER WHEEL 
RECYCLING CONTACTS 
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Fig. 2—Honeywell V88 Diaphragm Valve. 
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Fig. 3—V855 Motorized Valve. 


ly, it will be obvious to you what 
practices should be avoided. 
e Wiring 

The wiring must comply with all 
local electrical ordinances. 

Most valves operate on low voltage 
when used for house heating and the 
valves are designed to operate prop- 
erly with certain specified transform. 
ers. For this reason you must be sure 
to use only the proper transforme1 
for the voltage and frequency and for 
the particular type of valve involved. 
The manufacturer’s instruction sheet 
enclosed with the valve will indicate 
the correct transformer. 

The high limit control is usually 
connected in the thermostabt. circuit. 
On series 10 (3-wire low-voltage) 
valves, the high limit control switch 
should break the white wire. 

A constant source of power to the 
transformer should be used. Occa- 
sionally a job is found where the 
power to the transformer is inter- 
rupted by a light switch. This causes 
unnecessary and time-consuming 
service calls. 

It is good practice not to run the 
control wiring too close to the door 
of the furnace or boiler and not to 
fasten it to steam or hot water pipes. 
It is also important to avoid kinking 
or grounding the wire by carelessly 
driving staples into it. 

After the wiring has been com- 
pleted, the installation should be 
checked out thoroughly to make cer- 
tain that the thermostat and limit 
control will each operate the gas 
valve and that the automatic pilot 
shuts off the main burner if the pilot 
goes out. 

In general there are no special in- 
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TOP 


BRONZE “L.P.G."" HORIZONTAL LIFT 
CHECK VALVE (Fig. 8/58). For 400 
pounds W.O.G. Screwed ends, 
screwed-on cap. Renewable special 
composition disc. Available in sizes 
from %4” to 3”, inclusive. 


CENTER 


BRONZE “‘L.P.G."" GLOBE VALVE (Fig. 
8150). For 400 pounds W.O.G. 
Screwed ends. Union bonnet. Re- 
newable Special Composition Disc. 
Sizes 4%” to 3”, inclusive. 


BOTTOM 


BRONZE “‘L.P.G." GATE VALVE (Fig 
8375). For 400 pounds W.O.G. In- 
side screw rising stem. Sizes 4” to 
%", taper solid wedge; 1” to 3”, 
taper double wedge. 


THE WM.POWELL COMPANY 





There’s never any doubt about what tack to 
take in choosing the winning line of valves. 
It’s Powell! For Powell Valves are manufac- 
tured up to The William Powell Company 
standards of quality—standards that have kept 
rising for more than a century. 


What’s more, Powell has a complete line— 
probably manufacturing more types of valves 
than any other organization in the world. 


Powell Valves are available through dis- 
tributors in principal cities. If a distributor is 
not ‘located near you, just write us. We'll be 
pleased to tell you about our complete line 
and answer your questions. Answering ques- 
tions is a specialty at Powell where solving 
valve problems has built the world’s most 


_ valuable background of sound solutions. 


CONTROLS FOR THE LIFE LINES OF INDUSTRY 


.... 108th YEAR 


CINCINNATI 22, OHIC 
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> EXCESS DOPE MAY 


Mas 
| [Pd 3) Lock DISC OFF 
ANNU. 


TOO MANY THREADS 


WRONG] 
PIPE TOO 
RUINS VALVE : 


OF ROUND 





PARALLEL JAW WRENCH 
ONLY APPLIED TO HEX. 


PIPE WRENCH USED ONLY: 
PE -NEVER ON HEX. 


Fig. 4—Recommended procedure for assembling gas valve to pipe. . 


structions to give the home owner 
concerning the gas valve unless it 
has the manual opening feature. In 
this case, the home owner should be 
instructed carefully on its use. Some 
types of the manual opening device 


are entirely. manual. That is, the: 


valve must be opened by hand and 
roust be closed by hand. Other types 
will recycle automatically. The valve 
must be opened manually, but it will 
recycle to the automatic position 
when power is restored. On this type 
of valve, the limit control must be 
installed exactly according to the 
wiring diagram provided with the 
valve. Otherwise, it would prevent 
.utomatic recycling of the valve. 


* Solenoid Valves 


The installation of solenoid valves 
follows the same suggestions given 
.bove for all types of valves. They 
are reliable valves and the service 
problems on them are usually a re- 
sult of some condition developing on 
the job. 
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If a solenoid valve begins to hum, 
it is likely that a small particle of 
pipe scale or some other foreign sub- 
stance has gotten between the top of 
the plunger and the stop against 
which the plunger rests when the 
valve is in the open position. This 
can be corrected by cleaning it. In. 
structions are given below under the 
subject of sticking valves, for clean- 
ing them properly. Sometimes a 
noisy valve will be a result of a low 
voltage condition and is only tem- 
porary. 

While the solenoid valve is not 
likely to stick open, it may happen 
if either one of two conditions occur. 
The first is if the power unit becomes 
bent. This may be done accidentally 
during installation or carelessly by 
using the power unit as a lever in 
convecting the valve onto the pip- 
ing or connecting conduit. Hf a valve 
sticks open on the job and the power 
unit is visibly bent, it should be re- 
placed immediately. Another possible 
cause of a solenoid valve sticking 


open is a gummy deposit as a result 
of foreign matter in the gas line. The 
weight of the plunger, plus spring 
action, as used in most solenoid 
valves, is normally sufficient to close 
it positively. However, if sticky de- 
posits are formed as a result of some- 
thing being carried along by the gas, 
the deposits may occur where the 
plunger and its stop meet when the 
valve is open. If the adhesive force 
of the deposit is great enough, the 
valve will then stick open. If this 
should occur, the valve should be 
cleaned according to the following 
instructions (see Fig. 5): 


@ Leakage at Seat 


Obviously, any leakage at the seat 
of a solenoid valve is serious. Such 
a condition should either be cor- 
rected or the valve be replaced. The 
responsible control manufacturer 
takes every precaution to insure per- 
fect functioning of the valve on the 
job. At Honeywell, for example, 
every valve approved for L. P. gas 
service is individually tested and in- 
spected. Your chances of encounter- 
ing a faulty valve from a reliable 
manufacturer are exceedingly re- 
mote. However; certain service prob- 
lems can develop unless special care 
is given during installation of the 
valve. For instance, if chips from the 
threads on the piping or pipe scale 
or any other foreign material lodges 
on the seat, the valve will leak. The 
valve seat and the disc should be 
cleaned thoroughly if this is found 
to be the cause of leakage. The seat 
and the disc should also be examined 
to make sure that they have not been 
damaged. 


© Diaphragm Valves 


All of the preceding instructions 
pertaining to the installation of gas 
valves in general apply to the dia- 
phragm gas valves. In addition, you 
must be sure to run a bleed line from 
the diaphragm valve into the com- 
bustion chamber where the bleed gas 
will be ignited. Care should also be 
taken not to bend or kink the bleed 
line so that the bleed gas cannot 
escape. Otherwise the valve would 
either fail to open or would open 
very slowly. 

If a diaphragm gas valve develops 
a hum, it is usually the result of a 
very small particle or foreign sub- 
stance between the armature on the 
relay and the core of the electrical 
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magnet. This can be corrected by 
running a flat tool such as a wide 
hack-saw blade between the core and 
the armature, pressing on the arma- 
ture lightly. 

A diaphragm gas valve is not like- 
ly to stick in the open position. If 
you encounter one that does, check 
first to make sure that the armature 
on the relay that operates the dia- 
phragm control mechanism moves 
freely. One of the parts may possibly 
have been bent so that its action is 
impaired. In this case, the valve 
should be replaced. If you find that 
the armature has a tendency to stick 
to the core, you may find a gummy 
residue on the surface. This can be 
removed by wiping both the core and 
the under side of the armature with 
naptha. 

Leakage in a diaphragm gas valve 
would be caused by the same things 
as leakage for.a solenoid gas valve. 
First, look for chips or other foreign 
substance on the seat in the valve 
body and the seating ring in the dia- 
phragm. At the same time, remem- 
ber to examine the seat carefully to 
make sure:that it has not become cut 
or damaged. 


® Motorized Gas Valves 


The same general installation and 
service instructions apply to motor- 
ized valves as they do to other types 
of gas valves. While it is not likely 
that you will encounter a job where 
the gas valve is used for final shut- 
off service, you should know that the 
motorized gas valve is not recom. 
mended for this type of service. On 
industrial applications, for example, 
a gas valve may be required to re- 
main energized in the open position 
for days at a time. The heat devel- 
oped in the motorized type of valve 
would tend to evaporate the oil in the 
motor bearings. For this reason, a 
motorized valve is not recommended 
for final shut-off service. A dia- 
phragm valve should be used for 
such applications. 

About the only possibility of a mo- 
torized valve sticking open is when 
the valve is damaged in some way so 
that the valve stem is bent, or if the 
valve has not been oiled properly. 
The motor bearings should be oiled 
at least twice each heating season, 
and oftener if the valve is mounted 
in a warm location. Instructions for 
oiling them are found on the manu- 
facturer’s instruction sheet and the 
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type of oil specified by the manufac- 
turer must be used. Exhaustive tests 
have been. made on many different 
types of oils and it has been. found 
that some tend to evaporate, thus 
leaving dry bearings. Other lubri- 
cants will oxidize, leaving a sticky 
substance which will make the valve 
operate sluggishly and eventually 
stick in the open position. 


Check for Sluggishness 


A check for sluggishness is to open 
the valve and then de-energize it. 
Then observe the amount of coast. 
back of the gear train. On the Honey- 
well V855 Motorized Gas Valve, for 
example, the large gear should coast 
about one-half of a full turn after it 
disengages the hook of the lifting 
mechanism. 

Leakage of a motorized valve could 
be due to the same general causes as 
for other types of gas valves. Look 
first for chips on the seat and the 
valve disc. Motorized valves use a 
soft valve disc and you should there- 
fore examine it carefully to make 
sure that it has not been cut. If it 
has been cut, replace the disc. If the 
valve body has been nicked, the body 
should be replaced in the line. An- 
other possible cause of leakage would 
be if the seat were seriously distorted 
through mishandling of the valve as 
shown in the charts covering the 
right and wrong ways of assembling 
valves in the gas line. 


If any type of gas valve develops 


COIL ASSEMBLY 
FROM_ BELOW 


a body leak at a gasket, so that gas 
leaks to the outside of the valve, it 
should be repaired or replaced imme- 
diately. Examine the old gasket and 
if it appears to be damaged, replace 
it. Be sure that all the screws hold. 
ing the gasket in position are tight. 

It is always good preventive main- 
tenance to check the pilot flame to 
make sure that it is in good condi- 
tion, check the operation of the gas 
valve to make sure that it closes 
properly and that there is no leak- 
age. These are routine precautions to 
be made whenever you make a serv- 
ice call. 


e Summary 


Now let’s go back to some of the 
common service calls (mentioned in 
the first of this series of articles) and 
consider how the gas valve is in- 
volved. = 

No Heat. The only connection tnat 
the gas valve itself could have would 
be its failure to open. Check first to 
make sure that there is power avail- 
able at the terminals on the valve. 


-If there is power and the valve still 


will not open, it would be advisable 
to replace it. 

Burner Won’t Shut Off. This either 
means that’ there is a short circuit 
in the wiring so that the valve is still 
electrically energized or that the 
valve has been de-energized but is 
stuck open for some reason. The pos- 
sible reasons and corrections for 
these were given above for each 
type of valve. 


PLUNGER STOP_ 


PLUNGER TUBE 
(INSERT FELT OR 
CLEANING TOOL )* 


WIDE OPENING 
PLUNGER SIDES 
COLLAR 


UPPER END OF 
VALVE STEM 


* CLEANING TOOL 
$K51848 
AVAILABLE ON 
ORDER 


Fig. 5—Portions of typical solenoid valve which should be cleaned with naptha gasoline. 
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By JAMES MacKRELL 
Mandeville, La. 


EFORE we take a look at the ob- 
stacles to be overcome in order 
to reach the bright new horizons of 
a better day for our industry, let’s 
take a backward glance down the 
path we have come in the 20-odd 
years of our history as a national in- 
dustry. 

Probably you have never paid 
yourself a compliment that you rich- 
ly deserve as an LPG salesman. Have 
you ever pictured yourself as an edu- 
cator? In your daily battle for sales 
maybe you have never once thought 
of yourself as an educator in the 
gigantic movement that has changed 
the way of life in rural America. 

Nevertheless, it’s true, because in 
the past 20-odd years the entire 
American standard of living in rural 
areas has risen in proportion to the 
efforts put forth by LPG salesmen in 
placing tanks and gas ranges in rural 
homes which for generations knew 
only wood or kerosene as a fuel. 
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There will never be a time in our 
life when there won’t be some family 
who needs a tank, range and heaters. 
Do you honestly doubt that? Well, 
listen to this: 

One day last year, in New Orleans 
where there are 11 radio stations, I 
proved this point. Using one of the 
smaller stations on an early morning 
program, every day for only five 
days, and offering no other induce- 
ment than a promise to do “some- 
thing nice” for every family who still 
used either wood or kerosene as a 
fuel for cooking and heating, I re- 
ceived in response more than 5000 
cards and letters bearing the names 
and addresses of good bona-fide pros- 
pects. 

Did we “do something nice” for 
them? We surely did: we made it 
possible for many of them to start 
toward modern living with a tank, 
gas and a gas range. 

Now don’t miss the big point here! 
We suddenly had discovered a bright 
new horizon of prospects which had 
somehow been overlooked. For over 
17 years we had been selling in that 
territory and so had our competitors 


_ —yet, all of us had somehow missed 


more than 5000 potential new cus- 
tomers. 





James MacKrell (left) explains the ad- 
vantages of an LPG conversion to George 
Shannon, farm editor, of station WWL, 
New Orleans. 














r Obstacles... 


And again let me emphasize that 
people in the 5000-odd homes who 
were listening to me at that particu- 
lar hour cannot begin to be all of the 
overlooked prospects. Ten other sta- 
tions had listeners who still use wood 
or kerosene, and thousands of other 
people who were prospects for L. P. 
gas were not listening to any station 
at all. 

So, while it’s true, in rural areas 
that our entire American standard of 
living has risen directly in proportion 
to the efforts the LPG salesman has 
put forth, it is equally true there are 
profitable new horizons to reach if 
we can overcome some of the ob- 
stacles that stand in our way. 


The Stumbling Blocks 


Eight out of 10 prospects: you see 
will permit you to follow, step by 
step, the six steps of “Analytical Sell- 
ing” outlined in the first article of 
this series (see page 39, Decemoer 
issue, BUTANE-PROPANE News). 
But there are two out of 10, or 20%, 
who for various reasons are sti:m- 
bling blocks in our path to ‘he 
“brighter horizon.” We can effective 
ly group them under these six he .d- 
ings: i 

1. The Skeptic Prospect. 

2. The Silent Prospect. 

3. The Hesitant Prospect. 

4. The Price Buyer. 

5. The Gabby Prospect. 

6. The “Know-It-All.” 

Before success can be yours )0U 
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Don't miss the Big Buyers! 


In the Liquefied Petroleum Gas Industry the big buyers Complete coverage of the known bulk plants is given 
are the bulk plant operators. These operators consist only by BUTANE-PROPANE News. There are 4,940 
mainly of: Distributor-Dealer and Piped Town bulk plants (June 
*53 count)—and B-P News serves every one of them, 
Distributor-Dealers with bulk storage... whole- with a total of 7,372 subscriptions. The second paper 
salers and retailers who are quantity buyers of in the field shows only 4,618 such subscriptions .. . 
everything needed in the installation and use of L.P. fewer than the actual number of plants. 
gas. They sell and install domestic appliances, and 
they virtually preempt the field in the sale of com- Don’t MISS the big buyers...SELL them through 
mercial, agricultural, and industrial appliances and the pioneer and preferred* publication of the LPG 
equipment. industry—BUTANE-PROPANE News. 





Piped Town Systems (Utilities)... heavy buyers *In eight reader surveys; made independently by 
of equipment, and of the domestic, commercial, eight different advertisers in the past 4 years, B-P 
and industrial appliances for which there is a market News has been voted first choice by a composite 
in the areas they serve. margin of 3.32 to 1. 


: 


You Reach the Big Buyers 
through Butane-Propane News 


Publishers’ Statements of the LPG 
publications for the 6 months ending 
June 1953 show that BUTANE-PRO- 
PANE News leads in circulation with 


55% more to Distributor-Dealer 
Bulk Plants 


220% more to Piped Town Sys- 
tems with Bulk Plants 


~ sors 9p BUTANEPROPANE /@os 


46% more paid circulation to these 


combined groups. A Jenkins Publication @ 198 S$. Alvarado Street @ Los Angeles 57, Calif. 
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must find a way to sell through them, 
over them, under them, or around 
them, and one of the very first things 
a good salesman must learn is cus- 
tomer types. 

It’s like someone once said, “All 
husbands are alike—but the Lord put 


The “Skeptic” Prospect 


a different face on every one of them 
so wives could tell them apart.” 


In one sense, all customers are 
alike—they all buy merchandise, but 
that is where the similarity ends. 
Every prospect falls under one of the 
headings listed above, so to be able 
to sell effectively we must instantly 
be able to recognize the type of pros- 
pect we’re dealing with. 

Again, as I have repeatedly pointed 
out in previous articles, we are in a 
new era of selling. The year of 1954 
, is the era of “Quality,” with the “Sell 
Me Again” type of customer. A few 
years ago the mere announcement 
that we had a certain range or re- 
frigerator would bring in the buyers. 

But today the prospect says, “Why 
should I buy?” He has to be con- 
vinced—he’s the “skeptic prospect” 
—the fellow who has been stung in 
the past. He bought an oven that 
wouldn’t rust—but it did. He bought 
a war-time wringer washer and was 
told it would give him five years of 
trouble-free service. It folded up in 
two years. He thought the balance 
due on his purchase was $300, but 
when he got the bill it totaled $398.38 
to include the “carrying charge.” 
He’s afraid of gas becaiise he heard 
of a neighbor’s stove that exploded. 
You show him a clipping that proves 
that it was a kerosene stove that ex- 
ploded and he insists that the news- 
paper made a mistake. He’s the con- 
firmed “skeptic” who refuses to be- 
lieve anything or anybody. 
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Now, how do you sell this type of 
customer? First, agree with him on 
the shoddiness of the war. boom 
years. Tell him you also were stung 
on some goods you bought. Then 
stress firmly that surely he can't 
blame you for what happened to both 
him and yourself. Assure him thai 
those days are gone forever. We are 
now living in a day of “Quality” mer- 
chandise. Explain that competition 
is so keen today that products must 
be good. 

Just as the doctor asks, “Where 
does it hurt?”—you ask your pros- 
pect, “Where does it hurt the worst?” 
Find out his biggest gripe. Then 
show him, don’t just tell him, why 
your iank, range, refrigerator or 
whatever you are selling is now made 
in such a manner that this can’t hap- 
pen to him in the future. Just as 
strongly as you have agreed with him 
on faulty appliances disagree with 
him on the danger of butane or pro- 
pane gas. 

You have an ace card to use with 
the skeptic who is “Afraid of Gas.” 

Save this “ace in the hole” until 
the very last. Go to any insurance 
firm that writes fire coverage, get the 


The ‘Silent’ Prospect 


coverage rates on a home that uses 
wood, kerosene or gas and show the * 
rates to your prospect. This will 
clinch any argument at once. 

After you have taken the five steps 
of “Analytical Selling” with him, 
wind up the sale by offering him a 
real bonafide guarantee. 


Selling the Silent Prospect 


This is the type who just stands 
or sits and not only doesn’t say any- 
thing but he won’t even smile or 
change his expression. Apparently, 
they listen, but they just don’t say 


anything. No matter how earnest or 
serious you are, they just stand there 
and look at you. 

Never ask this type of prospect a 
question which they can answer by 
saying yes—no—or nodding their 
head. The fact that they don’t ask 
you to leave is your cue to make them 


The “Hesitant’’ Prospect 
open up by asking a question that 
will require a sentence to answer. 
The secret is to force them to talk. 
These people don’t intend to be dis- 
courteous, they are usually shy and 
timid. Ask them about schools, 
church, crops, the weather. Just keep 
probing until you find some mutual 
subject they are willing to talk about. 
Once you get them started they will 
follow you step by step to your sale. 


Selling the Hesitant Prospect 


I think this is the type of prospect 
we meet most frequently. “Yes, 
they’ve been talking about or think- 
ing about putting in. gas, BUT—” 
They would like to buy a new gas 
range, but they don’t see how they 
can afford it until next month, next 
fall, next year. The husband isn’! 
sure of his job; he may get laid off 
he may get sick. I want this, but we 
may have another depression sinc: 
we have a Republican president, etc 
ad infinitium, ad nauseum. 

These are not baseless arguments 
In the mind of the “Hesitant Pro: 
pect” these are real fears that canno. 
be lightly brushed aside. These fear 
have to be met head on, faced squar« 
ly, and honestly dissipated. The bes 
way to handle this type of prospec 
is to raise the questions yourself be 
fore he does and to reason them ou‘ 
Forget your merchandise for the mo 
ment, and carefully show him or he” 
how groundless these fears are. Ver: 
definitely you must give this type © 
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slight shove. You must assume al] 
the way through your sales talk that 
you expect to deliver the merchan- 
dise just as soon as possible. Once 
you feel you have sincerely done 
your best, then start down the analyt- 
ical road to successful selling. 


Selling the Price Buyer . 


These are the folks who, living in 
an era of “quality,” are just not im- 
pressed. They are interested only in 
—price—the best deal. The cost is all 
that counts. They are shopping to 


find the cheapest price in town. They 
will say, “Leave your prices with us 
and we will call you if yours is the 


best deal.” Meaning the lowest price.. 


In my experience there are two 
good ways of meeting this situation. 
First, be firm and insist that under 
NO CIRCUMSTANCE will you cut 
prices. Also in NO case ever leave 
your prices behind you. If you do, 
any competitor can and will cut you 
to ribbons. 

Ask this type of prospect point 
blank what is the best price he has 








HANDBOOK 


BUTANE-PROPANE 


GASES 


e Up-to-date technical facts on 


LP-Gases. 
® 352 Pages. Illustrated with 
Charts. Diagrams and Pho- 


tographs. 





Check this partial list of contents. 


INTRODUCTION 


The Progress of the Industry and the History — 


of its Development. 
The ABC of LP-Gas, an Introduction to 
LP-Gas Operations. 


PHYSICAL AND CHEMICAL 
PROPERTIES 


Properties of the Hydrocarbons in LP-Gas. 
Properties of Butane-Propane Mixtures 
Volume Correction Factors 

Analytical Determination and Testing 


PRODUCTION OF LP-GAS 


Natural Gasoline Plants, Recycling Plants, 
, Oil Refineries 


TRANSPORTATION AND STORAGE | 
Delivery by Truck, Rail, Water, and Pipe 
Lines 
Storage Tank & Pressure Vessel Design 
Liquid Metering and Pumping Systems 
UTILIZATION OF LP-GAS 


Comparative Performance with other Fuels 
Appli Installati and Testing 





‘PP 
p. 


Commercial Applications 

Industrial Applications 

Enrichment, Peak Load and: Standby Uses 
A Fuel for Internal Cumbustion Engines 





Published by 


BUTANE-PROPANE News 


DISTRIBUTION OF LP-GAS 


Installing and Servicing LP-Gas Systems 

Semi-Bulk Systems 

Bottled Gas Systems 

Gas Utility Service from Central Plants 

Multiple Utility Service from a Central 
Plant 


REGULATIONS 


N.B.F.U. Pamphlet No. 58 (1947). 
Motor Carrier Regulations 

Freight Regulations 

Unloading Tank Cars 

Marine Regulations 


APPENDIX 


LP-Gas Insurance 

Handy Tabies for Field Use 

The Interchangeability of Other 
Fuel Gases with Natural Gases 

Flame Weeding 

Bibliography 

Glossary, of Terms 


THIRD EDITION 
ue co $7.0 PER COFY 


YOUR COPY 
TODAY 

We pay postage on orders accom- 

panied by check or money order. 

In California add 23c for sales tax. 


Orders from individuals must be 
accompanied by amount of pur- 
chase unless credit has been estab- 


lished. 
198 So. Alvarado Street 
Los Angeles 57, California 








96 


The “Price Buyer’’ Prospect 


received so far? The chances are 9§ 
to 1 he’ll tell you. It flatters his ego 
to think he’s smarter than most by 
seeking the cheapest price. The 
“Price Buyer” almost invariably has 
something else they want to buy be- 
side your merchandise. In most cases 
this is the hidden underlying motive 
for their shopping around attitude. 


Recently one of our salesmen had 
left his prices behind him on an order 
that included a tank, a tank of gas, a 
range, three outlets, two space heat: 
ers and a refrigerator. As we were 
driving out to this appointment after 
supper one night the salesman told 
me we'd get that order because he 
knew he was low bidder. 


In that area we had a competitor 
whom I was particularly anxious to 
break of sucking eggs. I have seen 
him sell and make an installation for 
as little as $400 on which he couldn't 
possibly make $20 gross profit. When 
we arrived at the farm house we soon 
discovered that our vicious competi- 
tor had been there. Our range car- 
ried: a legitimate $20 trade. Where 
two heaters were installed we had a 
legitimate $15 trade and a $10 trade 
on our refrigerator, so $45 was our 
sum totals. The salesman had learned 
from a reliable source that this cou- 
ple had shared in an inheritance, so 
he assumed it would be a cash sale. 

Our competitor had heard the same 
thing and was working on the s:me 
assumption. He had upped his range 
price from $239 to $289 and then of- 
fered $100 for an old kerosene stove 
that wasn’t worth even $10. He !:ad 
upped the price $25 on his refriger- 
ator and had offered them $50 for an 
old wooden ice box that couldn’t }0s- 
sibly be sold for $5. He told ther: he 
would loan them a tank. 

Let me repeat, in dealing with his 
type of prospect, you must remem. er 
they have something else they want 
beside your merchandise, they re 
trying to stretch their dollars to 
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cover more goods. So when I saw 
how our competitor had raised* his 
prices and offered such ridiculous 
trade, I asked the prospect how much 
cash he had. I was told they had 
$585. 

Then I asked, “Do you folks have 
an income in addition to what you 


make on this small farm?” “Yes, in-- 


deed,” the man said, “I walk a pipe 
line for the oil company and have for 
14 years. I get $275 a month from 
that.” The wife quickly added with 
pride that she maintained a flock of 
chickens, enough to keep a small 


grocer in town supplied with fresh 
eggs. 

Here was a steady income family, 
so I asked the really important ques- 
tion: “In addition to the tank, range, 
heaters and refrigerator, what else 
would you like to have for your very 
own?” 

“Lan’sakes,” the wife said, “you 
know we had sickness in our house 
such a long time—until my father- 
in-law passed away. I ain’t had a 
new dress in many a year, and come 
Easter, I do want one.” 

The husband said, “Like she said, 
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LIQUEFIED PETROLEUM GAS 








. in L. P. gas also Cities Service means Good Service 


@ A DEPENDABLE SOURCE 
@ UNIFORM PRODUCTS 
@ A CAPABLE SUPPLIER 
@ TWENTY-FIVE YEARS EXPERIENCE 


CITIES SERVICE 
OIL CO. 


: DELAWARE 
Bartlesville, Okla. 
OTHER SALES OFFICES 
Cleveland ¢ St. Paul ¢ Kansas City © Toronto 


Chicago, Illinois 





——————————— 








The “Gabby” Prospect © 


papa lived with us—and there was 
the old place—five of us boys—some 
of them not doing too well. Long as 
he was livin’ we couldn’t sell the old 
place. Now Id like to trade in my 
old car for a pickup truck.” 8 

“Any idea,” I asked, “how much 
it will cost to trade?” 

“Sure,” he said, “ three: hundred 
and eighty-five dollars.” 

“That fellow who was here a while 
ago,” I said, “did he wear a white 
shirt and a red tie?” 

The man and wife nodded. 

“Did he have on a high crown hat 
with the brim rolled up all around?” 

They nodded again. 

“And was he wearing a thin mus- 
tache?” 

Again they nodded. 

“Look,” I went on, “you folks are 
too smart to have a city slicker like 
that make a sucker out of you. You 
are good, clean country people. You 
wouldn’t knowingly cheat anyone, 
would you? Don’t you belong to that 
little church down the road?” 

They nodded quickly. 

“The only interest that fellow has 
in you is to get that $585 cash money 
you have to spend. He has no rea! 
interest in you. He doesn’t trust you 
—he wants to take every cent fo 
himself. He’s raised his prices so h: 
ean offer you ridiculous trade-ins 
Deep down in your heart you knov. 
that old kerosene stove isn’t wort! 
$10—and you know that old wood ic 
box is over 20 years old and couldn't 
be sold for $5.. I know you folks want 
to do the right thing. I know I wani 
to do the right thing, SO HERE I° 
WHAT WE CAN DO. 

First, my good lady, you take $5 
of that $585 and get your new Easte: 
outfit, and for you, my good man 
take $385 and first thing in the morn 
ing get your new pickup. Now ou 
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GET THE FACTS about the new General Hi-Rate line from any of the following: 


WALTER VALLETT CO. 
P. (), Box 3986, Detroit 27, Mich. 


R. ©. FULLER , 
115 W. Roy St., Seattle 99, Wash. 


PAUL B, HOLMES & CO. : 
3714 - 14th St. N.W., Wash., D.C. 


HANSON-GATES MFG. CO., INC. 
8 Prescott St., Reading, Mass. 


ODELL GLASS 


12/7 Hardee St., N.E., Atlanta, Ga. 


209 S. Franklin, Tampa, Florida 
MARCH, 1954 


MARVIN K. WILLS 
4324 Old Mansfield Road 
Fort Worth, Texas 


ROY CABLER 
P. 0. Box 12218 Park Place Stn. 
Houston 17, Texas 


MILTON C. REYNOLDS 
4503 Vandervort Dr., Dallas 16 


D. C. WHARTON 


3355 South Sixth St., Abilene, Tex. 


KEITH JARRELL 
386 Raymond Road 
Jackson, Miss. 


ALBERT E. BAILEY 
5056 Bloomington Ave., S. 
Minneapolis 17, Minn. 


RAY KOMBRINK 
4800 W. 61st St., Mission, Kan. 


W. F. ROBERTSON 
2928 Irvin 
Denver, Colorado 


on the fast growing 
commercial water heater 
business ? 


INCREASES in the motel business, 
resorts, laundries, barber shops and 
other such concerns have created a 
vast demand for heavy duty water 
.. and particularly those 
which operate efficiently on Butane- 
Propane. It is lucrative plus-business 
for alert dealers who are going 
after it. 


fe New General “Hi-Rates” 
SS and Big-4 Boosters 


heaters . 



















are the quality leaders in this 
profitable field. They give you 
the winning combination of large 
storage, extremely high reheat ca- 
pacities, unlimited adaptability, and 
dependable performance. Are YOU 
cashing in on this business? 


H. N. ANDREWS 
Route 6, Box 3238 
Sacramento, Calif. 


WARREN ARMSTRONG 
9411 S.E. Yamhill, Portland, Ore. 


ROBERT R. DARBY 
2957 Union St., San Diego, Calif. 


A. E. DRUCKER 
P. 0. Box 566, Colma, Calif. 


GENERAL WATER HEATER CORP. 
P. 0. Box 471, Burbank, Calif. 
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WORLD'S FINEST 
PROPANE 
DELIVERY UNITS 


Federal Tax Paid 
Easy Terms Available 


MODEL 100 
New 1954 Chevrolet 2-ton, 2- pone 
axle, with 1400 W.G. twin propane t. 
piped complete — $3,849.00. With ga4 
International L.P.G. factory ere oo. 


MODEL 300 


PACKAGED TRUCK TANK UNITS 


Prices include tank, piped com- 
plete, Viking KK-190 mechani- 
cal seal pump, 50’ 34” filler 
hose, clearance lights, tank 
painted, ready to use. 


MODEL 100 

1600 W.G. on SS 

soles fe -00 $1960 

50.00 for Model 200 
230.00 for Model 300 
We can furnish any make or 
model NEW TRUCK, including 
Ford, Chevrolet, G.M.C., Dodge 
or International (factory LPG 
equipped), and save you up to 
$600.00 on a new truck. 


Any make or model pump or 
meter can be supplied. 


New 1954 2-ton Chevrolet, 2- 
speed, 825x20, 10 ply rear tires 
— $2150.00 — 


1400 W.G. 
$1755.00 
Add 


Hose Reels — Fire Extinguishers 
LPG Carburetion 


SEVERAL GOOD USED 
PROPANE TRUCKS FOR SALE 
IMMEDIATE DELIVERY 
Call 
phones 570 or 686 
Preston W. Grace 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 





At New Lower Prices | 
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company trusts you! You pay me 
just $138.20, which will be the down 
payment on honest merchandise, and 
give us four netes in advance. You 
can wait until next strawberry sea- 
son to pay any more. I'l give you 
$45 in trade, $15 for your old stove 
and ice box and $30 for the old wood 
heaters, then we will all get what we 
want.” © 

Without saying another word I 
started writing the order, and the 
man said, “Mama, go get him the 
money.” There is always a way to 
handle every price buyer—if we can 
find it! 


Selling the Gabby Prospect 


Here are the semi-egotists. They 
are so glad you’ve called. They are 
just dying to tell you something. 
They want to be noticed. So, sit and 
listen, and keep your catalog well 
hidden. These people will almost in- 
variably sell themselves. After 
you've listened to Grandpa’s rheu- 
matism, heard all about the chil- 
dren’s teacher, heard all about the 
neighborhood gossip, the flowers, the 
garden—after some 10 to 15 minutes 
of this, hand her the catalog. Let 
her read it out loud, she will. Get a 
word in edgewise when you can and 
ask her all about her family. Where 
her husband works, how many other 
children. What she likes to cook best. 
Her favorite recipe. Then stop her 
cold! This must be about the most 
interesting morning, afternoon or 
evening you’ve ever spent because 
you’ve learned so much. But now 
you want to show her something. Do 
your best to take her through the six 
steps of “analytical selling.” If this 
gabby type is handled skillfully they 
are about the easiest of all to sell. 


Selling the Know-It-All Prospect 


Here is egotism in its worst stage. 
These are the folks who have seen 
all there is to see, know all there is 
to know, and can tell you all about, 
it! These are the ones you simply 
pitch the rope to and let them hang 
themselves. Sit humbly at their feet 
and learn. This is your golden oppor- 
tunity to drink in every pear! of wis- 
dom that falls from their lips. My, 
oh, my, isn’t it wonderful. Here is 
your moment of triumph, you are 
here at the source of wisdom. 

After 10 or 15 minutes of listening, 
hand them one of your catalogs and 
ask them to show you how they 
would sell this stuff. One of the most 


successful salesmen I know is a per- 
sonal friend of mine living in Chi- 
cago. He sells doctors supplies. He 
earns well over $25,000 a year in com- 
mission. He knows that most MD’s 
are this type. They know all there 
is to know about everything there 
is to know. Next to their knowledge, 
their second greatest pride is the ap- 
pearance of their office, and closest 
to their hearts is their examination 
room. 

My friend simply gains admittance 
to the doctor and tells him frankly, 
“Doctor, I don’t know anything about 
this line. I actually don’t know 
whether my scapels and sutures are 


The “Know-It-All” Prospect 


better than my competitors or not, 
but please take a look and you tell 
me what you want and why. This 
never fails! I’m sure he’s the leading 
salesman in his field because he thor- 
oughly understands his customer 
type. 

Well, my friend, I hope you’ve 
gained something valuable from 
reading this far. There is the picture, 
ahead in the distance is a “Brighter 
Horizon” for all of us—the new day 
where it’s entirely plausible to visu- 
alize a propane or butane pump at 
every service station—the day when 
gasoline and other fuels have gone 
the way of all flesh. A day when pro- 
pane and butane will be accepted fo: 
what it is, the BEST, the MOS’ 
ECONOMICAL FUEL on the ma 
ket for any and all combustion powe 
plants. A day when salesmen wi) 
be as skilled in the selling professio 
as an MD is scientifically trained i 
his profession: Also there in the pi:- 
ture you will see the obstacles whic* 
we meet every day—the obstacle 
which prevent our reaching thos: 
horizons as quickly as we would lik. 
Whether we get there or not depenc : 
upon just one person—that person '; 
YOU! 
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A SMOOTH-LOOKER, TOO! 





UTILITY PREMIER MODEL 
AUTOMATIC GAS WATER HEATER 


Utility’s handsome new 20 and 30 gallon Premier model gives your most 
demanding customer clean, simple lines, a beautiful chrome top 
and baked enamel luster finish—everything that will make 
her proud to add it. to her kitchen or utility room. 
Beauty, plus efficiency, rugged dependability, and 
long life—plus such Utility advantages as 
¢Dual Flow Flue, great new principle that 
eliminates baffles, gives 33% more heating area. 
Metered Kem-Rod to prevent rust and 
- corrosion, assure clear hot water. 
¢Trouble-free Engineering throughout. 
¢Double Extra Heavy Boiler, for long life, 
freedom from tank trouble. 
Other Premier models: 40, 50, 75 and 100 gallons. 
Your customers will be happier with Utility... and 
so will you! Get full details on the complete Utility 
line of water heaters today. 
For further information, see your Utility Water Heater 
Jobber or Distributor—or write: 


UTILITY APPLIANCE CORP. 


GAFFERS & SATTLER 
fap eccnemel : 4851 South Alameda Street 


AUTOMATIC GAS RANGES = Les Angeles 58, California 


rr UTILITY 


AIR COOLERS — TRADE MARK 
WATER HEATERS 








AUTOMATIC GAS WATER HEATERS 
a happier living family tree... all branches of 
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Tentative Program Set 
For Chicago Convention 


A streamlined 
program of 
speeches and 
open forums on 
vital industry 
problems and a 
trade show of 
record propor- 
tions will attract 
an estimated at- 
tendance of 3300 
industry repre- 
sentatives to the 
1954 annual convention of the Lique- 
fied Petroleum Gas Association in 
Chicago, states Howard D. White, 
executive vice president. It will open 
for a four-day run on Sunday, May 
9, in the Conrad Hilton Hotel, Chi- 
cago. 

The giant exhibit of LPG appli- 
ances and equipment, covering 45,- 
000 sq. ft. of space in the ex- 
position hall, annex and lower lobby, 
will reveal the latest types of ranges, 
water heaters, refrigerators, heating 
equipment, clothes dryers, incinera- 
tors, farm and carburetion equip- 
ment. For the first time truck manu- 
facturers will display their L. P. gas 
models. All of the 217 booths avail- 
able for the show are already under 
contract. 

The exhibit will be open Sunday 
from 1 to 6 p.m., Monday from 9 a.m. 
to noon, Tuesday from 9 a.m. to 5 
p.m., and Wednesday from 9 a.m. to 
noon. 

First speaker announced for the 
convention is Sheldon Coleman, 
president of the Coleman Co., Wich- 
ita, Kan., and president of the Gas 
Appliance Manufacturers Associa- 
tion. He will address the Marketers 
Section at its Wednesday afternoon 
meeting, according to A. H. Cote, 
Suburban Propane Gas Corp., chair- 
man of that group. Several other 
prominent industry men are sched- 
uled for the rostrum at this meeting. 

Open forums, rather than formal 
programs, will dominate the Wednes- 
day sectional meetings of the manu- 
facturers and producers. 

The first general convention ses- 
sion will be the Monday luncheon. 
A national political figure will be the 
featured speaker. A business session 


Sheldon Coleman 
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will follow with brief reports by asso- 
ciation officers and committee chair- 
men on activities of the past year. 
In order to give convention-goers 
one full day to inspect the trade 
show, no speaking program is 
planned for Tuesday. However, the 
annual breakfast for state association 
presidents will be held Tuesday 


* morning. A speaker of national sig- 


nificance will address the Wednesday 
luncheon. 

Social events planned for the 1954 
convention include a cocktail party 
Monday evening and a banquet and 
variety show Wednesday evening. 
Special tours, luncheons and other 
entertainment will be arranged for 
the wives and daughters. 

LPGA President M. L. Trotter of 
Carolina Butane Gas Co., Columbia, 
S. C., will preside at the convention. 
J. R. Herrin, Jr., Coastal Butane Gas 
Corp., Summerville, S. C., is chair- 
man of the arrangement committee. 


Arkansas LPGA Hold 
Mid-Year Meeting 


Sixteen states were represented at 
the mid-year meeting of the Arkansas 
LPGA held Jan. 10-11 in Hot Springs, 
with the attendance reaching 235, 
despite a sleet and snow storm. 

Otis S. Cash, president, presided 
over the two-day meet which began 
with Friendship Hour on Sunday and 
ended with a dinner-dance and floor 
show on Monday evening, Jan. 11. 

Speakers included: Sidney L. Sta- 
pleton, Consolidated Gas Co., Atlan- 
ta; Charles M. Corken, Corken’s, Ok- 
lahoma City; Frank Henke and Bill 
Johnson, Harper-Wyman Co., Chi- 
cago; and Charles Craig, Truck, In- 
surance Exchange, Little Rock. 

The annual meeting and trade 
show is scheduled for June 6-8, ac- 
cording to A. W. (Johnnie) Porter, 
executive secretary. 


New Officers Elected 
For Delmarva Group 


The tri-state LPG organization 
known as the Delmarva Association 
(Delaware, Maryland and Virginia) 
have recently elected new officers as 
follows: Howard B. Dorey, Collins 


and Ryan, Inc., Millsboro, Del., presi. 
dent; A. J. Priestley, Suburban Cas 
Co. of Delaware, Newark, Del., vice 
president; David Stavely, Chesa. 
peake Propane Co., Easton, Md., sec. 
retary; and Maurice L. Peacock, 
Eastern Shore Gas Co., Snow Hill 
Md., treasurer. 


Michigan LPGA 
Elects New Officers 


The Michigan LPGA held its an- 
nual convention Jan. 25-26 at the 
Pantlind Hotel, Grand Rapids, and 
elected the following new officers: L. 
C. Wright, Benton Harbor, president; 
V. R. Storey, Detroit, vice president; 
J. O. Gower, Eureka, secretary. New 
directors were: William Mayo, De. 
troit; James Davidson, Boyne City; 
M. R. Frank, Adrian; Alton Berquist, 
Carney; and Gelec Palm; Negaunee. 

The first day’s program featured a 
service school and included the fol- 
lowing speakers: Frank Henke, J. K. 
Calhoun, and Arnold Renner. Main 
speaker for the convention was Max 
Fetty, Delta Tank Manufacturing 
Co., and other speakers included Wil- 
liam Johnson, J. P. Green, C. A. 
Perry, and Bruce E. Houston. 


Management Short Course 
Planned at U. of Miss. 


A short course in LPG manage- 
ment is scheduled to be held July 
11-13 at the University of Mississippi, 
sponsored jointly by the university 
and the Mississippi LPGA. 

Topics being considered for the 
program include: Accounting for 
LPG Dealers; Cost Determin:tion 
for LPG Management; Credits and 
Collections in the LPG Indv:try; 
LPG Customer Records; Advertising 
for Mississippi LPG Dealers; ‘ales 
Promotion for Mississippi LPG Deal- 
ers; and The Insurance Outloc< in 
the LPG Industry. 


Western Liquid Gas Ass‘. 
Supplies Members Decal: 


Western Liquid Gas Assn. al- 
nounces that it can now supp! at 
tractive four-color membership de- 
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TWO GREAT NAMES.. 


#, - z MN ay AWN’ & RESTAURANT IN OLD NEW ORLEANS 
BOURBON ST. AT BIENVILLE 


Equipped with GARLAN D. ee 


THE GREATEST NAME IN COMMERCIAL COOKING! 





FAMOUS NAMES IN COMMERCIAL 
COOKING DEPEND ON GARLAND! 


Wherever choice foods are served 
you'll invariably find Garland 
Commercial Cooking Equipment 
behind the scenes. Discriminating 
chefs and outstanding food experts 
prefer Garland for its unbeatable 
dependability, economy, and 
flexibility. That’s why Garland 
Equipment is used in more leading 
restaurants, hotels, clubs, schools, 
and institutions than any. other make! 
See your food service equipment 
dealer ... and get the Garland story. 











: The battery formation illustrated includes: 
S Spectro-Heat Hot Top; Open Top; Unitherm Fry Top; Deep 

wg Fat Fryer; and Side Fired Broiler. Units available in standard black- 
Japan or Stainless Steel finishes. 











Look for the 
45-29 Club pin... 
it’s the mark of 
an expert! Heavy Duty Ranges e Restaurant Ranges e  Broiler-Roasters e Deep Fat Fryers 
nq Broiler-Griddies e Roasting Ovens e Griddles e Counter Griddles e Dinette Ranges 


PRODUCTS OF DETROIT-MICHIGAN STOVE CO., DETROIT 31, MICHIGAN 
IN CANADA: GARLAND-BLODGETT LTD.—1272 Castlefield Ave., Toronto 
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cals in the 6-in. size at 25 cents per 
copy. A 3-in. size, for windshields 
and other small applications, and a 
24-in. size for use on tank trucks, will 
be available in the near future. 


LPGA Membership Drive 
Train Ahead of Schedule 


Art Bone, Chairman of the mem- 
bership committee of the LPGA, sub- 
mits his first progress report on the 
current campaign to add 400 new 
members to the Association. With 
22% of the campaign time elapsed, 
27% of the quota has been reached. 

The drive for new members is or- 
ganized into a contest between dis- 
tricts, around the central theme of 
an excursion train on a 400 mile run. 
The job is to get the train to its des- 
tination, by coordinated effort of the 
superintendents and section foremen, 
who are the regional and state mem- 
bers of the membership committee, 
and the district secretaries of the 
LPGA. 

In top spots are superintendents 
Bill McMillen, (Rocky Mountain dis- 
trict), Les Fagan, (Cotton and To- 
bacco Belt), and Ace Ferrell, (Cen- 
tral States). 


New LPG Calendar 


A butane-propane calendar, cus- 
tom-made for dealers in the liquid 
petroleum field, is being offered by 
Brown & Bigelow, St. Paul advertis- 
ing specialties firm. 

The new LPG calendar reminds 


prospects of the “lasting pleasure” of * 
this modern fuel. It pictures the’ 


magic in the kitchen through L. P. 
gas; the comfort of gas heat; the con- 
venience of instant hot water and the 
multitude of advantages to make life 
easier for the farmer and the house- 
wife. Two complete pages of butane. 
propane “clues to comfort” are con- 
tained in this special calendar edi- 
tion—a tribute to the service and con- 
tributions of the LPG industry. 

More than forty famous Brown & 
Bigelow paintings are available for 
use on the front of the calendar for 
appealing to particular tastes in any 
section of the country. 


Ray Little With GAMA 


Ray Little, for the past nine years 
general sales manager of the Equit- 
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able Gas Co., Pittsburgh, Penna., has 
joined the Gas Appliance Manufac- 
turers Association as director of sales 
promotion. 


James E. Pew Named 
Chairman LP-Gas 
Promotion Committee 


James E. Pew, 
manager of the 
natural gas and 
natural gasoline 
department, Sun 
Oil Co., Philadel- 
phia, was recent- 
ly elected chair- 
man of the Na- 
tional Committee 
for L. P. Gas Pro- 
motion. He suc- 
ceeds Lee A. 
Brand, vice president, Empire Stove 
Co., Belleville, Ill., who has-held the 
post since February, 1950. 

Adoption of a new name for the 
organization— National Council for 
L. P. Gas Promotion—was another 
major item of business at the session. 

K. R. D. Wolfe, vice president, 
Fisher Governor Co., Marshalltown, 
Iowa, became chairman of a newly 
constituted executive committee. 
Serving with him will be three LPG 
marketers and three other members 
representing the L. P. gas produc- 
tion, appliance and equipment 
branches of the industry. 

Robert E. Borden, director of the 
L. P. Gas Information Service, Chi- 
cago, who has been secretary of the 
national committee since its incep- 
tion in November, 1949, was elected 
secretary of the council. 

High tribute was paid to Lee 
Brand, retiring chairman, at the re- 
cent meeting. A resolution adopted 
by the group cited him for “his out- 
standing leadership, untiring service 
and devotion to the advancement of 
the LPG industry” during the four 
years of his incumbency. At a lunch- 
eon held in his honor, it was an- 
nounced that a suitably inscribed tes- 


James E. Pew 


timonial plaque will be presented to . 


him in recognition of his many’ con- 
tributions to the success of the pro- 
gram. 

Plans were discussed at the meet- 
ing for,an intensified drive for new 
contributors to the promotional pro- 
gram. Supported by voluntary con- 
tributions of LPG marketers and pro- 
ducers, appliance and equipment 
manufacturers, the project embraces 
broad-gauge advertising, publicity 
and training activities. Anew round 
of ads in 52 national and regional 
magazines with a combined reader- 
ship of 116,277,000 has just been re- 
leased. 


« 


Byron Howard Elected Pres. 
California LPGA 


Byron E. Howard was elected 
president of the California Liquefied 
Petroleum Gas Assn. at a dinner 
meeting on Jan. 15 at the Targus 
Ranch near Tulare. 

Howard has been active in the as. 
sociation for the past six years. 

Other officers installed were: Rob. 
ert Blair, Dinuba, vice president, and 
Wilfred Ennis, secretary-treasurer. 


Harry Schagrin Becomes 
Member of LPGA Board 


Harry Schagrin, Schagringas Co, 
Middletown, Del., has been) elected 
by the board of directors of the 
LPGA to represent the state of Dela. 
ware on the board. 

Mr. Schagrin, one of few Delaware 
L. P. gas dealers with membership 
in the national association, has been 
active in the L. P. gas business for 
a number of years and his progres- 
sive management has gained him na- 
tional recognition. 


Electrical Group Organizes 


A new group to be known as the 
Conference on Coordination of Elec- 
trical Sales and Promotional Pro- 
gram was recently formed. It is tail- 
ored to fit what was termed “a long 
existing gap in coordinating the over- 
all efforts of the several national in. 
dustry associations.” Membership in 
the group will include representa. 
tives of the Edison Leagues, National 
Association of Electrical Distribu- 
tors, National Electrical Manufactur- 
ers Association and National Appli- 
ance and Radio-TV Association. 

This development and other recent 
events indicating a more aggressive 
promotional outlook than ever before 
by electrical competition represents 
a real challenge to the L. P. gas in- 
dustry which can only be met by ex- 
panding and intensifying the Na- 
tional LPG Promotional Program. 

LPGA members who are not yet 
actively participating in the industry- 
wide effort are invited to join now. 


NGAA Holds Regional! M:<et 


The Permian Basin regional mvet- 
ing of the Natural Gasoline Asscvia- 
tion of America was held Feb. 2° in 
the Lincoln Hotel, Odessa, Texa: 

Top speaker scheduled on the pro- 
gram was Paul Kayser, presiden‘ El 
Paso Natural Gas Co., and techn.cal 
papers were preserited by W. R. <e- 
hoe, American Meter Co.; E. W. \al- 
lace, Shell Oil Co.; Vern Ford, Ciark 
Bros., Inc.; A. R. Worster, Inge: 50l- 
Rand Co.; ‘and C. J. Kremer, C. ee 
Cook Co. 
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Be 


MC-1: Rated transfer capacity 4 gpm with 
2 hp 1800 rpm motor ahd 8 gpm with %4 


hp 3600 rpm motor. For 1” piping. 


MC-1044: Rated transfer capacity 20 gpm 
with 14 or 2 hp motor. For 114” piping. 


MC-1044H: Rated transfer capacity 35 gpm 
with 2 or 3 hp motor. For 2” piping. 


MC-2: Rated transfer capacity 50 gpm with 
3 or 5 hp motor. For 2” piping, 


MC-3: Rated transfer capacity 100 gpm 
with 5 or 714 hp motor. For 3” piping. 


MC-4: Rated transfer capacity 150 gpm 
with 74 or 10 hp motor. For 4” piping. 
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TC-1044 Truck Pump: Roted transfer 
capacity 20 gpm at 500 rpm, directly 
connected to power takeoff. For 142 
piping. 

TC-1044H Truck Pump: Rated transfer 
capacity 35 gpm at 900 epm, directly 


connected’ to power toke-off. For 2” 
piping. 


FOR TANK TRUCK MOUNTING 


SMITH 


PRECISION PRODUCTS COMPANY 


1135 MISSION ST., SOUTH PASADENA, CALIF, > PHONE PYRAMID 12293 
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Complete information may be ob- Sept. 27-28 at the Statler Hotel, St. proposed paper before June 1. 
tained from the National Committee Louis, Mo. Anyone having a paper to contri- 
for L. P. Gas Promotion, 11 S. La The program will consist of papers bute, or desiring more information 
Salle St., Chicago 3, Ill. on all phases of L. P. gas testing. should contact B. J. Heinrich, Phil 
Although reports from consumer lips Petroleum Co., Bartlesville, 
Symposium on LPG Testing groups and industry material on field = Okla., chairman of the committee. 
Scheduled for St. Louis tests will be particularly solicited, 
there will be a place on the agenda 
A symposium on “Methods for for any paper describing a test meth- 
Testing Liquefied Petroleum Gases,” od, however simple, if it yields sig- 
jointly sponsored by committees. of nificant information. 
the American Society for Testing Ma- Abstracts, authors and titles of pro- All associations are invited to 
terials, Natural Gasoline Association posed papers should be submitted send in dates of their forth- 
of America, and California Natural prior to March 15, and the Program coming meetings for this 
Gasoline Association will be held Committee should have a draft of the calendar. 
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March 15—Southeastern Gas Associ- 


ation Short Course in Gas Tech- 
nology. North Carolina State Col- 
lege, Raleigh, N. C. 

Mar. 15-17 — Midwest Gas Associ- 


ation. Annual meeting. Fort Des 


Moines Hotel, Des Moines, lowa. 
Mar. 22-24—LPGA Southeastern Dis- 
trict. Annual convention. Atlanta- 
Biltmore Hotel, Atlanta, Ga. 
Mar. 25-26—lllinois LPGA Spring 
Convention. St. Nicholas Hotel, 


Sprnigfield, III. 
APRIL 


April 5-7—Nebraska Liquefied Petro- 
leum Gas Dealers Association. An- 
nual convention and trade show. 
Fontenelle Hotel, Omaha. 

April 9-10—Western Liquid Gas As- 
sociation. Annual meeting and 

= : trade show. Palace Hotel, San Fran- 
cisco. 

April 12-13——Montana LPGA. An- 
nual convention, Hotel Florence, 
Missoula. 


April 14-16—National Petroleum As- 
sociation. Semi-annual meeting. 
Cleveland Hotel, Cleveland, Ohio. 

April 21-23—-NGAA 33rd Annual! 


| eee Baker Hotel, Dallas, 
ex. 

FOR PICK-UP, TRAILER OR CARLOAD April 22-23 — South Dakoot LPGA 
hitt Hotel, Huron. 

April i reaaomiggs 7 LPGA. e. 

tion. t 

@ LIGHT WEIGHT @ Low Cost Hotel, Edgewater Pork. 

April 26-28—Midwest Regional Gas 
Sales Conference. Edgewater Beach 


@ ASME U69 to meer aut ese 


STATE AND FEDERAL REQUIREMENTS May 9-12—LPGA annual convention 
and trade show. Conrad Hiltor 
Hotel, Chicago. 

May 19-21—Gas Appliance Manufac- 
turers Association. Annual meeting 
Drake Hotel, Chicago. 

WRITE FOR FURTHER INFORMATION AND PRICES May 23-25—Butane-Propane _Insti- 

tute (annual meeting). Roosevelt 

Hotel, New Orleans, 

Bs, A G Ww F May 24-25 — Utah LPGA. Annuc’ 

= convention, Hotel Newhouse, Sal 


Lake City. 


Write S$ T = = L C OC. Telephone JUNE 


P. Oo. Sapulpa 2680 June 6-8—Arkansas Butane Dealers 
Box 391 SAPULPA, OKLAHOMA Tulsa 50-8500 Fe ote so  Wnoming LP 


Gas 
Assn. Meeting. Townsend Hote! 
Casper. 
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To help you “SELL MORE in 54”... 


JOHN WOOD eives you 


MIL thi * Mie Amorica = 











Now — 
a complete | both galvanized 
line! = jj. 55 and gloss-lined! 


“NOW — 


biggest promotion fiji) WD models for every 
campaign, ever! Hj. i sales situation! 


JOHN Woop COMPANY 


Conshohocken, Pa. 
Chicago, Ill. 
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Products 
and Trade 


Publications 


1. Simplified Coupling 


This new “Meca” coupling is de- 
signed especially to ease and simplify 
the process of connecting tubing or 
pipe in any size range and for any 
purpose. It is the essence of simpli- 
city requiring absolutely no thread- 
ing, flares, ferrules, or tools of any 
kind'to make the connection. In a 
matter of seconds the most inexperi- 
enced can connect the tubing or pipe 
into a sealed connection able to with- 
stand extremely high pressures. 
Press the spring clip, insert the tube, 
release the spring and that’s all there 
is to do. Absolutely no wrenches are 
required, which results in labor sav- 
ing. 

The Meca coupling will be avail- 
able in all sizes to fit the needs of all 


industries and applications. It will 
also be available in different types of 
materials and designed with special 
O-rings for any type of liquid, gases 
or temperatures. It is built to with- 
stand severe tests and provide leak- 
proof performance. The O-rings in 
the coupling can be by specification 
applied to high or low pressure uses. 
Available also as tees, elbows and 
connectors with a threaded end and 
hexagon outside for connecting into 
present equipment. 

The Master Enterprise Corp. 

of America : 


2. Conversion Gas Burner 


The revolutionary Burdett Model 
2700 “Radi-Heat” conversion gas 
burner has proved that, contrary to 
general belief, L. P. gas can be used 
economically for central home heat- 
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To secure further information on 

products or new publications, fill out 

the coupon and mail, indicating by 
number the items desired. 


ing systems, if burned in a highly effi- 
cient corversion burner. This fact 
has been proven by the many instal- 
lations of the burner. The unit is 
recommended for use in homes 
where a usual gas input of 100,900 to 
125,000 Btu input is indicated for the 
usual upshot blue flame burner. Al- 
though the rated capacity of the Bur- 
dett Model 2700 is only 115,000 Btu, 
this input is sufficient to give equal or 


ees Bee Se r 


greater comfort than before due to 
the more efficient transfer of heat. 
The “Radi-Heat” Model 2700 is an 
easily installed burner as it requires 
no special hearths, or building of 
anything inside the furnace—it is a 
“self-contained” unit which will burn 
equally well inside a furnace, or out 
in the open room—the combustion 
being commercially complete in 
either case. There are no fussy ad- 
justments, as air is controlled auto- 
matically. 
Burdett Manufacturing Co. 


3. Gas Vent Pipe 


A new gas vent pipe designe 
especially for “in-the-wall” i 


bestos Division, William Wallace Co, 
Called “WV (Wall Vent) Metal. 
bestos,” the pipe has a narrow, oval 
cross-section permitting easy installa. 
tion inside a wall without extensive 
special construction or extra insula. 
tion. The new vent features an inne: 


and outer pipe separated by an insu. 
lating air space. A new “Fastloc’ 
coupler enables pipe sections to be 
joined without cement or mastic, and 
without screws except where the 
vent will be left exposed in rooms or 
attics. The outer pipe is galvanized 
steel which, the manufacturer states, 
greatly lessens the chance of acci- 
dentally damaging the vent during 
handling and installation. Aluminum 
is used for the inner pipe to provide 
a fast-heating inner “hot stack” and 
to give maximum corrosion resis- 
tance. 

Metalbestos Division, 

William Wallace Co. 


4. Circuit Breaker 


A complete new line of explosion- 
proof, dust-tight, rain-tight circuit 
breaker, motor -starter, and line 
starter combination enclosures has 
been announced by the Appleton 
Electrie Co., Chicago. The enclosures 
carry U. L. approval, and, with a new 
U. L. approved sealing “Unilet,” may 


I caeneillllaeeeeeelaeenentitamenellicerment taehanedteme tiemenetitcemendionasat ieee tient tibetan 


TAO. ose 
items in which you are 


3/54 Fill in numbers of 
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READERS’ SERVICE COUPON 


Just fill if this coupon for Products information and 
copies of new publications, and mail to 


No. No. 
No. No. 
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Vern Solton and E. 0. Kopplin, Manager of Economy Gas Company, 
with typical Rockwell meter setting. Note slegan on 
truck “Save with metered service” 








“We are using 


ROCKWELL 
LP-Gas Meters 





and have been 
WELL SATISFIED 
with them” - 


So says E. O. Kopplin, who has built his You, too, will measure better, serve better 
business around. metered service. His letter and profit more when you turn to Rockwell 
tells the story of meter advantages in a nut- LP-gas meters. Let these little meters do a 
shell . . . and it voices approval of the one big job for you. Get full facts otday. Write 
meter especially designed for LP-gas. for catalog and price list. 





idivid: Cieean, Seinen aN, YOU CAN RELY ON ROCKWELL 


chested f a 


checks reading on Rockwell LP-gas meter. 


woken G's -2 m5 


MANUFACTURING COMPANY 
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ions, 


be joined in combination to meet 
U. L. requirements in certain sizes. 

Each component “Unilet” for cir- 
cuit breaker, motor starter, and seal 
possesses full 7-thread engagement at 
the coupling joints as well as on the 
bolt-free covers. Absolutely safe en- 
trance to individual motor starters 
for maintenance work is assured in 
both single and banked combinations 
in hazardous areas without shutting 


sales, Detroit-Michigan Stove Co. 

Garland’s new “Space Saver” 26 
series ranges are only 35% inches 
deep, yet have virtually the same 
amount of workable space as com. 
mercial ranges with as much as six 
more inches of depth. 

In battery formation, Garland 
“Space Saver” ranges save over 1,0) 
square inches of profitable, workab!e 
area. Picture shows saving in flocr 
space indicated by white line in front 


UNiFUELS \/ 
@ Albuquerque 


of range. : 
Most important, “Space’ Saver” 
ranges have the same cooking capaci- 
ties and high degree of performance 
as larger, heavy-duty installations. 
A complete line, Garland gas-fired 


Cable: 


Houston 


St. Louis 


usiness tide in a dual operation of both producing 
oducts. Your source in our universe is UNIVERSAL. 


the Universal emblem shows action in varying direct 
eo 


Billings 


SPECIAL NAPHTHAS “e LUBE OILS and SOLVENTS 
a 


TANK CAR OR TRANSPORT LOADS e WATER TERMINAL AT CHICAGO 


UNIVERSAL PETROLEUM 


Casper 


Peoducen ‘and Wavkelers of Petroleum Products 


910 SOUTH BOSTON BLDG., TULSA, OKLA. 


REFINED PRODUCTS e@ NATURAL GASOLINE e BUTANE and PROPANE 
REGIONAL OFFICES: 


an ability to move with the b 
and marketing of petroleum pr 


a 
v 
2 
= 
ee 
2) 
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- 
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v 
4 
a 
vo 
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pet 


CARGO, 


4 


off other branch circuits. No “live” 
circuit breaker wires are exposed 
while the motor starter enclosure is 
open on a line starter combination. 

This new Appleton “Unilet” line 
covers all breaker-starter control 
equipment of leading firms rated to 
225-ampere breaker loads and to 100 
H.P. on 3-phase induction motors at 
600 volts maximum. 


Appleton Electric Co. 


5. Space Saver Range 


Crowded commercial cooking in- 
stallations are promised relief by the 
announcement here of a new line of 
Garland “Space Saver” ranges, ac- 
cording to Paul Inskeep, director of 





“Space Saver” ranges are offered in: 
Open top; “Equa-Therm” hot top; 
“Uni-Therm” fry top; side firing broil- 
ers; roasting and baking ovens; deep 
fat fryers; salamanders, and combi- 
nation broilers and griddles’ 

They are offered in stainless steel 
and standard black-Japan finishes 
and may be manifolded into battery 
with other 36 series units. 


Detroit-Michigan Stove Co. 


6. Air Conditioner 


A versatile year-round air condi- 
tioner will soon be manufactured at 
the Permaglas Division of A. O. 
Smith Corp. It will be on the market 
in limited quantities in May. 

The combination heating - cooling 
unit in one package will be housed by 
A. O. Smith in a modification of its 
present warm air furnace line, com- 
pactly measuring only 42 inches wide 
by 29 inches deep by 70 inches high. 

The 8.4 sq. ft. of floor space this 
unit will occupy is considerably less 





Looking for new channels to ex 
ercise ingenuity, action tn 
the changing tides 
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Model 2EC is a throttling-type heat control with 
adjustable bypass set at the time of installation 
to maintain a minimum flame over the main 
burner at all times. It assures a more even dis- 
tribution of heat and continuous air circulation 
that helps overcome the “cold 70°”. It is 
equipped with thermo-electric automatic pilot 
that automatically releases to provide 100% 
shutoff should pilot failure ever occur. 
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Pide the Coll! ix. hoster, Qolbetiine 


Here is a Control that offers you distinctive 
sales features incorporated in a unit known for 
its dependable performance. Here, too, is a 
Control made by Robertshaw®, a name known 
to millions because of a consistent national ad- 
vertising program ...and recognized by home- 
owners because of years of dependable service 
performed by millions of other Robertshaw 
controlled appliances everywhere in America. 


Robertshaw Fulton 


. CONTROLS COMPANY 


ROBERTSHAW THERMOSTAT DIVISION 
YOUNGWOOD, PENNSYLVANIA 























. 


new feature appears for the first tim: 
in the “Hi-Vue Model 535” which is 
in the deluxe price class. 

The “Hi-Vue” window, conven . 


than most competitive units of equal 
heating and cooling capacity, accord- 
‘ing to the manufacturer. 

The air conditioner and furnace 
combination will be available in 
either gas or oil-fired models and 
with either two or three ton cooling 
capacities. 

Permaglas Division, 
A. O. Smith Corp. 


cae 


7. “Window” Range 


The periscope principle has been 
adapted to a new range just an- 
nounced by O’Keefe & Merritt. The 





ently located in the backguard of the 
range, allows the busy homemaker to 
check her baking at a glance, with no 
need to stoop and squint, no pause to 
open the oven door. Pilot models of 
| the new range have been demon- 
strated at home shows and exhibits 
and have won enthusiastic accep- 
tance by dealers and customers. 


O’Keefe & Merritt , 


BRUNNER LPG UNITS 
are available in 5, 71% and 
10 H.P. models — easy to 
install, easy to service. 


“0 CTa-@ LP GAS TRANSFER UNIT 


SINCE 


8. Water Heater 
The General Water Heater Corp. 


BRUNNER ] 
‘ 


In bulk plants all over the country, operators report very sizeable 
gallonage savings with the use of Brunner LPG Transfer Units. The 
secret, of course, is that the Brunner Unit not only quickly transfers 
all liquid to the storage tank — but also removes and liquefies gas 
vapors in the tank car. With a simple turn of a valve, residual 
vapors in the tank car are removed down to recommended pressures 
of 15 to 20 Ibs. per square inch. PAYS FOR ITSELF . . . the savings 
in time and gallons (up to 540 gallons from a 10,000-gallon tank 
car) soon pay for your Brunner Transfer Unit — keep on paying 
big dividends every time you use it. 5 


WRITE FOR FREE BOOKLET that shows how to set up a 

highly efficient “tank car to storage” transfer system — 

describes the many safety and long life features found 

in Brunner LPG Units. 

BRUNNER MANUFACTURING COMPANY 
Dept. E-34, UTICA, N.Y., U.S.A. 


The Brunner Co., Gainesville, Ga. 
In Canada: Brunner Corp. (Canada) Ltd., Toronto, Ont. 


INDUSTRIAL 


... the name to look for on 





GAS COMPRESSORS 


has devoted considerable‘ research 
and engineering to the perfection of 
its new “Hi-Rate” line of heavy duty 
water heaters. The “Hi-Rate” pro- 
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NEW FREE CATALOG. WRITE TODAY! 


Whether it’s a 

motor, domestic 

or storage fuel tank, 

S and L Forged Steel 

Tank Adapters give LPG tank users the fea- 
tures won | want. That’s why S and L Forged 
Steel T. Adapters are popular with fabricators 
and dealers alike. 


Here's Why S$ and L Tank Adapters Mean More 
Sales, More Profits, More Satisfied Customers 
for You. 


Maximum Safety Protection For All Fittings — Fill and 
return valves, pressure relief, fixed liquid level 
gauge outlet, and liquid and vapor withdrawal 
valves ed in one compact unit. Less chance 
for break-off accidents. Fittings are stronger, not 
strung out. 
Tanks Easier To Fill, Safer Te Use—S and L Tank 
Adapters are drilled and tapped on a natural 
7 degree angle. This — greater freedom and 
ier i tion of liquid and vapor connec- 
from over-extended and compli- 
cated carburetor connections eliminated. 
$ and L Adapters Easy To install — Fabricator needs 
to cut only one hole in tank. Only one weld 
needed to install adapter. Fittings do not come 
into contact with welding heat. Your customers 
get neater, more attractive-looking tank. 
Made To Exacting Standards — Adapters conform to 
NBFU Pamphlet No. 58. Forged from top quality 
steel. All outlets accurately machined and 
threaded to NPT Standards. 


$ and L Tank Adapters Available for 
Every LPG Tractor or Truck Conversion. 





vides the desired combination of 
large storage, extremely high reheat 
capacities, and unlimited adaptability 
to any size or type of commercial op- 
eration. 

The “Hi-Rate” can be operated in- 
dependently or in multiple installa- 
tions without the use of a separate 
storage tank. This is ideal for motels, 
apartments, restaurants, etc., where 
space and costs are important factors. 

The companion “Big-4 Boosters” 
supply 180° water instantly for dish- 
washing, or when hooked-up with 
sterage tanks is unlimited in capa- 
city and flexibility. 


To help with the selling and instal- 
lation of the “Hi-Rate,” General has 
just released an attractive informa- 
tive folder which gives construction 
features, specifications and provides 
detailed “de’s” and “don’ts” to assure 
satisfactory installation and perform- 
ance. 


General Water Heater 


9. Plumbers’ Pot Valve 


The Bastian-Blessing Co.. an- 
nounces the manufacture of a new 
Rego plumbers’ pot valve, No. 2547W, 
designed for installation on any port- 





makes the REZNOR PAC 


Reznor’s gas-fired PAC (for Packaged 
Automatic Comfort) is so compact it 
will fit into the most out-of-the-way 
corner, yet so smartly styled that it 
doesn’t need to be hidden. As a sus- 
pended unit in utility room, recreation 
room, or even in the kitchen, the PAC’s 
trim styling makes it as completely in 
good taste as any other home appliance. 


Available in 75, 100 and 125 thou- 
sand BTU models, the PAC is ideally 
suited for crawl space, attic and all 
other horizontal furnace applications. 
But the PAC is the only horizontal fur- 
nace with the appliance styling which 
makes possible installation at the most 





REZNOR SUSPENDED 
MODELS... 

8 sizes — 25 to 

200 thousand BTU 











practical point in the home, regardless 
of other plans for the same area. 


The PAC is just the furnace many 
small home owners have been waiting 
for. Don’t miss this opportunity to cash 
in, 32° 


Used without ducts, the PAC is a 
deluxe unit heater which meets the 
most exacting demands for cleanliness, 
quietness, and fine appearance. But for 
most of your unit heater jobs, the 
standard Reznor line of suspended 
models will fit the bill perfectly, 


Write today for more details — ask 
for Bulletin GNP-52 on the PAC or 
Catalog GN-53 on the complete line. 
The Reznor Manufacturing Company, 
4 Union Street, Mercer, Pa. 


Wy, 
\SREZNOR 


Se 
oe, THE WORLD'S LARGEST-SELLING 
Gh 


Zi HEATERS 





able L. P. gas cylinder used to fur- 
nish fuel for a plumber’s pot burne:. 
The burner can be attached to the 
valve top by a POL connection and 
a three-inch thread on the outer 
valve top permits attachment of a 
tripod to support the lead pot. Incor- 
porated in the new item is a safety 
relief valve, adequate for cylinders 
up to 100 pounds of propane capacity. 

The No. 2547W, recommended by 
the manufacturer, has a wheel handle 
shut-off which provides a positive 
means of extending the valve life. 

For replacement purposes where 
the cylinder collar opening is not 
large enough for the handwheel type, 
the No. 2547 valve is available, iden- 
tical to the other valve except that 
the wheel handle is omitted to pro- 
vide for wrench operation. 


Bastian-Blessing Co. 


10. Gas Cooling Unit 


Newest addition to the Servel air 
conditioning line is a direct-fired 2- 
ton gas-operated ‘cooling unit that can 
be connected to forced-air gas fur- 
naces to provide all-season comfort. It 
requires only 8.7 sq- ft. of floor space, 
is small enough to go through a 30-in. 
door, and is engineered for easy in- 
stallation with existing duct systems. 
The unit’s refrigeration system is of 
the gas absorption type, which has no 
moving parts and no noisy vibration. 
Servel, Inc. 


Product Information 


11. Catalog Supplement Issued 


A new supplement to the regu!ar 
catalog has just been published >y 
the E. F. Griffith Co. Ineluded in the 
supplement are many new items and 
tools used in the servicing of apy !i- 
ances which are now available from 
the Griffith Co. 

Copies of the supplement or of ‘he 
complete catalog are available on "e- 
quest. 


E. F. Griffith Co. 
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Dealers 
are learning 
that you can’t 
beat American 


Botte Bil 


LP Trucks and 





Transports! 


Read what this Satisfied User 
Says about AMERICAN 
“Better-Bilt’’ Delivery Trucks 


constructe' 
middle mist . 
~ gee certainly wee = 
peng the tank units on pc 
mos chs 
a err a a price basis, 
f these differences, 
M coreelves very fortuna 
had the eon price.’ 
ct ag ie 
Metergos rvic 
Maitland, Florida 


that you ha 


my “al AMERICAN SALES, INC., National Sales Agents for 


meucorn TANK & MFG. CO. 


DALLAS, TEXAS — 2136 W. Commerce °* P. O. Box 5525 * Phone RI-9183 
JACKSON, MISS. — P. O. Box 2563 * Phone 3-8726 


Next time you‘re in Dallas be 
sure to visit our modern new 
plont and air-conditioned 
offices on West Commerce. 
You're always welcome! 


Compare Features! Compare Prices! See why 


Dealers Prefer American’ Better gilt” Tanks! 


American “Better-Bilt” tanks are made of 
new high-tensile steel and are EXTRA LIGHT 
WEIGHT. This means bigger pay-loads. We 
use high-flow style piping, which greatly 
increases the delivery of LP gas. The conven- 
ience and safety of the driver is of vital concern 
to us. Main shut-off valves are controlled from 
the driver-side of the truck. Two roomy cabinets 
are streamlined into rear of truck. Every tank 
is custom-balanced to the truck it’s built for. 
These are just a few of the many advantages 
available to you at no extra cost in an Amer- 
ican “Better-Bilt” delivery unit. 


LITTLEFIELD, TEXAS — 306 N. Ripley * P. O. Box 341 
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Write for our low 
prices on complete 
assemblies — from 
1250 to 2000 
water-gallon size, 
set on your truck, 
piped — ready for 
service. 


Also available at 
new lower costs: 
new 1954 Fords, 
GMC’s, Chevrolets, 
Dodges and Inter- 
national trucks for 
delivery -tank- 
mounting. Prices 
quoted on request. 











Rockwell Manufacturing Co. 


Rockwell Manufacturing Co. re- 
cently announced the following pro- 
motions: 

William T. Kiehl, Jr., DuBois, gen- 
eral manager of the Pittsburgh-Du- 
Bois Division, which operates three 
gas meter plants in DuBois and near- 
by Sykesville, has been named assis- 
tant to the executive vice president. 
W. M. Connor, succeeds him as gen- 
eral manager. Connor was formerly 
general manager of the company’s 
Macnick Division, Tulsa, Okla. 

Earl Hudson, production manager 
at DuBois, has been named assistant 
general manager of that division. 





American Tank and 
Manufacturing Co. 


James F. Jolley has been appointed 
regional manager of American Sales, 
Inc., national sales agents for Ameri- 





‘WE LIKE . 


SOFT JOBS 


BUT WE'LL TAKE THE TOUGH ONES TOO! .. 


Most pumping jobs in the LPG 
industry are easy for Corken 
pumps. In fact, just about the 
only hard jobs we ever find, 
become easy as pie when the 
principles of good LPG engineer- 
ing are applied. 


Summer or winter, on big jobs 
and little ones, Corken pumps 
and compressors are fast, 
smooth, economical and effi- 
cient. Even for such supposedly 
impossible jobs as moving LPG 
from an underground tank with 
a liquid pump, Corken has a 
way. 


Whatever your problem, we'll be 
glad to help you tackle it. 


208 E. Grand Oklahoma City, Okla. 
EASTERN OFFICE: 916 PUTNAM AVE., PLAINFIELD, N. J. 


RE 6-6518 
PHONE PL 7-1305 








can Tank and Manufacturing Co, 
Dallas. 

Ben Terry has been made saies 
representative at Jackson, ) Miss, 
where Mr. Jolley will make his head. 
quarters. Well known in this area, 
having covered the same territory 
for Squibb-Taylor, Inc., Mr. Terry 
previously operated his own L. P. gas 
business at Marx, Miss. 

D. W. Scoggins, of American Tank 
and Manufacturing Co., announces 
the appointment of Louis Sines as 
comptroller and office manager. 


Pressed Steel Tank Co. 


N. A. Evans, vice president in 
charge of sales for Pressed Steel 
Tank Co., Milwaukee, recently an. 
nounced the appointment of Edward 
Elliott, Jr., as manager of cylinder 
sales and Ross H. Dean as manager 


Edward Elliott, Jr. Ross H. Dean 
of special products sales. 

Elliott will devote his time to s:les 
of Hackney L. P. gas cylinders, com- 
pressed gas cylinders and L. P. as 
systems. Dean will be responsible ‘or 
sales of Hackney L. P. gas fuel tars, 
paint spray containers and air re- 
ceivers. 


Tappan Stove Co. 


Donald E. Fatkin has been ap 
pointed territory manager for ‘he 
Tappan Stove Co., A. B. Ritzentha er, 
vice’ president in charge of sales, 20 
nounced. 

Mr. Fatkin will manage the b 
ginia sales territory. He joined °: 
pan’s credit department in 1 FA 
served as field service representa’: ve 
in 1952 and was transferred to he 
sales department early last year. 
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NOWMAGHEG 


are our business, too! 


\ 





THESE ARE JUST A FEW OF 
Tue many SALES HELPS 
Whether you're selling patented 


Mix-O-Gas Systems, Delta Per- DELTA HAS FOR you! 


formance Tested Systems or Delta 


@ 5,951, 264 
FARM PUBLICATION 
ning and working all the time READERS 


to increase your sales Striking advertise- 
ments in Arkansas 
Delta not only puts the finest in Farmer, Mississippi 
Farmer, Progressive 
design, materials and workman- Farmer, Kansas Farm- 
er, Missouri Ruralist, 
Prairie Farmer, and 
sct for you, but to help you sell The Farmer, help 
create sales for you. 


Guardian Cylinders, we're plan- 


ship into every Delta-built rogers, 


we also offer you the strongest 


atl Mmohamr: Veh Acid ittiale Mtl) ol olola mmr Tare) 


@ 12% RETURN FROM 
planned promotions DIRECT MAIL 

More than 14,000 pot = 
Your- sales and profits are our Seldevs wate ahd i 


business. too you'll find to prospects inter- 
ested by direct mail. 














your Delta Sales Representative a 


trained specialist, ready and will- @ SPECIAL PROMOTION 
ing to help you increase them KITS FOR YOU 


Complete plans for 
successful sales cam- 
paigns are furnished 
you regularly to help 
build sales. 


pet ae PSI soe 





Dixie Products Inc. 


Robert B. Hurt, well known stove 
industry executive, connected with 
Hardwick Stove Co. for 37 years, has 
been appointed director of research 
of Dixie Products Inc., Cleveland, 
Tenn., according to S. B. Rymer, Jr., 
president. 


Calcinator Corp. 


Miss Bea Lawson Miller has been 
appointed director of consumer serv- 
ices of the Calcinator Corp., Bay 
City, Mich. 


American Car and Foundry Co. 


The American Car and Foundry 
Co. has appointed Charles C. Galli- 
cano assistant to the president, 
Charles J. Hardy, Jr. 

He entered ACF employ in 1948 as 
production control and scheduling 
assistant; in May 1949, he was ap- 
pointed administrative assistant in 
the president’s office. The following 
changes in the Western sales area of 
the company were announced: John 
H. Van Moss, western sales manager 
at Chicago who, at the request of 
ACF, has remained two years beyond 





C. C. Gallicano 








PICKUP MOTOR FUEL TANK 
WITH THE BONUS OUTLET 


This spec! 


let permits simpl 


brandin 


today. 





ially designed fan 


Bonu 
odel pickup in FIFTEEN MINUTES. The 
m 


e hookup for weed b 
g irons and camp 
without disconnecting © 


single valve. 


All of the production facilities of the Western Tank & 
Steel Corp. are devoted to the manufacture of custom- 
tractor and motor fuel tanks. Because they are a main- 
line and not a sideline, you can rightfully expect a pro- 
duct with superior quality and extra features, such as the 
bonus outlet. Write for further information and prices 


Regional distributorships are still available in some areas. 


Phone 5-7517 P.O. Box 1013 Lubbock, Texas 


k can be installed in any 
s Out- 


urners, 


stoves 











J. E. Angst 


E. B. Carpenter 


normal retirement age, became sales 
consultant for the Western territory 
with headquarters in Chicago. 

Ellsworth B. Carpenter, district 
sales manager at St. Louis, was ap- 
pointed western sales manager at 
that point, with jurisdiction over the 
Chicago, St. Louis and San Francisco 
sales offices. 

John E. Angst, assistant western 
sales manager, was named district 
sales manager at Chicago. 


Pennsylvania & Southern Gas Co. 


Paul E. Quinn 
has been appoint- 
ed manager of 
the Elizabeth and 
Subygrban Gas 
Co. of* Elizabeth 
City. N. C,, 
which is a sub- 
sidiary of Penn- 
sylvania and 
Southern Gas 
Co. of -Westfie'd, 


Paul E. Quinn N.J. 


Robertshaw-Fulton Controls Co. 


Now under construction in sub:'r- 
ban Los Angeles is the new $500,(0 
plant of the Anaheim Div. of Robe t- 
shaw-Fulton Controls Co. One of s. v- 
en Robertshaw manufacturing d:vi- 
sions, Anaheim is the only one :ie 
voted entirely to defense production. 
It is engaged in the manufacture of 
electronic, electro - mechanical, ! y- 
draulic and pneumatic componerts 
for aircraft, guided missiles, and fi: e- 
control systems. 
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TRIPLE ECONOMY 





Gross capacities up to 


Its the biggest truck news of 54 


49,000 Ibs. GVW. with new 
Tandem-Axle Bic Joss! 
Two all-new models, 4 
wheelbases each. Priced 
with the lowest. 


| NEW LOW-FRICTION ENGINES offer 
® power increases up to 23% with gas- 
saving economy! One reason: modern 
short-stroke design cuts down on in- 
ternal friction waste as much as 33% ! 


& 

2 NEW 3-MAN DRIVERIZED CABS 
cut fatigue. New long-wearing 
woven plastic seat upholstery. 
Exclusive Ford seat shock snub- 
bers! Huge one-piece windshield! 


Ford advances further with big new savings in all 3 
vital truck areas! There’s more gas-saving power! 
Still better drivers’ working facilities! Big capacities, too! 


New Ford Trucks for ’54 offer the mightiest concentration 
of power per cubic inch ever built into any truck engine 
line! And, smaller-displacement engines like Ford’s five 
new truck powerplants normally need /ess gas! 'That’s only 
one big factor behind Ford Truck Triple Economy for 1954. 
For more information, write: Ford Division, Ford Motor Co., 

Dept. T-64, Box 658, Dearborn, Michi- 

gan—or call on your Ford Dealer, today! 


ONLY FORD gives you Gas-Saving, Low-Friction, High- 
Compression, Overhead-Valve, Deep-Block engines in all 
truck models! Advancements like rotating valves increase 
valve life, and full-flow oil filter lengthens engine life. 
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5 great truck engines: 115- 
h.p. Cost Clipper Six, 130- 
and 138-h.p. Power King 
V-8, 152- and 170-h.p. 
Cargo King V-8! 


ath*8ten 


NEW CAPACITIES! New Factory- 
® Built 6-Wheelers, up to 60,000 Ibs. 
GCW! Two new Cab Forward 
Bic Joss! Ford’s 221 models offer 
low curb weights, top payloads! 


NEW Ford Master-Guide Power Steering is 
standard on new Series T-800 and (with 
152-h.p. V-8) T-700 Bice Joss; optional at 
worthwhile extra cost on most other Bic 
Joss. Cuts steering effort as much as 75% ! 


a 
ee 


FORD %,TRUCKS 


MORE TRUCK FOR YOUR MONEY 
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Worthington Corp. 


The Worthington Corp., Harrison, 
N. J., recently honored Paul Diser- 
ens, consulting engineer, at a testi- 
monial luncheon in the Essex Club 
upon the occasion of his retirement 
after 45 years. 


International Sales Co. 


International Sales Co., furnace 
manufacturers, San Francisco, have 
appointed W. L. Kell as sales mana- 
ger. He will handle sales with Jim 
Deane who with Charles E. Larson 
was recently made vice president. 


Magic Chef, Inc. 


H. V. Floerke, former sales mana- 
ger, has been named Central Heating 
sales manager with full responsibility 
for home conditioning operations. He 
will direct a team of heating special- 
ists who will introduce Magic Chef’s 
all new “Magic-aire” winter and 
summer conditioning units. 


Kerotest Manufacturing Co. 


Russell H. Coe has been named 
sales manager for Steel Valve Sales 
according to an announcement by 
R. B. Tullis, president of Kerotest 





"G J-BOSS” 


GROUND JOINT FEMALE 
COUPLINGS—STYLE X-34 


Unequalled for safe, durable, trouble-free connections on all L-P 
Gas hose. Ground joint union between stem and spud provides 


washerless, leakproof seal. Furnished with super-strong “Boss” 

, Offset and Interlocking Clamps. All parts steel or malleable iron, 
thoroughly rustproofed. Sizes 144” to 6”, inclusive. Also available 
in washer type, and with companion “Boss” Male Couplings. 


Stocked by Manufacturers and Distributors of Industrial Rubber Products. 


GENERAL OFFICES & FACTORY 


PHILADELPHIA 22 BR; 


DIXON Vive dé Coupling ( Co, 





Manufacturing Co., Pittsbur;h, 
Penna. He was formerly a sales rep ‘e. 
sentative in the Pittsburgh area. 


The Weatherhead Co. 


The Weather. 
head Co., Cleve. 
land, announ es 
the appointment 
of Charles P. 
Kelsey. as mana. 
ger of export 
sales. In this <a. 
pacity he will di. 
rect selling activ. 

Zz ity for all divi- 

C. P. Kelsey sions of the com- 

Sine pany in markets 

outside of the United States and 
Canada. 


Kelsey was assistant production 
manager and later export manager. 
Before joining Weatherhead in 1947, 
he was vice president in charge of ex- 
ports for Continental Corp. 


He is a member of the American 
Marketing Association and the 
Cleveland World Trade Association. 


Butler Manufacturing Co. 


Harold A. Ed 
lund has been 
promoted to the 
post of general 
sales manager of 
the Butler Manu- 
facturing Co., it 
was announced 
by Glen C., 
Speakman, vice 
president in 
charge of sales. 
H. A. Edlund . Edlund joined 
Butler in May 1952,-and has been as: 
sistant general sales manager. In his 
new position he will direct sales ef- 
forts of all the Butler product divi- 
sions—oil equipment, steel buildings, 
farm and dry cleaning equipment, 
spécial products, and the sales sub- 
sidiary companies, Butler Pan-Ar =r- 
ica and Butler International Co. 


Pyrene Manufacturing Co. 


Maynard A.. Laswell, vice pi -si- 
dent for many years of C-O-Two | ‘re 
Equipment Co., has been also m. de 
vice president in charge -of sale: of 
the Pyrene Manufacturing Co., 3c 
cording to an announcement by § R. 
Baker, president and chairman of he 
Board. 


The affiliated companies have ¢"-0- 
eral offices and factories in New: "k, 
New Jersey, and manufacttite 4 
complete line of approved fire °x 
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FASTER 


mT MORE EFFECTIVE... 
a wi DEPENDABLE 


Al cIRE- STOPPING | : 

| POWER : ANSUL 

: _— | FIRE EXTINGUISHING 
EQUIPMENT 











* FASTER. . . A short, quick downward motion of the 
he 4 puncture lever pressurizes the extinguisher and it is 
‘al q ready for instant use. 

bs > MORE EFFECTIVE . . . Even the inexperienced oper- 
it ress . a ator gets near-expert results because of the ease of 
ed ‘ cet Srecam wast a y operation and handling. In addition ANSUL “PLUS- 
C. 7 i FIFTY” Dry Chemical has greater fire-killing power. 
ce 4 ‘ a 

in : a fF. MORE DEPENDABLE. . . Exclusive ANSUL-ENGI- 
S. : . ‘g a 2 ‘ NEERED design features include water-tight and corro- 
ed : F : ’ sion-resistant construction, easy, on-the-spot recharge 
re! ; without special tools and other exclusive Ansul devel- 
of. 4 opments which insure greater dependability. 

: 4 FIRE-STOPPING POWER... ANSUL FIRE EXTIN- 
at é GUISHERS have the highest ratings for fire-stopping 
ib. # power ever awarded any type of class B and C fire 
a é extinguishing equipment. 


Send for File No, B-201. a 


si- $ : F - ba will receive a variety of — 
t : AmSUL Bay rinted matter. Included is our 
re t LO) 0) 4 my 0) : eest catalog which Geseribes 
de i : Aeron Gea tae Anal tee 4 
of Be bs watt to Ansul Piped Systems and An- 
my iy 4 , sul 2000 Ib. Stationary Units. 
R. 2S 
B OFFICES AND DISTRIBUTORS IN PRINCIPAL 
n- , ie af CITIES IN THE U. S. A,, CANADA AND OTHER COUNTRIES 
k, 9 ‘ 


MANUFACTURERS OF 
s p DRY CHEMICAL FIRE EXTINGUISHING EQUIPMENT, REFRIGERATION — 
‘x: oI PRODUCTS, INDUSTRIAL AND FINE CHEMICALS AND LIQUEFIED GASES 
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tinguishers, air foam playpipes, car- 
bon dioxide and air foam fire extin- 
guishing systems, as well as smoke 
and heat fire detecting systems. 


International Harvester Co. 


International Harvester Co. an- 
nounces the appointment of Ralph M. 
Buzard as manager of the company’s 
motor truck sales department. He 
succeeds W. K. Perkins, who will be- 
come staff assistant to the vice presi- 
dent, working on special assign- 
ments. 


Ansul Chemical Co. 


Richard M. Baker, Ansul Chemical 
Co., has been appointed advertising 
and sales promotion manager. He has 
served with the company six years as 
publicity manager. 


Hamilton Manufacturing Co. 


R. G. Halvorsen, vice president of 
Hamilton Manufacturing Co., Two 
Rivers, Wis., announced recently that 
C. W. Altmann has been appointed 
manager of the company’s sales serv- 
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BREIDERT AIR-X-HAUSTER 


Safe, sure ventilation no matter which way 


the wind blows . 


‘ 
. . The Breidert represents a “ 


Pat. No. 2269428 


RR ie 


IS THE 
MOST EFFICIENT 
VENT FLUE CAP 
ON THE MARKET 
VA 



































revolutionary, aerodynamically-correct principle in 


design that makes it especially suitable for venting 
gas heaters and other appliances. Properly installed, 
the Breidert cannot back-draft where there is no 
interior negative pressure! In recent exhaustive tests 
by the U.S. Government, Breidert Air-X-Hausters 
out performed all other types of ventilators tested. 


Reduces service to a minimum . . . The Breidert 
is stationary, has no moving parts to jam or get out 
of order. Instead of exhausting soot and fumes 
downward as most conventional ventilators do, the 
Breidert vents to the sides. Thus, the flue stack and 
roof remain cleaner, and without discoloration. 


A few words about cheaper caps... You may 
buy lower cost vent caps than Breiderts, but the 
necessity for special service work to make them 
operate properly may cost you $10 to $25 


additional. 


First with certified di- 
rectional wind capac- 
ity ratings ... The 
Breidert ventilator offers 
certified capacity ratings 
based on tests made with 
wind blowing at all angles 
(as shown). These high 
capacities were proved 
and certified by Smith 
- Emery Co., Pacific Cost 
branch of Pittsburgh Test- 
ing Laboratories. Insist on 
certified ratings based on 
directional wind tests at 
various vertical angles as 
shown in considering any 
ventilator. 


Send for literature and 


Installation Guide. No 
charge or obligation. 


G. C. BREIDERT CO: Dept. BP., P. 0. BOX 1190, SAN FERNANDO, CALIF. 
REPRESENTATIVES IN PRINCIPAL CITIES OF THE U. S. 








ice division. He was formerly sales 
manager of the company’s nursery 
furniture division. 


Robertshaw-Fulton Controls C), 


The Robert. 
shaw - Fulton 
Control Co. kas 
announced ‘he 
appointment of 
Thomas H. Jef. 
fers to the posi- 
tion of assistant 
general mana ‘er 
of the Anaheim 
division, Ana. 
heim, Calif., and 
his election as an 
assistant vice president of the com- 
pany. T. T. Arden continues as gen. 
eral manager of the Anaheim divi- 
sion. / 

Appointment of Frank H. Post as 
sales manager jn charge of all sales 
for the Robertshaw-Fulton Thermo- 
stat and American Thermostat Divi- 
sion has been announced by the par. 
ent company. 


T. H. Jeffers 


Detroit-Michigan Stove Co. 


The Detroit- 
Michigan Stove 
Co. has an- 
nounced the elec- 
tion of Fred A. 
Kaiser as execu: 
tive vice presi- 
dent and a direc. 
tor of the com. 
pany. He re- 
places Wendell 
L. Smith who has 
retired. 

Vice president of the company 
since April 1948, he has been with 
Detroit-Michigan since 1931, when he 
started as a territory salesman. 

Mr. Kaiser is widely known in the 
gas appliance industry and is a noted 
speaker on sales subjects. He is a di- 
rector of GAMA, and a member of 
the Industrial and Commercial te: 
search Committee of the American 
Gas Association. 


F. A. Kaiser 


Philco Corp. 


The Philco Corp. has acquired -he 
assets of Dexter Co., Fairfieid, Io.va, 
manufacturers of driers and was! ng 
machines, William Balderston, Ph ‘co 
president, and Tom B. Hunt, p: ‘si- 
dent of Dexter, announced. 

This acquisition marks Phi! 0's 
entry into the home laundry fivld, 
and the company plans to cont:ue 
operation of Dexter Co. under pes 
ent management as a separate wnit. 
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Major Ritiner Buys 65,000 Gallon 
LPG Storage Tanks From McNamar 


This purchase of battery of large storage tanks by billion-dollar oil and refining com- 
pany is proof that McNamar can supply any size LPG tank you want. 

Whether it’s a 115 gallon domestic system or a 6000 to 30,000 gallon storage tank, 
McNamar can always meet your requirements . . . for size . . . quality of workmanship 


. speed of delivery. 

-@ Reasons Why 
Your Next Tanks 
Should Be 
McNAMAR'S 


. MeNamar’s are UL approved Tanks. 4. They also meet all requirements of 
. They meet all requirements of all ‘the old ASME U-69 code. 
states. 5. McNamar’s are X-rayed to meet the 


. McNamar’s are built under the new requirements of the new ASME 
ASME code. © code. 


9p rscatg — Non! McNamar stands on its record of 
ee 7 _ performance. When you buy McNamar, 
* you've bought the best tank money can buy. 


McNAMAR 
= McNAMAR 


BOILER |v.) ie Ge On © 


BOX @ee@ ©* TULS Ay GER LAHOMA 


Anhydrous Ammonia Tanks Also Available in Standard Sizes 
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Servel. Inc. 


Servel, Inc. announces that Allen 
E. Apple, manager of industrial rela- 
tions, has been paced in charge of 
the activities of all departments of 
the personnel division at Servel, Inc. 
He assumes duties previously per- 
formed by F. W. Ortman, Jr., who re- 
signed last week as vice president in 
charge of personnel to become indus- 
trial relations director of a company 
at New Holland, Pa. 

H. R. Nielsen was promoted to 
manager of the air conditioning divi- 


sion at Servel. He was formerly sales 
manager of this division. 


Mueller Climatrol 


Lee Miles, cooling sales engineer 
for Mueller Climatrol, Milwaukee, 
was recently reappointed chairman 
of the Manual 11 Committee of the 
National Warm Air Heating and Air 
Conditioning Association. In addi- 
tion, Miles was named a member of 
the NWAH&ACA Educational Ad- 
visory Board Committee. 








WERE’S ANOTHER REASON 


why Invader pumps per- 
form better... longer. 
Improved, rounded 
tooth design assures 
less “down” time, fewer 
replacements. 











FOR LP-GAS SERVICE 


This new and improved 

Invader “Dual Seal” 

Pump has a double 
mechanical seal, double 
protection for bearings, 

and other advanced engi- 
neering features—including an 
extra large grease pocket packed 


with insoluble lubricant. 


Thanks to the double mechanical seal, 
these pumps can’t leak. The bearings 
are protected against water and dirt, 
assuring long, trouble-free operation. 


Mounted on your trucks or installed in 
your bulk plant, Invader LP-Gas pumps 
will give you the kind of service you 
have always wanted! 


Write for Specifications, Dimensions and Prices 





The SCHIRMER-DORNBIRER PUMP Co. 





1719 East 39th Street ° 


Cleveland 14, Ohio 





Surface Combustion Corp. 


Surface Com. 
bustion Cor», 
(Janitrol Divi- 
sion) has an. 
nounced the a)- 
pointment cf 
Kent J. Black of 
Fremont, Ohio, 
as sales repre 
sentative for 
Western Ohi». 
He replaces Ei- 
ward Michalak 
of Toledo who has been transferred 
to the Omaha office of Janitrol divi- 
sion. Black will work from the To- 
ledo area under the direction of 
Richard B. Thornburgh, manager of 
the Columbus sales territory. 

He joined the Janitrol sales force 
in August, 1953, after working with 
Ohio Fuel Gas Co. for 16 years as a 
heating and air conditioning special- 
ist. 


Kent J. Black 


American Radiator & 
Standard Sanitary Corp. 


W. Walton Woodroof has been ap. 
pointed manager of cooling sales of 


ontersy 


W. W. Woodroof H. E. Rossell, Jr. 

the Sunbeam Air Conditioner Divi- 
sion of American Radiator & Stan- 
dard Sanitary Corp., while Henry £. 
Rossell, Jr. has been named manager 


“of dealer development of this divi- 


sion. 


Mine Safety Appliances Co. 


William H. Gates has been «p- 
pointed manager of the Southw: st 
district of Mine Safety Applianc:s 


Co. Mr. Gates, formerly assiste xt 


manager of the district succeets 
Harry W. Richards, Tulsa, who did 
Dec. 5. 


Coleman Co., Inc. 


The Coleman Co., Wichita, | \s 
named Douglas C. Albright wo <s 
manager. He will direct and coord 1- 
ate all phases of production and »- 
dustrial engineering, manufacturi g 
and quality control in the Wich ‘a 
factories of the company. 
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Illustrated is Butler L. P. Gas Truck Tank. 
built for General Natural Gas Corp. of 
New York, and equipped with Hannay 
Hose Reel with Explosion-proof Electric 
Motor. Modern installations such as this 
are streamlining deliveries for LPG dis- 
tributors everywhere. 








For Retler Cooking 


| & MY SMIRRS SEN og J 


SE REELS Proved and Approved by 


Leading LPG Distributors 


for Safe, Speedy, Superior Service 


All over the nation, under all sorts of - 
weather conditions, Hannay Hose Reels are 
helping LPG distributors make faster, more 

_ economical, safer deliveries. They reduce 
time at every stop, extend the life of expen- 
sive hose, eliminate mess and annoyance, 
keep delivery men happy. 


The Hannay Hose Reel Model EPB with Ex- 
plosion-proof Electric Motor and simple 
push button control is the most efficient reel 
made . . . the most completely satisfactory 
reel your money can buy. Manually oper- 
ated models are also available. Ask your 
equipment jobber or write us for full infor- 
mation. 


wANNay 


feel. a ’ aij REG. U.S. PAT. OFF, 
me. in HOSE REELS HOSE REELS 
oh ose ~ CLIFFORD B. HANNAY & SON, Inc. 
: “ 
WESTERLO, New YOR 


© 1953, C.B.H. & S., Inc. 
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We need fittings 
QUICK! 
When can you 
ship ‘em? 


ships quick...your 
order’s going out 


IMMEDIATELY! 


for fast service on... 


COPPER TUBE 
FITTINGS 


Phone... Wire... or Write TODAY 


SPAN gives the fastest shipping 
service in the industry, because 
SPAN manufactures and stocks a 
huge inventory of Copper Tube Fit- 
tings. Write for catalog and price 
list of high quality flared fittings, 
compression fittings, and valves. 


act PAN 


800 yeep “yey 
AN 


cart AN 


it says LOOK OUT 


@ The accepted standard odorant 
for natural or liquefied petroleum 
gas — gives sure but harmless 
warning. 


Purified — Moisture-free — PRO- 
TECTS FIXTURES. Meets all 15 
qualifications of National Bureau 
of Standards. 











MALLINCKRODT CHEMICAL WORKS 
Mallinckrodt St., St. Lovis 7, Mo. 
72 Gold St., New York 8, New York 
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Scaife Co. 


The following personnel changes 
have been made by the Scaife Co., 
Oakmont, Pa.: 


W. T. Bryson becomes sales super- 
visor of district 5 with headquarters 
in Atlanta. Dean Wagoner will con- 
tinue to represent Scaife Co. in dis- 
trict 5 in the sale of gas cylinder pro- 
ducts in North and South Carolina. 

Frank F. Brown has been appoint- 
ed a sales representative in the New 
York territory, working under G. J. 
Asbee, manager of district 2. M. F. 
Gier has been made cylinder special- 
ist at the company’s home office in 
Oakmont. 


Dearborn Stove Co. 


E. S. Klein. 
mann has been 
elected vice pres- 
ident and named 
general sales 
manager of Dear- 
born Stove Co. to 
succeed C. N. 
Hinds who re- 
signed. 

As vice presi- 
dent and general 


E. S. Kleinmann 
sales manager he 


~| will direct the sales activities of 59 
| salesmen and regional sales mana- 


gers in 50 territories, with regional 
offices and warehouses in key cities 
throughout the nation. 

He joined Dearborn in 1940 as a 
salesman in Chicago. 


Empire Stove Co. 


George H. Ni- 
chols, Jr., has 
been appointed 
branch manager 
of the Empire 
Stove Co. in the 
Houston area, it 
was announced 
by Lee A. Brand, 
vice president. 

Nichols was 
formerly south- 


G. H. Nichols, Jr. 
ern regional 


| manager for the A. O. Smith Co. 


| Warren Petroleum Corp. 


Melinchrods > 


K. T. White, formerly district man- 


| ager of the Houston LPG division of 


Warren Petroleum Corp., has been 
named sales manager. He is succeed- 
ed by J. T. Bradley, formerly mana- 
ger of the distribution department of 


| the LPG division. 


Reznor Manufacturing Co. 


The following appointments have 
been announced by the Reznor Man. 
ufacturing Co.: 

Karl M. Midney, formerly preii- 
dent of Metal Industries Inc., Younss. 
town, Ohio, has been named distr ct 
manager of the Florida territory. 

James Sweeney has been made «ss. 
sistant to Lester Crahan, district 
manager of the California territo-y 
and will work with Reznor distribu- 
tors in the northern part of the sta‘e. 


C. L. Bryant Corp. 


Frank J. Yuhas has been named 
assistant sales manager of C. L. Bry- 
ant Corp., it was announced by E. 
Lee Merrill, president of the Cleve. 
land, Ohio firm. y 

A veteran of 17 years in the heating 
and air conditioning field with the 
company, he has served as sales engi- 
neer for the past six years in the 
Cleveland area. 


Bastian-Morley Co., Inc. 


Bastian-Morley Co., Inc., has elect- 
ed Harry B. Carbon president. He is 
also the 1954 chairman of the gas wat- 
er heater division of GAMA. Other 
officers include: Harry J. Morley, 
vice president; R, A. Hunter, secre- 
tary; H. J. Kohne, treasurer; John 
Zylstra, controller. 





Ralph A. Caylor 











Ralph A. Caylor, district manager 
of the Indianapolis area for Surface 
Combustion Co., Janitrol Div., ‘'o- 
ledo, passed away recently after an 
‘extended illness. He was with the 
firm 17 years and was widely known 
throughout the industry in the m'd- 
west. 





Tom Gibbons 








Tom Gibbons, 40, director of ; i- 
vertising and sales promotion of ‘xe 
Coleman Co. of Wichita, Kans., a 7 
recently following an automobile : 
cident. 

Prior to joining Coleman last M: y, 
Mr. Gibbons was director of mark: t- 
ing of the Caloric Stove Corp., Phi: 
delphia, after six years as advertisi \g 
manager of Magic Chef, Inc., -*. 
Louis. 
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PREST-O-LITE 


Trade-Mark 


CYLINDERS 
for LP-Gas 


are your 
best buy 


When it comes to LP-Gas cylinders, your 
wisest, most economical investment is in the 


Prest-O-LitE Brand. For Prest-O-Lite Cylin- | 


ders combine unsurpassed quality, low cost, 
and attractive appearance to satisfy the exact 
needs of LP-Gas users everywhere. 

Prest-O-Lite Cylinders are rugged and 
sturdy for lang, dependable service life. 
They’re lightweight for easier handling -at 
lower expense. Factory testing is in excess of 
requirements to assure maximum safety and 
performance. Every Prest-O-Lite Cylinder is 
deep-drawn to extremely uniform wall thick- 
ness. Durable aluminum enamel protects the 
cylinder finish indefinitely and reduces re- 
painting costs. ; 

For further information write or *phone 
your nearest LinpDE Office today. Ask for free 
booklet F-8187. 


The terms “Linde” and “Prest-O-Lite” are registered trade- 
macs of Union Carbide and Carbon Corporation. 
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Data remains easy to read throughout life of the cylinder. Large charac- 
ters are deeply cut into an extra thick, wide flange on 60-lb. and 100-lb. 
capacity cylinders (into valve protecting head ring of 20-lb. and 40-lb. 
styles). 


Superior anti-rust coating protects the cylinder bottom and interior of 
footring against corrosion—a valuable extra at no additional cost to you! 


Prest-O-Lite Cylinders are available in the popular 20-lb., 40-lb., 60-lb. 
and 100-lb. capacity sizes, with or without valves, Other styles can be made 
to order. 


LINDE AIR PRODUCTS COMPANY 
A Divis f Ur n Car } (fold ote! ae) it 


O]1OL-melale| 


a 














L. P. Gas Proves Best 
In Government Tests 


Liquefied petroleum gas, used in 
millions of rural, small town and su- 
burban homes, has emerged success- 
fully from the latest of a series of gov- 
ernment tests of competitive house- 
hold fuels. 

Tests concluded recently at Belts- 
ville, Md., by the U. S. Department of 
Agriculture’s bureau of human nutri- 
tion and home economics revealed 
that L. P. gas is faster than electricity 
for cooking, the L. P. Gas Informa- 


Buta 





tion Service, Chicago, announced re- 
cently following an analysis of a re- 
port issued by the government 
agency. 

Despite its satisfaction over this 
phase of the Beltsville experiments, 
the L. P. gas industry agency criti- 
cized the “Electric-sponsored pro- 
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«eis built into every Superior Valve 


Years of proven service throughout the LP-Gas 
industry is your guarantee of dependable opera- 
tion from Superior cylinder valves. Designed 
for rugged service, they operate easily; there is 
no freezing or sticking under adverse conditions. 
Be certain your installations include the most 
dependable cylinder valves on the market . . . 
those made by Superior. : 
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ject” as being limited to a stucy 
“merely of the energy ratios of gis 
and electricity and not of over-|] 
comparative costs.” 

“The Beltsville tests were design: d 
to cover only one relatively minor 
phase of electric and L. P. gas per. 
formance, utilization of energy, bit 
there are many other factors whi-h 
make L. P. gas the more economical 
cooking fuel,” the information ser v- 
ice statement said. “Among these are 
the generally lower cost of L. P. gas, 
the lower initial price of the gas 
range, lower installation cost and 
negligible maintenance expense 
(most gas burners are guaranteed 
for the life of the range).” 

Asserting that for years the electri- 
cal industry has claimed that gas 
ranges use three times as much ener- 
gy as electric ranges, the industry 
agency said: 

“The Maryland tests, despite their 
NEMA sponsorship and limited 
scope, failed to prove this ratio. Fur- 
thermore, no attempt was made by 
the government staff to interpret its 
findings in terms of cost of operation, 
or in terms of the particular commun- 
ity under investigation.” 

The L. P. gas statement also re. 

ferred to the relative merits of gas 
and electric ranges in terms of cook- 
ing utensils. Gas, it contended, proves 
its adaptability by performing effec- 
tively with any type of utensil, while 
the size and shape of the utensil is an 
important factor in electric cooking. 
It was explained that the gas flame 
shapes itself to the eritire bottom sur- 
face of the pot or pan. 
- Freedom from worry about fuel 
supply interruptions brought abcut 
by storm conditions and line failures 
was cited as an all-important reason 
why non-urban householders rely on 
L. P. gas. 


Superior Propane Now 
Serving 15,000 


During December 1953, Super or 
Propane Ltd. signed up its 15,00: th 
domestic customer, a net increase in 
the number of customers during ‘1e 
past year of 2364. Superior Props 1¢ 
Ltd. serves its customers throug! a 
network of eight plants and branct:.s, 
and thirty agents and dealers cov ’r- 
ing Southern Ontario from Sarnia in 
the west to the Ottawa and >t. 
Lawrence valleys in the east. 
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The LMC incorporates all the desirable features of home delivery units in one model: 


ECONOMY ® HIGH PAYLOAD @ SAFETY ® SMART APPEARANCE 


Fe tote tg 


WRITE FOR ADDITIONAL INFORMATION, PRICES AND PAYLOADS 


H 


Yo 


DRAWER 1589 PHONE 3-4631 
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Ruud Mfg. Co. Plans 
To Move Offices 


Ruud Manufacturing Co. is plan- 
ning to move its general offices from 
Pittsburgh, Pa. to Kalamazoo, Mich. 

In a recent letter to stockholders, 
Ruud management revealed its in- 
tention to construct a general office 
building adjacent to its Kalamazoo 
manufacturing plant. This is a mod- 
ern factory on a 14-acre plant site. 

According to M. G. Hulme, board 
chairman, since the establishment of 
the Michigan plant a dozen years ago, 
and the more recent discontinuance 


of major manufacturing operations 
in Pittsburgh, it has become increas- 
ingly apparent that general offices 
also should be moved to Kalamazoo. 

Founded in 1889 by Edwin Ruud, 
the manufacturer of gas water heat- 
ers and house heating appliances for 
homes, commerce and industry has 
been a nationally recognized Pitts- 
burgh industry for more than half a 
century. 


Suburban Gas 
Buys New Units 


W. R. Sidenfaden, president of Su- 
burban Gas Service, has announced 








FOR YEAR-ROUND LP-GAS LOAD, Se i These 
RANSOME PRODUCTS AND MARKETS 


RANSOME Line Uses 


Prospects 





Torches 


preheating 
soldering 


lead wiping 
melting out joints 


plumbers 
pipefitters 
ranchers 
garages 


Furnaces 


pipe bending 

sweating streamline 
fittings 

core drying 

singeing 

paint removal 

disinfecting poultry 
and hog sheds 

laying and shaping 
asphalt tile 

weed burning 

backfiring 

melting lead, babbit, - 
glue, paraffine, 
asphalt 


contractors 

sheet metal workers 
roofers 

machine shops 
factories 

asphalt tile layers 
foundries 

slaughter houses 
poultry men 

bal kK 





painters 

public works 
departments 

oil fields 

electricians 





Heating systerns for 
dryers and dehydrators 


drying cotton, rice, 
fruit, etc. 


cotton gins 
fruit and nut growers 
rice growers 





Built-to-order 
standby plants 








for original or supple- 
mental gas supply 





industrial plants 
municipalities 


_ schools 








Cash in NOW with the Ransome line! 
Write TODAY for prices, discounts, descriptive literature, 


RANSOME COMPANY 


the acquisition of four new propane 
distributing properties. 

The company has. acquired the 
Petersen Butane Service of Watsor- 
ville and the tank gas division of the 
Arizona Public Service Co. at Gila 
Bend, Ariz. In January Suburban 
Gas Service acquired the property cf 
Western Liquid Gas Co. of Adelant:, 
Calif., and the Mojave Liquid Gzs 
Co., Barstow. The new Barstow ac: 
quisition will be consolidated with 
Suburban’s present plant in Barstow. 


J. B. Myers (left) president of South- 

eastern, receiving winner’s check from 

Vincent Anderson. Mrs. Leah Felterman, 

‘Miss Water-Hotter” is shown receiving 
the company’s award. 


Southeastern Wins 
National Sales Contest 


Vincent Anderson, assistant adver- 
tising sales promotion manager of 
White Products Corp., manufacturers 
of water heaters, has announced that 
Southeastern Sales Co., Springfield, 
Ohio, won the company’s national 
sales contest for 1953. The contest, 
“Miss Water-Hotter of 1953,” was 
based on percent of quota accom- 
plishment. All White distributors 
participated. 


Wright Gas Operations 
Acquired By Lynch Bros. 


The Wright Gas Co. of Mount 
Oreb, Ohio, has been acquired by the 
Lynch interests of Pine Meadow, 
Conn. Other Lynch companies in- 
clude the Lyn-Gas Co. and the manv- 
facturing concerns of Lynch Bros. 
and Harris Plains Corp. 

Thomas J. Lynch Jr. is presidert 
of the company and Walter T. Lynci 
is treasurer. — 


Kettle Falls, Wash., Has 


TITTTTILLGLLALAALLAARARAAAAAAAAAAARARA ADA 


Designing & Constructing Engineers New Propane Bulk Plant 
ROOM A3 4030 HOLLIS ST. EMERYVILLE, CALIFORNIA 
Lad : Western Gas & Power Co.’s nev 
propane gas bulk distributing pla t 
in Kettle Falls, Wash., is now in 0)- 
eration, according to Glen F. Fansle:, 
the firm’s general manager. Weste:n 


Rambome 
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“| At Last—The PERFECT” Unit 


he 

a 1700 W. G, Capacity Completely plumbed with Two large ‘‘Space-Saver” Recessed Ther- 3” I-Beam Runners on 
Twin Unit Model Rego Fittings, Viking KK- compartments with chrome mometer, Rotary Frame—Two baffles each 

an #106 Constructed 190 Mechanical Seal hardware—left a 54 and Pressure _  tank—all cradles Bar Pad- 

of under W250-250# Pump, Large Capacity W.G. Fuel Tank—right Nep- Gauges in Rear. ded—Pump and Meter 
W.P. and I.C.C.- Strainer and correct power tune #433 Printometer; 75’-1” mounted with union con- 

to, M.C.-330 Codes. take-off with Spline Jack Liquid hose and 75’-4” Vapor nections for easy removal. 

» Shafe. Hose. 

ui 


— zone Sn - " Complete I.C.C., 
v — : = Stop and Direc- 
tional Lights. 


20# Dry Chemical 
Fire Extinguisher 
mounted. 


Factory Tailored 
Bumper and Skirt- 
ing. 


PTTL dh Lc Liacadiadiaessaasaa, 





¥? 


Two coats DuPont Au- Hannay Elec- Unit completely mounted on 
tomotive Enamel applied tric Reel op- new 1954 Factory LPG Powered 








- at 180°F. over primer— tional for in- International RP-162° chassis— 

f A beautiful plossy hard line mounting  8:25x20 Tires on Budd Wheels 

finish and lettered to with meter in) —Front and Rear—172” W.B., 

Ss your specifications. * compartment. eater and Defroster—choice of 

colors. 
it ‘ 
f 1 ~ typical —_- is prionet Lar geen 
’ 2 ° > e plan—tu control panel in reel an meter 
1 eC Ww compartment, for operating remote control 
: Ir inity S B eautir€ru N Okadee valves, P.T.O., Clutch and throttle. 
’ 


Model No. 106—The Result 
of careful planning and design by lead- GE 8: 
ing LPG Engineers. Now offered in sizes | ore prompt on our 
from 1400 to 1700 WG Capacity. Deliveries | famous‘Eveready’ 
are prompt and the prices are reasonable. | ds Systems and 
. ; 1 Challenger Model 
Write—Wire—or Phone for complete | js, cnsport Units. 
technical information and prices. 





ms, 30. 











Financing available on complete 
units—2)% Down—Balance 24 
months. 


$301 SOUTH LAMAR STREET eo TEL. HUnter 8321 © DALLAS, TEXAS 
| MARCH, 1954 ? ; 131 





Gas also recently completed a $50,000 
plant and sales office in Spokane. 

The new plant, under the manage- 
ment of Robert Nelson, will service 
the area north of Springdale, includ- 
ing Inchelium, Hunters, Northport, 
Ione, and Metaline Falls areas. 

In addition to L. P. gas, Western 
Gas sells and installs all types of gas- 
burning appliances. 


New Plant Facilities 

Will Increase LPG Output 
Natural gas now vented or burned 

in the Golden Trend field area of 

Oklahoma will be utilized in making 


liquefied petroleum gases when plant 
expansions now authorized or under- 
way are completed. 

Owners of the Garvin county 
plants system have approved con- 
struction of additional facilities to in- 
crease capacity of their three large 
plants from 238 million to 350 million 
feet of gas daily. 

Gathering lines will be extended 
into fields around Lindsay, and to the 
Erin Springs and Purdy areas. 

Other expansions slated in the Gol- 
den Trend area include Cities Serv- 
ice Gas Co. and Sohio Petroleum Co. 
The former has been granted author- 





FA, LP-GAS 


SYSTEMS 


Some of the many Features and 
Qualities of Economy Systems 


ONE PIECE STREAMLINE DOME! 

STURDY DETACHABLE HINGE! 

LARGE ORFICE REGULATOR! 

LIQUID TAKE-OFF, BUILT-IN EXCESS FLOW! 
FLOAT GAUGE, REPLACEABLE SNAP-ON DIAL! 
BOTTOM PLUG FOR LIQUID, OR CLEAN OUT! 
LIQUID LEVEL OUTAGE GAUGE! 

PRESSURE GAUGE OUTLET! 


SEE US BEFORE YOU BUY! 


Economy Truck Tanks, Transports, Skid Tanks, Anhydrous 
Ammonia Tanks and all types of Steel Fabrications. 


TAKRIT 


201-5 W. Commerce Street 


* P. O. Box 5387 


DALLAS, TEXAS 





ity to build an additional 69 miles of 
truck line in its central Oklahoma 
area and an additional unit for cne 
of its compressor stations, at a to:al 
cost of $3,022,700. The latter is get- 
ting in operation in the Eola fielc a 
plant to process 13 million feet of 
gas a day, with recovery of abcut 
20,000 gallons of liquids. Capacity 
of this plant is expected to be in. 
creased to 20 million feet within a 
year, according to news reports. 

Upon recommendation of the or- 
ganization committee, of which C. J. 
McAllister is chairman, the directors 
elected R. H. Mahnke a vice presi- 
dent of the association. He will con. 
tinue in charge of the various LPGA 
district offices. 

A record budget of $276,000 for 
1954 was approved to take care of 
LPGA’s expanding services to the in- 
dustry. This is $30,000 moré than the 
1953 figure. 

Harry Schagrin, Schagrin Gas Co., 

Middletown, Del., was elected direc. 
tor for Delaware to fill a vacancy on 
the board created by a recent resig- 
nation. 
Marian Hung-yin Tsai, young Chin- 
ese girl who is taking the LPGA.- 
sponsored course at Southern Tech 
under a scholarship provided by 
members of the board, was a guest 
of honor at the Dec. 2 luncheon, held 
jointly with the South Carolina 
LPGA. She thanked her benefactors 
demurely, but sincerely. Mayor Wil- 
liam Morrison of Charleston was also 
present. 


Pan American Insurance 
Group In New Home 


The fast-growing Pan American 
Casualty Co., Houston, offering broad 
coverage insurafice protection to 
L. P. gas dealers, has moved into its 
beautiful new home office building at 
2905 Louisiana St., Houston. 

Chief executives of Pan American 
are T. E. Gammage, president and 
founder; Earl W. Gammage and T. 
Earnest Gammage, Jr., vice presi- 
dents; Lloyd E. Davis, chief safety 
engineer, and Truman Adkins, direc- 
tor of industrial education. 

The firm which started in business 
in Houston in 1947 has made unus.al 
progress. It realized the great need 
existing for safety engineering nd 
for the supplying of adequate insur- 
ance coverage in the relatively rew 
L. P. gas industry. The techn:cal 
know-how and professional talents 
were acquired, and Pan American set 
out to adapt sound insurance p”in- 
ciples to solve the problems in ‘he 
butane field. Today, its operation: in 
this industry embrace thirteen so: th: 
ern and southwestern states and cm 
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WANT THE NAKED TRUTH ABOUT GAS APPLIANCE FLUE PIPE? LET US 
RUSH YOU THE BARE FACTS AsouT AMERIVENT DOUBLE WALL GAS 
FLUE PIPE AND ITS SENSATIONAL NEW TIME-SAVING SNAP-LOCK 
JCINT. FOR COMPLETE DETAILS FILL OUT AND MAIL THIS COUPON 





American Metal Products Co., Inc, 
2911 Compton Ave., Los Angeles 11, Calif, 


Gentlemen: 
Please send me literature and prices on “AmeriVent" 
and the name of my nearest supplier. 


NAME_ 
COMPANY. 
ADDRESS_ 














anal 
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prise a sizable portion of the com- 
pany’s total casualty business. 

“One of the rules we have stuck to 
through thick and thin—which folks 
in the butane business seem to appre- 
ciate greatly—is to make fast, fair 
settlements of all claims,” stated T. E. 
Gammage, president. 

In addtion to being a member of 
numerous state L. P. gas organiza- 
tions, Pan American is also an advis- 
ory member of the Insurance com- 
mittee of the national organization, 
L. P. Gas Assn. Inc., with headquar- 
ters in Chicago. 


The new home office building of Pan American Casualty Co., 2905 Louisiana, 
Houston, Texas. 





“protects ALL LP 
Gas Connections / 


Plastic Lead Seal* is the most 
dependable all-purpose pipe 
compound for protection against 
hazardous LP Gas leaks. Resultant 
danger to personnel and property 
is eliminated for the life of the 
connection. PLS won’t wash out 
—is completely impervious to 
butane and propane, liquid or gas 
—and withstands pressures to 
6000 psi. Temperatures to 500°F. 
have no effect. PLS never 
hardens—allowing joints to be 


easily broken after years of service. 


PLS is widely recognized in the 
LP Gas industry as the 

leading sealing compound for 
threaded connections, pipe joints, 
and gaskets. Approved by 
Underwriters’ and the Butane 
Propane Institute of Louisiana. 


Suburban Propane Gas Buys 
Two Firms Capital Stock 


Suburban Propane Gas Corp, 
bought all the outstanding capital 
stock of Natural Gas Co. of Hammon. 
ton N. J. and Fuelite Natural Gas 
Corp., of Lexington, Mass. 

Mark Anton, Suburban Propane 
president, said the acquisition of the 
liquefied petroleum gas companies 
gives his firm an uninterrupted dis. 
tribution area from Maine to South 
Carolina. Purchase of Natural Gas 
Co. fills in gaps in south Jersey and 
eastern Pennsylvania, and Fuelite’s 
properties will extend Suburban’s 
operations in the Cape Cod area. The 
two acquisitions add 60,000 custo- 
mers for Suburban. 


LPG Tobacco Curing System 
Given State Approval 


Approval of the“ Gold-N-Leaf” gas 
fired tobacco curing system has been 
granted by the North Carolina De. 
partment of Agriculture, it was an- 
nounced recently. 

This system is especially engi- 
neered for so-called “flue cured” 
golden leaf tobacco and uses LPG to 
supply the required heat. It is adapta: 
ble to new or existing tobacco barns. 


All curing systems for installation 
in tobacco barns are required to pass 
tests and inspections by the State De. 
partment of Agriculture before t!iey 
can be sold in North Carolina. This 
requirement is in accordance wit! a 
law of the state to provide protec: ion 
to the tobacco grower against ‘ire 
hazard and to establish the capa.ity 
rating of the burner units. 

The use of LPG as a fuel for cu: ing 
all grades of tobacco is rapidly gain- 
ing, due both to its natural ad-an- 


Test-prove PLS at our expense. 
Send for a generous free sample. 
Crane Packing Co., 1838 Cuyler 
Avenue, Chicago 13, Illinois 


tages in labor savings and its up-g:ad- 
ing of the cured product. Gas is c 2an 
and burns with no odor, soot or fi my 
smudge and the danger of con:3m 
inated or “off-type” tobacco is e im 


CRANE PACKING COMPANY inated. 
The “Gold-N-Leaf” systems ar: t0 
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After 9 years of. research. . 
TWICE THE PROTECTION 


AGAINST RUST! walls 





ass 


MISSION ACCOMPLISHED! Since 1945 Mission 
engineers have been devoted to the task of developing 








a water heater that would answer the 
problem of rust failure and service annoyance. 
Gleaming Pyro-Glass, the toughest glass lining 
ever made, performed miracles in the laboratory. 
Not content with ordinary results, however, 
Mission engineers finally hit upon the solution of 
fusing a second lining of Pyro-Glass to the 
first. The result? Double protection against 
tank failure. Double the sales appeal, too, of 
ordinary single glass lining, without added cost! 
In 30 and 40 gallon sizes. 
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Doubleglas GAS WATER HEATERS 


M!SSION APPLIANCE CORPORATION Hyde Park Station Los Angeles 43, California 
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No. 79C 
Appliance 
Truck. Handle 
length 60” 
Nose width 24” 


A This Thomas special 
appliance truck is de- 
signed for easy, one-man 
operation. Ends back-breaking 
lifting of stoves, crates, refrig- 
erators, water heaters, etc. 
Double-braced tubular steel 
frame. 10x3.00 full pneumatic 
tires, Hyatt bearings. Fur- 
nished with 2 web straps. Order 
on “return if not pleased’’ 
basis. Thousands in use. 


THOMAS TRUCK & CASTER COMPANY 
410 MISSISSIPPI RIVER @©. KEOKUK, IOWA 





STEADY VAPOR PRESSURE 


UNDER ALL WEATHER CONDITIONS! 


IS ASSURED WITH 


PARACOIL STEAM TYPE 


LPG VAPORIZERS 


@ Continvous full load output at any desired gas 
pressure, regardless of ambient temperature 
© rear, is a “GUARANTEED CERTAINTY” 
with the industry-tested Paracoil Steam Oper- 
ated LPG Vaporizer. 


& Unique drainage system prevents condensate 
freeze-ups. 

e Entirely safe. No gas flames used. Operates on 
low pressure steam. 

DESIGN 


@ ASME Stamped. Par U-69. Inspection Certificates on 
Order N.B.F.U, Pamphlet 58, Latest Issue. 


ADDITIONAL DATA AND PRICES 
TYPE 48-E VAPORIZER 
STANDARD PRODUCTION MODELS UP TO 6000 GPH 


DESIGNS MAY BE VARIED TO MEET 
SPECIAL JOB CONDITIONS 


DAVIS ENGINEERING 


CORPORATION 
GRAND ST., ELIZABETH, N. J. 
FELLER PLAZA, N. Y. 20, N. Y. 





be marketed in the golden leaf o. 
bacco belt of Virginia, North Caro. 
lina, South Carolina, Georgia aid 
Florida. Sales outlets now are bei.g 
established by Henry Brown of Fa r. 
mont, West Virginia, who is southe n 
sales manager. 

Mr. Brown, a native of North Caio. 
lina and widely known throughc ut 
the state, is now making a survey of 
the golden leaf tobacco belt to ce. 
termine a suitable place for establish. 
ing his headquarters. 


Green’s Fuel Names 
Georgia Distributors 


Green’s Fuel Inc., Sarasota, Fla., 
has appointed two new Georgia dis. 
tributors. Modern Appliances Inc. 
will service the counties of Colquitt, 
Thomas, Brooks, and Lowndes. 
Stores will be maintained in Valdosta 
and Quitman, Ga. J. W. Holloway 
is president and W. F. McCracken 
is secretary-treasurer of Modern Ap- 
pliances. 

Coffee Gas & Appliance Co., Doug- 
las, Ga., will service Jeff Davis, Cof- 
fee, Bacon, Atkinson, Clinch, and the 
western half of Lanier counties. The 
new company is headed by -Watson 
R. Coffee and Olin Smith. 


Gasoline Plant Under 
Construction In Wyoming 


Construction of a $4 million gaso- 
line plant in Weston county, Wyo., 
for the Homer S. Head Propane- 
Butane Co., Houston, is expected to 
begin in mid-February. According to 
F. M. Pimpell, executive secretary of 
the Northeastern Oil Producers 
Assn., the plant will probably be in 
operation by next summer. 

The $4 million plant is one of two 
proposed for the oil-rich Clareton 
area of Weston county. Allen Enter- 
prises, also of Houston, has indicated 
it may construct a butane-propane 
plant there, provided it can obtain 
sufficient acreage. 


Colonel George A. Burrell 
Announces Retirement 


The retirement on Feb. 1, 1954, of 


_ Colonel George A. Burrell, president 


of Atlantic States Gas Co. of New 
York, Inc. and Atlantic States Cas 
Co. of Pennsylvania, Inc., has been 
announced. Colonel Burrell was 
president of these companies for «he 
past 16 years, and was one of the ccm- 
panies’ founders. He will continuc to 
serve in an advisory and consult:ng 
capacity with both companies. 


A nationally recognized gas and oil 
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engineer for many years, he headed 
this country’s Chemical Warfare 
Division in 1917, and was formerly 
ecnnected with the Bureau of Mines. 
In 1948 he received the Hanlon award 
from the Natural Gasoline Associa- 
tion of America in recognition of his 
technical services to the industry. 

Colonel Burrell will be succeeded 
by T. A. McEachern, Jr., who for 
many years has been connected with 
the Atlantic States Gas Companies 
and their affiliated interests. Mr. Mc- 
Eachern is also president of South- 
west Gas Producing Co., Inc. of Mon- 
roe, La. 


Eastern Gas Water Heater 
Group Formed In GAMA 


Formation of an eastern manufac- 
turers group within the Gas Appli- 
ance Manufacturers Association’s 
water heater division has been an- 
nounced. 

Eleven manufacturers’ representa- 
tives attended the first meeting of the 
group recently held in Cleveland. 
Harry B. Carbon of Bastian-Morley 
Co., Inc. was elected chairman and 
Lee W. Rasch of the Rasch Manufac- 
turing Corp. was named vice chair- 
man. 

The group was formed of GAMA 
water heater manufacturers who are 
not members of the Pacific Coast Gas 
Association which has long had its 
own water heater organization. It 
will discuss primarily problems of 
interest to eastern manufacturers 


and will act in the East as does its” 


counterpart in the West. 

Those attending the initial session 
were Mr. Carbon and'H. J. Morley 
of Bastian-Morley; Charles Woodroof 
of American Radiator and Standard 
Sanitary Corp.; Martin J. Boyle and 
J. N. Crawford of the Bryant Heater 
Div. of Affiliated Gas Equipment, 


Inc.; Kress Ludlow of Cleveland 


Heater Co.; Harold J. Rust of Hand- 
ley Brown Heater Co.; L. R. Mendel- 
sor. and Ralph R. Mendelson of Hot- 
stream Heater Co.; J. P. Hutchinson 
of National Steel Construction Co. of 
Inciana; Bob Pemberson of Ruud 
Manufacturing Co.; Max J. Eisner of 
Sands Manufacturing Co.; R. Shep- 

1 of A. O. Smith Corp.; and D. 

Whitehead of D. W. Whitehead 

eaufacturing Corp: 


ities Service New 
ant at West Seminole 


“rank M. Perry, vice president of 
Ci:'es Service Oil Co., announced re- 
ceitly that the company will build 
anc operate a natural gasoline plant 
at Vest Seminole, Texas. 
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FOR GREATER PROFIT 


STANOAROIZE 


ON WELDIT: 


Since 1918, Weldit, Inc. has 
created an enviable reputation 
for fine welding equipment 


and accessories. For 36 years 


No. 1 


highest quality and productive 


During the Iron Age man first 
diseovered the utility of metal. 
In working with it, he was 


little more primitive than the 


American colonial blacksmith. ing equipment. 


C-48-B 


WELDIT 
PAINT 


WELDIT 
L-P PLUMBER’S 
FURNACE 


A new Weldit development for plumbers 
and tinsmiths. This L-P furnace can be 
converted to floor or tank top use. Melts 
Lead, Babbitt, Solder, Tar, Asphalt or 
Paraffin. Generates over 65,000 B.T.U. 
quickly. 


Canadian Distributor: 


Weldit has maintained the 


ingenuity in supplying its 
franchised dealers throughout 


the world with the firest weld- 


This Weldimatic paint burning torch is used 
BURNER a for removing paint from wood or metal sur- 
faces. It will not damage base material. The 
C-48-B is also used for installing asphalt tile 
and singeing fowl. 
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Alloy Metal Sales — 181 Fleet St., East 
Toronto 5, Ontario, Canada 


oRoTommey:¥ @., 0:1) ma -] a4 oP 
DETROIT 38, MICHIGAN 
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The Facts About That 
Kentucky Explosion — 


On Jan. 15 the Associated Press 
carried a dispatch about an alleged 
explosion of a 1000-gal. propane gas 
tank at Campton, Ky., which got into 
print from coast to coast. As the re- 
sult of this explosion and the fire 
which followed, a general store was 
wiped out, five youths were injured, 
and total property damage estimated 
at $100,000 was incurred. 

A complete inspection of the dam- 
age was made by the State Fire Mar- 
shal J. T. Underwood, Jr., Chief L. 
P. Gas Inspector Jess Ward, and Dis- 
trict Inspector Pete Redwine. Mr. 
Ward reports the following facts con- 
cerning this incident. 

The 1000-gal. tank was located 
back of the Rex Center General 
Store, at Campton. It was used for 
filling 100-lb. cylinders, hence was a 
commercial instead of a domestic in- 
stallation. The tank was set upon a 
scaffolding of concrete blocks. The 
outlet piping was connected directly 
into a 2-in. opening in the bottom of 
the tank, without the required excess 
flow check valve. Immediate pipe 
connections were as follows: A 2-in. 


single strength close nipple screwed 
into the tank opening. A reducer 
screwed onto the close nipple. A 
single strength close nipple screwed 
into the reducer. A shut-off valve 
screwed onto this close nipple. 

The tank fell off the concrete block 
scaffolding, shearing the 2-in. close 
nipple. The contents of the tank 
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emptied into the center of the town, 
and the explosion and fire followed. 

Mr. Ward stated that this disaster 
could have been prevented -had the 
installation complied with the pres- 
ent Kentucky regulations for the 
storing and handling of L. P. gas. 
These require a solid foundation with 
adequate footing in the ground, an 
excess flow valve, and double 
strength piping. 

Mr. Ward pointed out that the Ken- 
tucky regulations do not require a 
permit for the installation of tanks 





under 1200-gal. capacity, so ‘he 
owner, Mr. Center, had not been re. 
quired by law to file an application, 
with plans and specifications, with 
the Office of the State Fire Marst-.al, 
Under the stepped-up inspect on 
program now being carried on by he 
representatives of the State Fire 
Marshal’s office, installations vio at. 
ing the safety provisions of the re 2u. 
lations are being caught and cor. 
rected as rapidly as possible. 


Gas Range Improvements 
Demonstrated in Clevelard 


A vastly improved gas range incor. 
porating newly developed reseach 
principles is now a practical possi'il- 
ity. This welcome news emerged 
from a series of three demonstrations 
of working models showing advanced 
features developed by the American 
Gas Association Laboratories in 
PAR-sponsored research projects. 

About 180 top executives of gas 
utility companies ‘from all parts of 
the country attended the first three 
presentations recently held in Cleve. 
land. 

The demonstrations were spon- 
sored jointly by the PAR Committee 





YOUR FIRST CHOICE 


MOST EFFICIENT AND VERSATILE LP- GAS FURNACE BUILT 


Light a match and—POOF—you’re in business. Demonstrate 
this furnace to plumbers and maintenance men and you've 
made a sale. 


This Mutual furnace employs the principle of the venturi to 
assure perfect combustion; uses less gas and more air. Pro- 
duces a hotter flame and does the job faster. Will melt 60 pounds 
of lead in 12 minutes. No smoke, no priming or pumping. 


This unit is well balanced, will not tip over, and is extremely 
rugged to withstand severe abuse. The No. 2 Furnace fits 
Mutual 12 and 20 pound ICC cylinders. The No. 2-A bench 
model may be used with any Propane cylinder. The No. 2 
and No. 2-A Furnaces include non-warping head, adjustable 
orifice and tube, and removable handle and shield. Simpli- 
city of design, having only three main parts, makes the Mutual 
No. 2 and No. 2-A furnaces dependable and fool-proof. 


Like all Mutual products its design reflects years of engineer- 
ing “know-how”. A demonstration will win a new customer. 


Send today for free catalog on Mutualis complete line. 


No, 7A BENCH Member L.P.G.A. 


TYPE FURNACE 


3638 WEST IMPERIAL HIGHWAY «¢ INGLEWOOD, CALIFORNIA 
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ard the Gas Industry Development 
Committee of AGA. They represent- 
ed a new approach to the problem 
of :mproving the conceptions of man- 
uficturers and utilities as to what 
cax be done to further improve the 
dc nestic gas range. It marked the 
t time that working models, 
phically depicting research fea- 
es, have been presented by AGA 
interested utility and manufac- 
ier company representatives. 

‘he program presented on each of 
the three days was identical. Includ- 
ed in the demonstration were new 
de: ign of top burners, pilots, valves, 
an indirect oven, and a golden glow 
broiler using radiant flame. In pre- 
senting the new principles of con- 
struction by demonstration, it is 
hoped to speed up the commercial 
production of domestic gas ranges in- 
corporating new principles developed 
in the PAR research projects. 

Throughout the demonstration, it 
was emphasized that the models 
shown were working laboratory 
units and did not represent finished 
commercial products. Styling, ma- 
terials of construction and other re- 
finements are left to the ingenuity of 
the manufacturer. 

It was pointed out that the im- 
proved models are designed to make 
gas ranges superior in seven re- 
spects: 

1. Cool ranges for cooler kitchens. 

2. Instantaneous ignition or re- 
ignition of top burners at any input 
rate. 

3. Unsurpassed heating speeds, 
plus high efficiency. 

4. Greater cleanability. 

5. Precision control of the 1000 
heats possible with gas top. burners 
plus very low turn-down heats. 

6. A fast, large area, golden-glow 
broiler. 

7. Positive elimination of explo- 


sion hazards in a precision controlled. | 


oven, 


New Trade Characters 
To Promote Fuelane 


Fuelane Corp., Liberty, N. Y., mar- 
ket rs of “Happy Cooking Metered 
Ga: Service” throughout northeast 
Un:ed States, recently introduced 
“The Hap Cook Family” to all deal- 
ers irom Maine to Maryland. 

“The Hap Cook Family” will be 
used to support Fuelane’s 1954 gas 
app ianee promotion in newspapers, 
direct mail, displays and point-of-sale 
maierial, and will be employed in the 
sar.e manner that other advertisers 
have used such trade characters as 
the Green Giant, Snap, Crackle and 
Pop: Elsie the Cow, and the Camp- 
bel! Soup Twins. 
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.-.when you use 
this simple formula 





FHS 


ONDITIONER 








The Save-Way Air System, using 4’’ 
ducts, simplifies your installation 
work, reduces labor and material 
costs, provides the best there is in 
“every-room” comfort... at a price 
that is surprisingly low for this 
“ultimate” in heating. 

As pictured above, Janitrol FHS 
Units can be installed where most 
convenient . . . requiring no floor 


PLUS 











space, yet offering easy access to all 
controls and connections. Together 
—FHS and SAVE-WAY—offer the 
greatest possible flexibility . . . latest 
heating principles . . . simplified in- 
stallations ... and real opportunity 
for you. 


For complete information write for 
Bulletin JS-185. 


SURFACE COMBUSTION CORPORATION «+ TOLEDO 1, OHIO 


USE PREFABRICATED 
SHEET METAL ITEMS 
IF YOU WISH 


Everything needed to 
complete a Save-Way Air 
System, including 4’ 
duct, a register 
boxes and diffuser 
registers are available as 
standard items from your 
regular suppliers. 





Texas Commission Members 
Honored for Safety Efforts 


CC hatenad, Ernest O. Thompson, 
chairman and senior member of 
‘the Railroad Commission of Texas, 
and Frank Harvick director of the 
Liquefied Petroleum Gas Division of 
the Railroad Commission, were hon- 
ored recently for their outstanding 
contribution in the field of safety in 


the liquefied petroleum gas industry. 
The presentation of the Certificates 
of _Meritorious Achievement was 
made by T. Earnest Gammage, Jr., 
vicé president, on behalf of the Pan 
American Insurance Companies of 
Houston, Texas. Mr. Gammage said, 
“General Thompson and Mr. Harvick 
were honored by the Pan American 











= Don’t delay — find out 


how underground storage can 


solve your storage problems. 
It’s cheaper, safer and better. 
Call or write... NOW! 


Senaky Bile 


SECURITY UNDERGROUND 
STORAGE COMPANY 








PHONE 2-4067 615 SUNSET DRIVE WICHITA FALLS, TEXAS 








Left to right: T. Earnest Gammage, J:., 
Gen. Thompson, and Frank Harvick. 


Insurance Companies because of 
their outstanding efforts in the pro- 
tection of the public and their work 
in maintaining the operation of the 
industry within proper bounds.” The 
Pan American Insurance Companies 
are specialists in the writing of insur- 
ance in the L. P. gas field in the 
Southwest. 


The L. P. gas division, the newest 
and least known of the many Rail- 
road Commission activities, has su- 
pervision of this immense and fast. 
growing L. P. gas industry through- 
out Texas. Since the division was 
created by the Legislature in Sep- 
tember, 1951, the five field inspectors 
have made 10,380 inspections of L. P. 
gas installations in bulk plants and 
public buildings, such as churches, 
schools, and hospitals, In addition to 
these inspections, the safety work of 
the division in the transportation 
and handling of butane and propane 
has been outstanding. 


‘General Thompson, in receiving 
the award, said “We are proud of the 
manner in which the men engaged in 
the L. P. gas business in Texas have 
guided their industry. I am gratified 
with the full and sincere cooperation 
the Commission has received from 
the industry, the insurance com: 
panies and the trade associations. We 
feel that some considerable measures 
of the success of the division has been 
due to this spirit of understandi.g 
and willingness to cooperate.” 


Selwyn-Landers Moves 
To New Location 


Selwyn-Landers Co., Los Angeles, 
manufacturers of L. P. gas equ p- 
ment, moved into its new locat on 
early in February at Artesia 21d 
Manchester Blvds., in Buena Pak. 
R. E. Meder, member of the firm, s id 
50 or more employes will be at ‘he 
plant, although most of them will be 
transferred from the Los Ange:es 
plant. 
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Left to right; Charles Martin and Ted 
Factor discuss new promotion for Mission. 


New Double-Glass 
Water Heater Announced 


Long a closely guarded “top se- 
cret,” a new water heater with a 
double-glass lining is ready for mar- 
keting by Mission Appliance Corp., 
Los Angeles. 

An intensive advertising campaign 
will launch the new double-glass- 
lined model, under the direction of 
Charles Martin, Mission’s new adver- 
tising and sales promotion director. 

“Two Walls of Glass” is the story 
to be told soon by radio, newspaper, 
and television, graphically portray- 
ing the double protection against rust 
afforded by Mission’s wholly new 
concept of the glass-lined tank. Pre- 
paration of the campaign: is in the 
hands of Factor-Breyer, Inc., Mis- 
sion’s advertising agency. Mission’s 
new “Doubleglas” water heater is the 
result of nine years search for a fail- 
ure-free glass water heater tank lin- 
ing, according to the company’s an- 
nouncement. 


Federal Taxation of 
Cooperatives May Come 


In line with the special budget and - 


tax message submitted by President 
Eisenhower to Congress on Jan. 21, 
the House Ways and Means Commit: 
tee is studying the matter of the tax 
treatment of cooperatives and other 
organizations that are now wholly or 
partially tax exempt. 

Reports from Washington indicate 
that the elimination of this tax in- 
equality, which has long been need- 
ed. is not only possible, but is highly 
prcbable this year, if the Treasury 
Department and Congress can agree 
on ‘the proper way to accomplish it. 

‘our views on this matter should 
be submitted by wire to the Ways and 
Means Committee, House Office 
Bu lding, Washington, D. C., and to 
7 senators and your representa- 
ives, 
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Bubble-tight 
Primary 
Shut-off in 


*Names on request, 


@ A.S. A. Standard dimensions 

@ Sizes from 4” to 6” 

@ Single- and double-seated disc 
valves 

@ Hard-faced valves and seats ... 
perfect metal-to-metal seal 

@ Self-cleaning, self-compensating 
valve discs 

@ Lever, rack-and-lever, or worm- 
gear operation 





LPGAS LINES 


Underwriters’ Laboratories, major LP gas producers*, and Liqui- 
fied Petroleum Gas Commissions of several States* approve Okadee 
Valves for primary shut-off in LP gas lines. In addition, Okadee 
Valves are used in virtually ail types of gas and liquid lines at 
pressures to 600 p.s.i. and temperatures to 800°F.—wherever a 
perfect seal, low maintenance and long life are necessary. 


” 


Get complete data, including material specifications, on 
Okadee Valves — and newest Underwriters’ Laboratories test 
report — without obligation, today. 


@ Non-lubricated 
@ No wedge action 


@ Valves and seats wear in instead 
of “‘wearing out” 

@ All parts quickly replaceable in 
the field 

@ Inside and outside stem packing 


- - - double assurance against 
stem leaks 


Underwriters’ Laboratories Reexamination Service Guide 
No. 141 A3.1.22, File MH5163. SL Screwed Type Series 
and Series 15 and 30 Flanged Type Okadee Valves are suit- 
able as a positive shut-off in LP gas pipelines and other LP 
gas applications for a working pressure of 250 p.s.i. 


Write for Bulletin No. 51FL 


‘OKi,) Céedée company 


outh Michigan Avenue 











Answers to Problems 
On Page 60 
of February Issue 


Problem 1. The underground tank 
may be used for aboveground storage 
if it complies with the requirements 
for aboveground storage tanks. As- 
suming that the working pressure of 
the tank is adequate, you should 
check the pressure relief valve—it 
will probably be about one-third 
large enough for aboveground serv- 
ice. The smaller valves are legal for 
underground storage because the 
tank temperature of a buried tank 
never goes much above 70°, while 


the discharge capacity for a tank lo- 
cated above ground must be suffi- 
cient to take care of sunlight expos- 
ure on the hottest summer day, and 
also provide reserve for heat trans. 
mitted from any adjacent building 
that may burn. 

Problem 2. Excess flow valves are 
designed to close only when the flow 
of fuel through the valve approaches 
the full capacity of the outlet pipe. 
A leak of less magnitude, like normal 


withdrawal, does not close the excess - 


flow valve. If this wreck could have 
been approached safely, opening the 
outlet valve wide as quickly as pos- 
sible should have caused the excess 








Profit 2 WAYS 


with JOHNSON'S Automatic 
LP-Gas Stock Tank Heater 


Profit from the sale of the 

e stock tank heater adaptable 

for any tank— concrete, wood- 

en or steel. The automatic LP- 

Gas heater that means ice-free 
water . . . Johnson. 


Profit from an increased 

¢ gas load — Johnson’s LP- 

Gas Stock Tank Heater averages 

600 Ibs. per year. Multiply 600 

by the number of customers you 

can sell and you have a sizable 
gas business. 


YOUR CUSTOMERS PROFIT TOO 


It’s been proven that warm water in- 
creases beef gains and milk praduc- 
tion. Cattle take less feed yet main- 
tain steady gains when they have 
lots of warm water during winter 
months. A Johnson LP-Gas Heater 
can pay for itself in one season. It's 


easy to install. Stays lit and is com- 
pletely automatic. It maintains 48° 
water temperature in the coldest 
weather. Guaranteed free of con- 
densate problems. 

Contact your Johnson salesman or 
write today. 


JOHNSON GAS APPLIANCE CO. 


597 E AVENUE N.W. 


CEDAR RAPIDS, IOWA 


Fifty Years of Quality Middaloceure of Gas Burning Equipment 





- NOTHING SAFER THAN 
a 


THE PERFECT 
SEALING COMPOUND 


ON’T HARDE 
OR CRACK 


ABSOLUTELY 
LEAKPROOF 


NO THREAD 
SEIZURE 








flow valve to close. Approaching fcr 
this purpose is hazardous, as ignitio. 
of the fuel at any point could caus: 
a flash-back to the leak, and even 
though the approach could be mac2 
down-wind, the man closing the 
valve should be protected by a water 
fog spray while in the danger zon». 
Approaching in still air, when the 
escaped gas blankets the entire are ,, 
introduces another hazard—that cf 
axphyxiation. This would be tco 
hazardous to undertake without an 
air line mask, asbestos clothing, and 
full fire protective paraphernalia. 

Problem 3. The ICC cylinder may 
be filled—the mongrel job should nct. 
The customer should be given the ex. 
planation that the ICC cylinder can 
be filled because it has been made in 
accordance with a code that is de. 
vised to insure safety, and then tested 
to make sure that it does meét the re. 
quirements of the code. While it is 
possible that the unbranded cylinder 
may have adequate strength, there is 
no way of being sure about it, be- 
cause rto qualified and licensed in. 
spector has tested and marked it. The 
law that protects the public takes no 
chances on the strength of these cy- 
linders—it must be known before 
they are filled. Further, it is impos- 
sible to tell when the unnamed cy: 
linder is filled to the safe limit, since 
there is no pressure relief valve to 
prevent it from bursting if it is filled 
too full and then subjected to a rise 
in temperature. 


Problem 4. Opinions differ on this 
question. It is generally accepted, 
however, that the pressure relief 
valve communicating with the vapor 
space provides adequate protection, 
and that the fusible plugs are unne- 
cessary if the pressure relief valve is 
present. When cylinders get over- 
turned in a wreck, and the gas be- 
comes ignited, there are certain con- 
ditions in which the fusible plugs are 
a hazard. Many of the more expe:i- 
enced operators replace them. 

Problem 5. As a means of protect: 
ing against what might happen in a 
wreck, every transportation tank 
should be built with two connections 
through which it is possible to re: 
move the liquid cargo. If this can nt 
be done, then it is necessary to d s- 
charge it, either for use or was e 
through the vapor return connectic :. 
If the fuel must be wasted, it sho 
be piped to a safe distance from si.” 
rounding structures and burned a: 
torch at a suitable elevation. Aft» 


is still full of fuel vapor, which shov 

be blown out with steam. The stea’.- 
ing should continue until all ©.- 
trapped fuel is removed from tue 


) 
d 
a 
r 
emptying and de-pressuring, the tak 
d 
a 
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BUTANE’S HEATING POWER 


| onl Novella 


Your customers are assured of maximum heat 
from L. P. G. with a Holly NarroWall and its patented 
(#2602441) Secondary Heat Exchanger. You as 
distributor are assured of satisfied consumers. Tri-State 
of Kentucky, after two winter’s experience, writes: 
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£ 6 haw ot ton ee hee oat Ca 


TRI-STAT 
Coaselidated GAs et Ou A N 


farce 27. Ne 











with houy 


4 ...really pleased with customer - 


reaction to Holly this winter. It 
is our intention to promote Narro- 
Walls hard in the future because of 
customer satisfaction and because 
Hollys are so easy and inexpensive 
to install.” 


. Holly’s pat 


. Holly NarrowWalls with Seemndoey Heat Exchanger are 
in 


AGA approved from floor to ceiling. Saves vent material. 


y Heat Exch 9 
approved as integral part of the heater. 


A €¢ aA 


is AGA 





. The extra warm air from SHE outlet is drawn from + eer 
tion. 


level, meaning better warm air circulation and distri 


. Burners are designed especially for L. P. G. gases. 
. Holly NarroWall’s efficiency is not affected by “pull down,’’ 


thanks to its patented SHE and design. 








PROPANE TRUCK TANKS 
FOR ALL DELIVERY NEEDS 


In streamline (illustrated) and walkway 
types, 1,181 gal. to 1,700 gal. water capacities. Constructed 
in accordance with A.S.M.E. Code, par. U-69, 200# w.p., or 
A.S.M.E. Code, 1950 edition, 250# w.p. Mounted on your 
chassis complete with valves, fittings, pump, hoses. Unit 
ready for immediate use when picked up. Write for details. 





aar 


CROWLEY, 


SALEM 5, ILLINOIS 


McNAMAR anv CROWLEY, Inc. 
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scale and other surface deposits cn § Mut 

the tank shell, after which the well. § Re-e 
would you ing may proceed. The tank must le 

retested, in accordance with the laws At 

‘ of the state, before it is returned « § ° di 

like to ct cll 

Questions. Calif 

1. Motor vehicle fuel tanks shou'd § «el 

SFE only be mounted in the position for J 2°lds 

which they were originally designed. § ©. L- 

The gauge and the fixed liquid level § ¢c°'P« 


more heater indicator will not give correct bend. as ge 


ings in any other position, and the dip Wa 
9 tube for the liquid outlet valve will @ ed s 

SALES only reach the low point of the tank — Leon 
" in the one position. (Due to an error & firm’: 

in the composing room, the illustra. 

stock the complete tion of the rotary gauge on page 55 of Surf 

the February issue is in the wrong uF 
position. Which way should the cut Offe 
be turned so the gauge will indicate 


the liquid level in the tank?) i 
2. Filled cylinders should always pare 
LINE - be kept in the vertical position so tie Surfs 
; pressure relief valve, which is incor- Ohio 
a better gas heater for every need porated in the outlet valve, will al- Bg, je 
eveinnk Weunsik Sosa a st tae : ways communicate with vapor in- tend 
ully rs inven aie : 
15,000°BTU to 85,000 BTU. 10,000 BTU to 50,000 BTU stead ‘of liquid fuel. In case.of dis i. § 
charge through this valve, the loss of role 
Every Martin Heater is AGA Ap- conan liquid would produce much greater 
proved for natural, liquefied ond Aven ¢ Th 
manufactured es. Write your job- W448 hazard than the discharge of vapor. th 
ber or direct tor complete catalog. 3. Close the outlet valve and wait § °"“* 
while the pressure in the lines equal- : ing 


izes with the pressure in the tank. 
There should be an audible click Th 
when the plunger drops away from Scho 
the seat. If this is not heard within B °4" 
two or three minutes, it may be pos- J °4U4 
ff sible to jar it loose by striking the the | 
tank (never the valve) a sharp blow § "°°" 
orrers y ou with a stick of wood or some other § CU" 
| blunt instrument which will not dam. § S°5S! 
so much age the tank. After the excess flow § “istr 
fo r valve is open, crack the shut-off valve sales 

slightly and wait for a moment for 
so / i tt | e complete equalization of pressures, § Rob 
after which it may be opened as fast B “\A, 
in thread compet, wares it et , R 
I 8 eee | cs : eeneenee Aide . Magnetic valves are generally 0 

: ; he field i lity. 

—— et a re oes es pa quite trouble-free, but since there is § will 
Just consider these advantages: no way of lubricating the mechanism Ame 
Use SHERLOCK Thin er the can, M de hegre more eco- within the tank, a slight binding may by tl 
¥. nomical to use. Thick in the joint, it gy yy 
B) grit caer at tor hsdde ebeadeeah to. 11.950. pel. Incobabie develop, which causes the reading to the 1 
se y More an in LP-G, natural and manufactured gas become jumpy. To be completely safe, clusi 
4000 Gas Companies —all petroleum fractions, and anhy- the tank equipped with a magnctic Mr: 


CONVENIENT .. . 4 oz. bottle ¢rous ammonia. Never hardens, crum- | | gauge should also have a fixed liquid JJ endo 
with dauber cap fits hand tool ants, Ideal for all cas industry thread. | | level gauge. pron 


kit. No mixing. No waste. joints. Coneviently packaged in brush- 5. This makes it possible to take ‘he Th 
SAVES MONEY .. . Reduces top cans for easy, economical applica- temperature at the bottom of the te nk Bett 
call-backs. Cuts fire hazards. Pn to yourself, “there’s no seal like without creating a weak spot. sum: 
Saves time. Rectorseal” in price or quality. Your 6. All openings used for the traas- the 

ALL TEMPERATURES. supply house has it or can get it for you. fer of fuel into or out of the tank, and Hom 
Regular for above freezing. Write for free sample for the equalization or changing of § mar 
Low-Temp for below freezing. | |. and additional information. tank pressure to facilitate the mcve- § year 
RECTORSEAL, Dept. “A” ment of fuel, must have some form of J cook 
Try It... FREE SAMPLE 2239 Coneeee © eoetes Se Dense double valving. In the service ou let mod 


Winton Products Co. RECTORSEAL # 2 of the domestic tank, if the govern.ng § and 


restriction is 4-in. diameter or les:, 4 than 
Box 3332, Charlotte, N. C. j 


. ; ae manual valve and regulator, are s<n- Ame 
‘Americe’s largest monufocturer MAKING THE L-P GAS INDUSTRY SAFER erally accepted as meeting this re [| bea: 
v8 quirement. Ing. 
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Mutual Liquid Gas Co. 
Re-elects Joe Fagan 


At the annual meeting of the board 
of directors of Mutual Liquid Gas 
Equipment Co., Inc., Inglewood, 
Calif., on Jan. 15, Joseph Fagan was 
re-elected president. Wyman Rey- 
nolds was elected vice president and 
G. L. Frazer became secretary of the 
corporation. Mr. Frazer also will act 
as general manager of the company. 

Warren Souders has been appoint- 
ed sales manager at Mutual and 
Leonard Springfield will act as the 
firm’s new field representative. 


Surface Combustion Corp. 
Offers Service Courses 


Eight factory service school ses- 
sions, of which there are seven re- 
maining, have been established by 
Surface Combustion Corp.’s (Toledo, 
Ohio) Janitrol Div. for 1954. Sche- 
duled to be held at the company’s Co- 
lumbus, Ohio, plant, the sessions will 
be five days each. A limit of 24 en- 
rollees has been set for each session. 

The first class was held Feb. 8, and 
other classes are scheduled for Mar. 
1, Mar. 22; April 12, May 3, May 24 
and June 14. 

The Janitrol Factory Service 
School in Columbus is completely 
equipped with all types of Janitrol 
equipment for actual.observation of 
the units at work. Company engi- 
neers serve as instructors for the 
courses. Reservations for the school 
sessions can be made with Janitrol 
district offices or with C. C. Owen, 
sales promotion manager in Toledo. 


Robertshaw-Fulton in 
“Mrs. America” Contest 


Robertshaw - Fulton Controls Co. 
will participate in the 1954 “Mrs. 
America” contest, it was announced 
by the company. Participation gives 
the major controls manufacturer ex- 
clusive rights in its field to use the 
“Mrs. America” name, picture and 
endorsement for advertising, sales 
promotion and publicity. 

The American Gas Association and 
Better Living magazine have as- 
sumed joint overall sponsorship of 
the 1954 “Mrs. America” contest. 
Homemaking ability will be the pri- 
Mary criterion for selecting next 
year’s “Mrs. America.” The ability to 
cook, shop, run her household in a 
mocern way and to keep her husband 
and children happy will count more 
than beauty. In past years “Mrs. 
America” was selected 50 percent on 
beauty and 50 percent on homemak- 
ing. 


MARCH, 1954 





Want to give service that sells? 


Do it FAST 
with RCA 2-Way Radio! 


—says C. J. McAllister, 
Vice President 

and General Manager, 
The Parlett Gas. Company 


A customer phones in an‘O-G’ report, the rural areas. RCA 2-Way Radio has 
or a request for quick service. Our truck resulted in far superior utilization of 
drives up to the door in a surprisingly | man-power with a substantial cut in the 
short time . . . sometimes less than 10 overtime needed to complete a day’s 
minutes. And when the customer acts work. We have less backtracking... less 
enthusiastic about our speedy response, wear and tear every month.” 
we know we have formed a lasting good In actual performance, RCA 2-Way 
impression,” reports Mr. McAllister, Radio proved itself in this installation as 
Vice President and General Manager _ it has in many others. Antennas on the 
of one of Maryland’s largest LP-gas roofs of the Parlett offices enable RCA 
operations. ‘ communication equipment to reach ve- 
“That good impression spreads to hicles 30 miles away, in every direction. 
neighbors,” he continues. “It gives us COVerage is excellent over the entire 
. the best kind of advertising we can get— O©P¢tating area. 
often leads to new, unsolicited customers. Do It best with RCA 2-way radio 
Even our appliance salesmen use ‘rapid _ Easy to use as your telephone » Compact 
service’ as a point in closing sales. —takes no more space than a spare tire 
“Primarily, of course, RCA 2-Way ° Tough—stands rough treatment in serv- 
Radio has been a great man-hour and ice * Reliable—engineered by world 
mileage saver,’ Mr. McAllister adds. leaders in radio « Practical—low-cost 
“We normally use a pre-scheduled trip- P¢tation. oe 
ticket arrangement. About 90% of the And remember, nationwide facilities 
time we could not locate drivers for 7¢ provided by the RCA Service Company. 
rerouting after they had gotten out into For further details mail the coupon below. 


Radio Corporation of America, Communications Equipment 
Dept. C204, Building 15-1, Camden, N. J. 
Please send me your free bulletin, ““15-Minute Service When You Need It.” 


NAME TITLE 





COMPANY. ADDRESS 





CITY. ZONE. STATE 


@ O Have an RCA Communications Specialist get in touch with me. 


RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT CAMDEN, N. Jo 
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Butane-Propane News 
Increases Office Space 


A new two-story addition to its 
main office building has been com- 
pleted and occupied by Jenkins Pub- 
lications Inc., publishers of Butane. 
Propane News. This gives the com- 
pany 10,000 sq. ft. of office space in a 
picturesque, three-level building of 
modern California design, with front- 
age on three streets—Alvarado, Mira- 
mar, and Mountain View avenue. 

On the ground level in the original 
building are the circulation depart- 
ment and a completely equipped em- 
ployee’s kitchen. The first floor is oc- 
cupied by the editorial and - sales 
staffs, in the original building, and by 
the art and production departments 
in the new addition. Administration 
offices and research are on the second 
floor of the new building. Covered 
garage space for management cars 
was provided by extending the upper 
floor of the new structure, on the 
Mountain View side. 

Other Jenkins publications are the 
monthly magazines Gas and Western 
Metals; the annual Butane-Propane 
Catalog; and technical books used 
internationally in the gas and lique- 
fied petroleum gas industries, includ- 
ing the Handbook Butane-Propane 
Gases, Butane-Propane Power Man- 
ual, and The Bottled Gas Manual. 


EI Centro District 
Wins Petrolane Contest 


The El Centro division of Petro- 
lane, Inc., Long Beach, Calif., came 
through with flying colors to win the 
Reno-Sparks district appliance sales 
contest for December. Victory was 
celebrated by the employes and their 
wives over a steak dinner, with W. A. 





Modern home of ‘“’-BUTANE-PROPANE News” showing the new two-story addi- 
tion, which increases the office space of the company to 10,000 sq. ft. and gives 
frontage on three Los Angeles streets. 





Coglizer, advertising and appliance 
manager, on hand to congratulate 
C. V. Shaddy, district manager, and 
his winning team of employes. 

Petrolane operates six appliance 
stores'and has found sales contests 
not only help boost appliance sales 
volume but develop friendly rivalry 
between the districts and stimulate a 
spirit of team play among the em- 
ployes. The company has also discov- 
ered that wives of employes like to 
“get into the act” by conducting a 
sales drive of their own at parties and 
other social gatherings. 


Breidert Co. in New Factory 


The G. C. Breidert Co., manufac- 
turers of Breidert Air-X-Hausters, 
announce the completion of their 
new factory at 13690 Vaughn St., cor- 
ner of San Fernando Rd., Pacoima, 
Calif. 

Breidert Air-X-Hauster was the 
first scientific improvement in the 
roof ventilating field in over 50 years. 


W. A. Coglizer (standing, left), advertising and appliance manager, Petrolane, 
Inc., congratulates C. V. Shaddy, district manager, for winning district appliance 
sales contest. 
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Eureka Williams 
Sale Completed 


Sale of manufacturing assets of the 
Eureka Williams Corp., Bloomington, 
Ill., to the Henney Motor Co. Inc., 
Freeport, Ill., was completed Dec. 30. 
The $4,000,000 sale was approved by 
Eureka stockholders the preceding 
week. 

C. Russell Feldmann, president of 
Henney, announced that the Bloom- 
ington company would be operated 
as the Eureka Williams Corp., Div. of 
the Henney Motor Co. Inc., effective 
immediately. 

B. C. Milner, Jr., was appointed 
executive assistant to the president of 
Henney in charge of the Eureka Wil- 
liams Div. Mr. Milner, former mem- 
ber of a New York management firm, 
has had wide experience in industrial 
administration and reorganization. 
He will make his headquarters in 
Bloomington. 

H. W. Burritt, president of the old 
Eureka corporation; will continue 
with the new management on a con- 
sulting basis. 


Furniture Business Sold 
To Expand LPG Operation 


Collins & Ryan, Inc., prominent op- 
erators of a sizable LPG appliance 
and furniture business in Millsboro, 
Del., have recently sold the electrical 
and furniture division of the firm 
The move is designed to permit ‘he 
company to further expand the LG 
end of the business. 

Construction of a modern build.ng 
is scheduled to start in the ea:ly 
spring to house the new LPG oy er- 
ation. Meanwhile the company ill 
share space with the Millsboro F 1r- 
niture Co., successors to the 42-y«al- 
old furniture division of Collin: & 
Ryan. x 
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Twenty-five Ready-Mix trucks at Jackson, Miss., operating on 
propane have shown a saving of 20% in fuel and maintenance costs. 














Ready-Mix Concrete Fleets 
Find LPG the Ideal Fuel 


By Carl Abell 
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Fuel installation at Denies’ Plant No. 1. Three 6,000 gal. tanks store fuel for truck 
dispenser. Service stand is well protected; counterweighted hoses never get on ground. 


Sires trucks operated by 
the J. A. Denies Co., Memphis, Tenn., 
saved their owners $32,726.31 in fuel 
cost during 1952, by operating on pro- 
pane instead of gasoline. That’s a lot 
of money—nearly $500 per truck. It 
is typical of reports that we have 
been getting from ready-mix fleets 
from various parts of the country. 
While most operators decline to re- 
lease their actual operating figures, 
their generalized statements indicate 
that the above figures can be approxi- 
mated almost anywhere that L. P. gas 
can be supplied without an excessive 
freight differential. 

The Denies fleet consists of 54 
ready-mix trucks feach equipped 
with two engines), 4 dump trucks, 
4 flat bed trucks, 2 tractor-trailer 
units, 2 wreckers, 2 pick-ups, and 1 
cement carrier. The entire fleet was 
converted, beginning with 5 test jobs 
in August, 1950. Following the suc- 
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cessful 60-day test on these prelim- 
inary units, arrangements were made 
to convert additional vehicles as they 
became ready for overhaul. Most of 
the work was done during the fall 
and winter months of 1950 and 1951, 
during the slack season when ve- 
hicles could be taken out of service 
without loss of revenue. The general 
overhaul and the conversion work 
were done at the same time at a con- 
siderable saving compared with what 
it would have cost to perform the two 
operations separately. Conversion of 
the entire fleet was completed in time 
to operate all vehicles on LPG for the 
entire year of 1952. 

Carburetion equipment and ve- 
hicle fuel tanks were supplied by 
Century Sales Co., of Memphis. Dean 
Moss, of that company, also supplied 
engineering service and supervision 
of the conversions, which were made 
by the regular employes of the J. A. 


Denies Co. shops. Moss also designed 


Tow Motor fork lift in the cement block 
plant also operates on propane. 


and supervised the installation of the 
fuel dispensing systems used at the 
three plants of the operating com- 
pany. This includes storage, pumping 
and metering facilities. 

The first five vehicles converted 
included two GMC Series 650 trucks, 
two IHC K-11 commercial type chas- 
sis, and one IHC K-11 army type unit. 
All of these trucks were equipped 
with 5 cu. yd. mixers driven by sep- 
arate engines. The GMC engines 
were high compressioned by milling 
the heads .125 in., while the JHC 
heads were cut .110 in. The auxiliary 
engines driving the mixers included 
Ford industrial, Waukesha, and Con- 
tinental models, which were given 
appropriate high compression trat- 
ment. All manifolds of these engines 
were cooled, generally by mechanical 
separation. The cost of the engine 
work connected with the conversion 
was approximately $35 per truck for 
outside machine work, plus the small 
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amount of labor performed in the 
Denies shop. 

Standardized fuel tanks of 60 gal. 
capacity were used on these, as 
well as on all of the large trucks later 
converted. Century carburetion 
equipment has been used throughout 
the fleet. Labor on the propane in- 
stallations of the first five jobs, in- 
cluding mounting of fuel tank and 
separate carburetion equipment for 
both engines, amounted to 24 man 
hours per truck. As the result of ex- 
perience, the installation time on 
later conversions of the ready-mix 
jobs was reduced to 16 hours. 

These first five converted trucks 


Henry Pommer, V. P. i/c Operations, who 
authorized the conversion, and likes the 
results. 


were operated for 60 days under 
was provided for all three’ plants, the 
engineering and installation being 
done by Dean Moss. Plant No. 1. 
which is the center of operations, has 


three 6000-gal. tanks, and the neces- ~ 


sary dispensing and metering equip- 
ment. The fueling set-up at plant 2 
includes two 6500-gal- tanks, while 
the five or six trucks operated out of 
plant 3 are fueled direct from a 1000- 
gal. tank mounted on a four-wheel 
trailer. This is filled at plant 2, and 
towed over to plant 3 by a truck that 
comes to plant 2 regularly to take 
cement over to plant 3. Thus the 
necessity for a permanent storage 
tank at plant 3 is avoided, and the 
fuel supplier, Delta Fuel Co., operat- 
ing from West Memphis, Ark., has 
the benefit of reduced delivery mile. 
age. 

The permanent storage set-ups are 
equipped with 20 gpm pumps and 
Neptune direct reading meters. More 
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closely controlled test conditions to 
determine the fuel mileage, and to 
find out what service problems and 
expenses might be anticipated. To 
the surprise of everyone concerned, 
the fuel consumption proved to be 
less than had previously been experi- 
enced with gasoline. This led to an 
investigation which disclosed that 
considerable gasoline was being pil- 
fered from truck tanks. Since similar 
theft of propane was impossible, the 
LPG jobs were getting credit for a 
saving greater than that represented 
by the actual consumption in the 
trucks. Nevertheless, this was a very 
real and important saving in operat- 


Typical J. A. Denie’s Sons Ready-Mix 
truck with both engines running on 
propane. 


ing cost. Since it was. not necessary 
than 70 carloads of fuel have been 
pumped through these meters, at a 
total maintenance cost of less than 
$15. Hoses are suspended and coun- 
terweighted so they are automatical- 
ly elevated when not in use. They 
have never had any trouble from dirt 
in the nozzles, and since neither the 
hoses nor the nozzles ever drag on 
the ground or get under the wheels 
of the vehicles, there have been no 
replacements required in the more 
than two years that they have been 
in service. Total cost of the fuel stor- 
age and dispensing equipment for the 
three plants was $17,650. 

Cost of the equipment purchased 
for the truck conversions came to 
$311.50 for each of the trucks equip- 
ped with two engines. It included the 
60-gal. tank, separate converters, car- 
buretors, filters, and electric fuel 
locks for each engine, and the neces- 
sary hoses, tubing, and fittings. Parts 


to change engine oil so frequently, i: 
immediately became apparent that 
savings in oil cost would add further 
to the benefits derived from the con- 
version. Costs related to servicing 
and maintenance of the fuel equip- 
ment during the test period were in- 
significant. 

Following the successful comple- 
tion of the 60-day test, decision was 
made by Henry A. Pommer, vice 
president in charge of operation, and 
Herman Pommer, superintendent of 
equipment, to proceed with the con- 
version of the entire fleet. 

These trucks are operated out of 
three plants, all in Memphis. Fuel 





The company’s long-distance road tractor 
refuels at a service station enroute to 
the job. 


storage and dispensing equipment 
for converting the single engine jobs 
totalled $286.50. Total equipment in- 
vestment in the fleet conversion was 
$20,406, to which must be added the 
cost of labor as noted above, and ap- 
proximately $35 per vehicle for en- 
gine changes. 
operation in 1952 consisted of 303,017 
gal., and the laid-in price, including 
federal tax, was $28,786.62. Fuel used 
Propane purchased for this fleet 
to run the mixer engines is not sub- 
ject to state tax, so special arrange- 
ments were made with the state tax 
authorities to exempt 40% of the fuel 
consumed by the mixer trucks from 
the state levy. Full state tax was 
paid on all propane burned in the re- 
maining vehicles. With the state tax, 
the propane cost $41,513.33. The same 
amount of gasoline, under the samc 
arrangement, would have cost $74,- 
239.84, leaving a saving in fuel cost 
of $32,726.51. 
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Other savings are not yet deter- 
minable, as it will be a long time be- 
fore any of the engines come up to 
the next overhaul period. Ready-mix 
trucks do not run very high annual 
mileages, 25,000 miles being excep- 
tional, and 20,000 being close to the 
average in this fleet. The other 
trucks also operate limited mileages. 
There are, however, certain items of 
saving which are unmistakable. All 
service work on the carburetors, con- 
verters, and other propane fuel units 
was performed by Century Sales Co., 
and the entire billings for 1952 added 
up to $272.41. The cost of maintain- 
ing the gasoline carburetors for the 
fleet when that fuel was used ran 


Latest addition to the Jackson Ready-Mix fleet—a factory 
equipped International. 


close to $270 per month—a saving of 
approximately $3000 per year in car- 
buretor maintenance alone. 

While no attempt has been made 
to evaluate the saving in time re- 
quired to service the trucks, Herman 
Pommer points out that with the 60- 
gal. tanks, refueling is necessary only 
every other day, whereas with the 
smaller tanks formerly used with 
gasoline, it was necessary to fill every 
other day, and on a heavy day’s run, 
two refills were necessary. With the 
20 gpm pumps, the entire fueling op- 
eration requires less than five mih- 
utes, which is less time than was re- 
quired to fill the gasoline tank with 
the slow-speed service station type 
pumps formerly used. While the sav- 
ing of servicing time on one vehicle 
is not important, it really adds up 
when 69 trucks must be serviced. 
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The Denies company officials are 
sure that the entire cost of conver- 
sion, plus depreciation on the storage 
and dispensing equipment, has been 
saved during the first year following 
completion of the fleet conversion. 
They point out that it will be at least 
five years before they are able to de- 
termine the reduction in engine 
maintenance costs, but the savings 
proved to date in cost of fuel, oil, and 
carburetor maintenance make a very 
substantial addition to the annual op- 
erating profit. They could not afford 
to return to operation on gasoline. 

Down in Jackson, Miss., three 
trucks operated by Jackson Ready- 
Mix Co. were converted for a similar 
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test in July, 1951. This test was con- 
tinued for a full year before the rest 
of the 25 vehicles in the fleet were 
converted. The records showed that 
these trucks were consuming 10% 
more propane than similar jobs op- 
erating on gasoline, but the total cost 
of fuel was considerably less on ac- 
count of the lower per gallon price. 
All engines in the fleet were either 
new or newly rebuilt at the time of 
conversion, and since these vehicles 
also operate an average of about 20,- 
060 miles per year, it is much too soon 
to attempt to estimate the compara- 
tive engine life. According to Joe C. 
Sorrel, service manager of the fleet, 
there has been noticeable reduction 
in the number of road failures, while 
fuel pump failures, which were for- 
merly troublesome, have been elimi- 
nated, and the records show lower 





carburetor maintenance costs, long er 
spark plug life, and less expense in 
maintaining the electrical systems 

Oil experience has not yet been «e- 
termined for normal operation. Sor. 
rel states that the break-in time on 
new and rebored engines is much 
longer than with gasoline, and that 
during that period, oil consumption 
is high. This break-in period has cun. 
tinued as much as 20,000 miles w th 
certain engines, although 10,000 mies 
is closer to the average. After break. 
in is complete, oil consumption drops 
to a very low figure, and remains low 
for a long time. 

Before making the conversions, ihe 
shop mechanics’ time was fairly 


Storage tank at Jackson Ready-Mix plant. Dispenser is on main 
driveway opposite shop. 


evenly divided between engine work 
and maintenance of other parts of 
the vehicles. At present less than 
10% of the shop time goes into work 
on the engines and engine acces 
sories. 

Fuel tanks on the Ready-Mix units 
of this fleet are of 40-gal. capacity, 
two per truck. The few other trucks 
in the fleet have single tank instaila- 
tions, sized according to the needs of 
the trucks. All carburetion equip- 
ment is Ensign; sold and installed by 
Moulden Supply Co., of Jackson. in 
whose shop the conversions w:re 
made. 

Fuel for the vehicles, supplied by 
Sandifer Butane Co., of Jackson, is 
dispensed through a 6000-gal. tan!: in 
the yard of the ready-mix plant, by 
means of a 10 gpm Corken pump. 

During the past year 10 new IHC 
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19) trucks have been added to the 
fleet. These came from the factory 
equipped for L. P. gas. The company 
program calls for replacement of five 
oll trucks per year with similar units 
ec uipped for butane. 

While the full extent of the saving 
is not yet apparent, Brock Day, 
ov ner of the company, states that 
their records show that the change 
to L. P. gas has given them a reduc- 
tion of at least 20% in vehicle oper- 
ating cost. 


J. & S. Carburetor Co. 
Celebrates 20th Anniversary 


Founded in 
March of 1934 by 
S. P. Jones and 
E. W. Schadek, 
the J. & S. Car- 
buretor Co., Dal- 
las, Texas, cele- 
brates its 20th 
anniversary this 
month. 

Starting with a 
5. P. Jones natural gas car- 
buretor invented 
by Mr. Jones when the company was 
originally formed, the firm has pio- 
neered in the development and 
manufacture of LPG vaporizers, reg- 
ulators and carburetors. During the 
20 years of its history the concern ex- 
panded from a small factory to five 
buildings and established a trade- 

mark that is nationally known. 

J. & S. built its reputation with 
tractor conversion kits, and recently 
entered the truck and passenger car 
field with specially engineered kits. 
According to S. P. Jones, president 
and manager, J. & S. kits have saved 
the farmers of America millions. of 
dollars in fuel and motor oil costs. 


Chicago Replaces Another 
Route With Propane Buses 


‘he Chicago Transit Authority an- 
nounces the replacement of 90 old 
red street cars with 99 new propane 
buses on the Ashland Ave. route, ef- 
fective Feb. 15. Two special bus 
services, between 95th and Ashland 
and the Downtown Loop, and an ex- 
pe::mental service from inside the 
Union Stockyards to 95th and Ash- 
land, are operating in connection 
wi: the main bus route. 

Substitution of buses has permitted 
changing the old routing to eliminate 
fou’ left hand turns which slowed 
down the street car schedule, thus 
maierially improving service. 

in making the announcement of 
this substitution, the CTA officials 
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emphasize the odorless nature of the 
exhaust, which is a factor of increas- 
ing importance in maintaining favor- 
able public relations. 


Combined Fuel Lock and 
Filter Added to Beam Line 


A combination fuel lock and filter 
assembly, built into a single easily 
mounted unit, has been announced 
by The Parkdale Co., manufacturers 
of Beam LPG carburetion equip- 
ment. Both the filter and lock-off 
units are approved by Underwriters 
Laboratories. 

Stock units are available with 
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THE ONLY LPG CARBURETOR 
THAT MAINTAINS EFFICIENCY... 


* at any altitude 
* at any temperature 


B cas e * at all speeds and power ranges 


IT’S A METERING VALVE TYPE 


... always in perfect balance 


¥ 


~aeabbbaahdee 4 NO VENTURI, NO ECONOMIZER 
é; AND NO MULTIPLE ADJUSTMENTS 


THE PERFORMANCE CURVE IS PRE-SET in each Century Carburetor by the 
design and synchronizing of its injector type gas metering valve and butter- 
fly air valve. You get a perfect mixture at all times. 

Only one single “tune up” adjustment is required—just set it, seal it and 
forget it. No wonder more and more manufacturers of tractors, trucks and 
engines are factory installing Century. Get the facts; write for Bulletin No. 153. 
CENTURY GAS EQUIPMENT CO., 11188 Long Beach Bivd., Lynwood, California 











either large or small filters in com- 
bination with both 6 and 12 volt lock- 
off valves. The assembly is mounted 
on the vehicle with two bolts, and 
connection into the fuel line is made 
by two flared fittings. 


LPG Adapter and Idle Plate 
Fits Four Barrel Carburetors 


To meet the demand for equipment 
which would permit L. P. gas conver- 
sions on 1952 and 1953 Cadillacs, 
Packards, Oldsmobiles and Buicks, 
having four barrel carburetors, Am- 
erican Liquid Gas Corp. has designed 
and manufactured an adapter and 





idle plate which will accommodate 
these carburetors to permit the con- 
version to LPG. 

Most passenger car conversions are 
made on the combination system and 
the new equipment for the four bar- 
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PERFORMANCE is an all important factor in an LP-Gas carburetor. 
Without it service calls would soon ruin the good reputa- 
tion of the finest engine—can also be very costly to the 
tractor dealer and fuel dealer as well. Dependable carbur- 
etor performance, like that of a tractor or truck, isn’t just a 
“design accident.” It goes back over the years of field 
experience and laboratory development. 

Your Ensign carburetor of today is the result of 43 
years specialized experience — the result of millions of suc- 
cessful installations with all kinds of fuel. The benefit of 
this experience is yours when you buy —— Insist on 


Ensign — accept nothing less. 


ENS. GN CARBURETOR COMPANY 





7010 S. Alameda St., P. O. Box 229, Huntington Park, California 
Branch Factory; 2330 W. 58th St., Chicago 36, Illinois 


DEALERS AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 








rel carburetors enable the car owncr 
to use his own carburetor and con- 
vert his automobile to run either on 
gasoline or LPG, simply by throwing 
a control switch. 


Carbon Monoxide Studies 
Show Propane Advantages 


The relation of carbon monoxide 
(CO) fumes to the “smog” problem: 
is under study in a number of cities, 
While the complete relationship to 
the irritants present in smog is difii- 
cult to trace, the harmful direct ef. 
fects of carbon monoxide on human 
health have long been understood. 

Studies have shown that carbon 
monoxide is present in the exhaust 
gases of all gasoline engines. Samples 
collected in Los Angeles showed the 
ordinary range to be from 5.3% to 
13.72%, with an average of approxi- 
mately 7%. It is generally recognized 
that the carbon monoxide production 
of propane-burning engines is signifi- 
cantly less than that of gasoline en. 
gines. 

A recent test conducted by Trues- 
dail Laboratories, Inc., Los Angeles, 
Calif., for Dix Manufacturing Co., 
manufacturers of Dix carburetion 
equipment, using a Willys Jeepster 
with dual-carburetion equipment, 
showed the lowest carbon monoxide 
content in three tests on gasoline to 
be 5.3%, while the highest result af- 
ter switching to propane proved to 
be 2.1%. Another recent exhaust gas 
analysis, on a propane powered city 
service bus, showed a CO concentra- 
tion of only 3.1%. 

Analyses of atmosphere at street 
level in downtown Los Angeles on 
particularly smoggy days have 
shown CO content as high as 42 parts 
per million parts of air. It is consid- 
ered by medical authorities that 100 
parts per million are sufficient to in- 
capacitate the average individual af- 
ter continuous exposure for one hour. 
The preliminary symptoms include 
sleepiness, premature fatigue, and 
mild headaches. 

Carbon monoxide poisoning is 
cumulative—that is, the effect of con- 
tinuous mild exposure may not be 
dissipated by the human system as 
fast as the new effects accumulaie. 
This is of importance in connection 
with the health and working effici- 
ency of people who must spend thvir 
time on congested city streets, or in 
factories and warehouses in which 
gasoline-driven equipment such as 
fork-lifts and sweepers are operated 
throughout the day. Increasing atten- 
tion is being paid to this factor on hu- 
man health and efficiency. 

The substitution of propane for 
gasoline power in city service buses 
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and in indoor vehicles is being given 
increased attention by health au- 
thorities. It is significant to note in 
this connection that factories and 
warehouses now using propane in- 
stead of gasoline for indoor mobile 
power applications report noticeable 
improvements in both atmospheric 
condition and employe morale. 


Safety Council Considers 
LPG Service Stations 


At the recent annual meeting of the 
National Safety Council a panel dis- 
cussion was held to cover the prob- 
lems of safety in relation to the grow- 
ing number of service stations hand- 
ling and dispensing butane and pro- 
pane for motor vehicle fuel. Panel 
chairman was Alexis de Tarnowsky, 
Safety Engineer, Pure Oil Co. Partici- 
pating in the panel discussion were 
Walter Miller, ‘President, Dri-Gas 
Corp., I. F. Statz, Wisconsin Indus- 
trial Commission, and Paul W. Tuck- 
er, Phillips Petroleum Co. 

Recognizing that more facilities for 
fueling LPG equipped vehicles must 
be provided, the problems before the 
panel were: Where should these fill- 
ing stations be located? Can the fuel- 
ing of L. P. gas engines be accom- 
plished safely at the same location at 
which gasoline engines are fueled? 
Can bulk storage for L. P. gas be safe- 
ly located on the same premises with 
the bulk storage of gasoline and other 
petroleum products? If not, how close 
can one be located to the other? Is 
one operation more hazardous than 
the other? Do the two operations 
constitute hazards to each other? 

The following conclusions were 
prepared for publication in the Na- 
tional Safety Council Transactions: 

From the opening statements of the 
panel members and the questions and 


answers that followed, it can be said — 


that from safety considerations L. P. 
gas fueling facilities can be located 
at service stations provided they are 
properly installed. L. P. gas bottles 


and cylinders should not be filled at a’ 


service station unless facilities have 
been properly designed for such fill- 
ing operations. This involves proper 
layout and installation of approved 
equipment to do the specific job. 
Casoline dispensing pumps should 
not be converted to L. P. gas service 
since they are not constructed to 
handle the pressure under which 
L. P. gas is handled. L. P. gas storage 
tanks at service stations should be 
properly protected to prevent the ac- 
cumulation of spilled gasoline and 
other petroleum products under- 
neath the L. P. gas storage tanks. 
Exeess flow valves should be in- 
Stalled in the piping between the 
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L. P. gas storage tank and the dis- 
pensing pump so that in case of con- 
tact by a motor vehicle or by any 
other means the L. P. gas dispensing 
pump is broken or torn from its con- 
nections the excess flow valve will 
prevent major release of gas. 

While the maintenance of an L. P. 
gas bottle exchange is safe at a serv- 
ice station customers should be re- 
peatedly cautioned regarding the safe 
handling of these LPG bottles. At the 
bulk plant L. P. gas can be safely 
stored provided it complies with the 
space and distance requifements spe- 
cified in NFPA Pamphlet No. 58. 


Special provisions should be made 
to prevent the flow of gasoline and 
other liquid petroleum products un- 
derneath the LPG storage tanks in 
case of rupture or leakage of the 
gasoline or other liquid fuel tanks. 


First LPG Station 
Opens at Bristow 


Bristow Butane Co., leased by El- 
mer Holmes,.is the first LPG busi- 
ness to operate at Bristow, Okla. Lo- 
cated at Kelly lake, west of the city, 
the station offers full service and sup- 
ply on LPG. 
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...A CINCH TO INSTALL 
MANCHESTER LPG TANKS 


NO DRILLING OR DISASSEMBLING, THEY ARE 
ENGINEERED TO FIT ALL POPULAR MODEL TRACTORS 


Says the carburetion manager of one of the largest 
Propane Corporations: “When I send my men into the 
field with a Manchester tractor tank for a certain 
model tractor, I know the conversion will be made 
with a minimum of installation time and that the 
customer will be satisfied because Manchester tanks 
fit accurately and neatly.” 


Though the tanks are priced like stock items, the 
finished conversion looks like a custom job. Man- 
chester tanks come complete with mounting brackets, 
hood supports and instrument panel clips. All valves are 
UL approved and ‘conform to all industry standards. 


Write for our Tractor 
Tank Installation Manual 


NCHESTER 


WELDING & FABRICATING CO. 


2880 NORTON AVENUE, LYNWOOD, CALIFORNIA 
PHONES: NE 1-9357 NE 6-2839 


le. Mali 
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Lone Star Drivers and Truck Make Several Records 


1D avveac a heavy duty trans- 
port truck 255,000 miles without 
engine repairs is about 150,000 miles 
farther than the White Motor Com- 
pany considers standard perfor- 
mance in that kind of service. This is 
the record turned in by a Lone Star 
Gas Co. LPG transport in the hands 


of their drivers, George Reynolds 
and Dewey Elam. George and Dewey 
do not claim all the credit, however. 
The engine ran on butane and pro- 
pane, which they admit made some 
difference. 

George and Dewey -have been a 
Stargas transport driving team for 








The “Know-How” you need for 


Installations an 


d Conversions 





Butane- Propane 
POWER MANUAL 


Second Printing — Nov. 1953 
With Revisions 
Published by 


BUTANE-PROPANE News 








Here is the first authoritative guide ever 
published for the rapidly expanding LPG 
power market. Basic facts of engines, fuel, 
and power are given in easy-to-understand 
language; then careful directions and clear 
illustrations take you step-by-step through 
_ installations, conversions, servicing .. . 
everything needed in a practical working 
manual for practical men. Nearly 5,000 
copies of the BUTANE-PROPANE POW- 
ER MANUAL have already been sold. 


@ A De Luxe Edition in handy 
23 Chapters, 334 Pages, 


TVANYW HAMOd INVAONS-INVLING 


pocket-size, flexible binding. 
Completely Illustrated. 


OUTLINE OF CONTENTS 


The Nature of L. P. Gas 

Basic Engine Facts 

Basic Facts of Fuel Combustion 
Engines 

Factors Affecting Operating 

«Economy and Power 

L. P. Gas Carburetion Systems _ 

Regulating Gas Pressure and 
Temperature 

Fuel Supply System. Vehicle Tanks 


OP eee SN 


10. Checking the Engine’s Condition 


11. Raising the Compression Ratio 23. 


12. Cooling the Intake Manifold 


Order Your 
Copy Now 


unless 


and Equipment 20. 
Natural Gas Carburetion 21 
Planning the L. P. Gas Installation 22. 


Price $3.50 


We pay postage on orders tear by “acai Orders 
trom individuals must be accom 


13. Ignition Problems 

14. Tractor Conversions 

15. Truck and Bus Conversions 

16. Passengér Car and Taxicab 
Conversions 

17. Industrial Engine Conversions 

18. Installing and Adjusting L. P. Gas. 
Carburetion Systems 

19, Manufacturers’ Instructions for 

Adjusting L. P. Gas Carburetors 

Lubrication of L. P. Gas Engines 

. Trouble Shooting 

Safe Storage and Handling of 

L. P. Gas 


PE wi L. P. Gas Carburetion 
Appendix (including Definitions) 


(in California add 
3% Sales Tax) 
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George Reynolds (left) and Dewey Elam 
drive for Lone Star and are LPG boosters. 


the past seven years. They don’t 
make the same trips at the same time, 
but they drive the same transport on 
alternate ends of the week for a 
whopping 8,000 miles a month. 

Recently the big five-ton White 
they have been driving since it was 
purchased on January 24, 1951, 
passed the quarter million mile mark 
with the outstanding record of no 
engine repairs and an average oper. 
ating cost of less than four cents a 
mile. 

It’s the second truck on which 
these men have turned in a record of 
this kind. Prior to present transport 
No. 2167, they drove a White trans- 
port 263,000 miles before the engine 
was overhauled. 

How and what do they do? Arthur 
Deffebach, foreman of the central 
garage at Ranger, puts it this way: 

“Both are conservative drivers and 
take particular pride in the equip- 
ment they operate. They handle that 
truck like a baby. When anything 
goes wrong, they catch it as soon as it 
happens and take immediate steps to 
have the trouble corrected. Naturally 
they get better service out of their 
equipment as a result. 

“Because of their good, conserva: 
tive driving they do a good job of 
hauling, too, and stay on the road 
without breakdowns. We do all of he 
maintenance work on the truck »ut 
we don’t take the credit for the gvod 
record. It’s that personal care, ha .d- 
ling the truck as though it was t/ eir 
own investment, that counts. Cor- 
recting small troubles before they de- 
velop into big repair jobs, is an im- 
portant factor in this truck reco:d.” 

In Dallas where both men | ve, 
other factors point to the teamw rk 
these drivers have developed. F sth 
men are friendly and each is thou ‘ht- 
ful of the other. 

For example, neither leaves the 
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truck for the other to step into with 
a fiat tire or a minor repair needed. 
When George ends his run and parks 
the big transport in the Logan street 
ya'd on Wednesday night, he checks 
it over and then calls Dewey. And 
that telephone conversation is mostly 
abcut the truck and how it is behav- 
ing. Dewey does the same thing for 
George when he comes in on Satur- 
day night. 

Highest repair bill on the truck 
was in January 1953 when carburetor 
repairs and timing and routine re- 
pairs came to $134. The truck was 
then two years old and had 177,928 
miles on it. Tires are the biggest ex- 
pense, but even there, periodic rota- 
tion and careful driving have cut ex- 
pense to a minimum. 

Neither driver has had an accident 
in the nine years they have been with 
the company and they started the 
same day, in November 1944. They 
didn’t team up on the same truck, 
however, until two years later. 


Suburban Propane Gas 
Adopts Helicopter For 
Short “District” Hops 


Te helicopter is making inroads 
into the transportation field. This 
mode of travel has been adopted by 
the Suburban Propane Gas Corp., 
Whippany, N. J., for making short 
hops between its 78 district offices 
and plants which are located from 50 
to 100 miles apart, in 16 eastern 
states. 

In explaining the company’s deci- 
sion to purchase a helicopter, Mark 
Anion, president, said, “We believe 
that it will save us both time and 
money. With a helicopter, our exe- 
cutives will be able to visit our dis- 
trict offices more frequently than has 
been possible to date.” 

Mr. Anton further stated that 
when a long trip is anticipated the 
hel.copter is ideal for taking person- 
nel ‘o any one of the three major air- 
por’s in the congested metropolitan 
Ney. York area, and that it also will 
be «sed for transportation to New 
Yo: < City if such travel is necessary 
dur'ng the commuter rush hours of 
hig way traffic. Another time-saving 
fea‘ ire is the fact that in most areas 
the helicopter can deposit its passen- 
gers “at the door” of its destination. 

Suburban is the largest independ. 
ent distributor of liquefied petroleum 
gas. In addition to distributing 
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Another ALGAS First 
IN LP-GAS CARBURETION EQUIPMENT 


Model C-1670 Adapter 


For 4 Barrel 
Carburetors on 
1952-53 Cadillacs, 
Packards, Buicks 
and Oldsmobiles 


‘? 


Model 1641-48 Idle Plate 


Be first with ALGAS to supply 
positive conversion equipment for 4 
barrel carburetors. ALGAS engi- 
neering brings you these factory 
tested products to prove again that 
the ALGAS line is the complete line. 
Write or wire 


now jor | BUTANE OPANE 
information. 


MaTURAL Gas 


AMERICAN LIQUID GAS CORP. 


1109 Santa Fe Ave., Los Angeles 21, Colif. 

















NEW J & S CONVERSION UNIT 
“NO BIGGER THAN YOUR FIST” 





Amazing new unit is composed 
of tiny 

e “Acorn” Filter, 
134” diameter. 

e Brass Bellows Vaporizer, 
234” diameter. 

e #344 Regulator, 
35%” diameter. 


Flexible—Above parts may be 


‘mounted together as shown, or 


separately when space is limited. 


Complete Kit for small or med- 
ium tractor, etc., includes hoses, 
clamps, gas adjusting block, 
spud-in nipples, etc. 

Top Performance, dependable, 
sturdy, good economy. 


Become a J & S Dealer 
Write Today 





MODEL 344-W-6 UNIT 
FOR FARM TRACTORS, FORK LIFT 
TRUCKS, STATIONARY ENGINES 











Js CARBURETOR COMPANY 


P.O. BOX 1039 


DALLAS, TEXAS 


“TWENTY YEARS IN GAS CARBURETION” 




















DON'T GUESS—Know How Your Engine is Performing! 


Every automobile, truck, bus or motor vehicle should be equipped with a DIX 
ECON-O-METER to save money on gasoline, butane or propane and check at a 
glance the efficiency of the engine. 


DIX ECON - O - METER 


FITS ALL TYPES OF 
COMBUSTION ENGINES 


3447 East Pico Boulevard - 






EASY TO READ—LARGE 
FIGURES—BRIGHT COLORS 


DEALERS — Don’t Pass Up This Opportunity! 
A vast field of ECON-O-METER users is open to you! It’s an accurate engine 
analyzer, can be used as a tune-up gauge as well as a real fuel saver. Lowest in 
cost and tops in quality. Sells for only $5.95 complete kit, ready to install. 
Regular dealer discount. 


RUSH YOUR ORDER TODAY! 


DIX MANUFACTURING CO. 


Manufacturers of DIX LPG Carburetors—Simplest of them all! 


- Los Angeles 23, California 











More Power To You 


Power that packs a wallop... 
finer transportation that costs less 
per mile — both yours with an Ellis 
““Bu-Power”’ Manifold. 


One installation will prove to you 
: that no installation is complete with- 
out an Ellis “‘Bu-Power’’ Manifold. 


In most cities, dial 
information for the 
number of 
Ellis Manifold 
Distributor 


| ELLIS MANIFOLD CO. 
\ 2212-A EAST WASHINGTON BLVD. 
q LOS ANGELES 21, CALIF. 


Fer additional 
details write 
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NATIONAL LIQUID 
CAR AND TRUCK KIT 


#1 -25/16 $73.65 
#2-25/8 74.13 , 
#3 - 3 1/16 76.63 
#4-4 76.63 


KIT CONTAINS CONVERTER 
CARBURETOR ADAPTER 
STRAINER INSTALLATION 
KIT ELECTRIC SHUT-OFFS 
TRACTOR KITS 


$19.75 TO $44.13 


Write, wire or call us for your National 
Catalog today. Contact our home office 
for available dealerships. THE COM- 
PLETE LINE FOR BUTANE DEALERS. 
UNIVERSAL PRODUCTS, INC. 
LPG Carburetion Division 
6918 Lindberg Street, Houston 17, Texas 









bottled gas for uses in the home, on 
the farm, and in industry, Suburbia 
has set up marine dealers from Maine 
to Florida to provide a.coastwise, uni- 
form gas service for pleasure and 
commercial craft cruising along the 
Atlantic coast and on the inland 
waterways. 

Through a subsidiary compary, 
the corporation supplies farmers with 
the new 82% nitrogen fertilizer, an. 
hydrous ammonia, under the trade 
name, “Suburban Hi-N.” 

Joseph Strollo, -pilot of the heli- 
copter, has been flying aircraft since 
1931. He recently returned to the 
states from a two-months’ assignment 
in Alaska with the Army Engineers, 
who were on a surveying mission. 
Prior to that time, he was in Egypt 
on a Government assignment with 
the T.C.A. Point 4 program. His func. 
tion was to train Egyptians to fly 
helicopters and also teach them crop 
dusting, the object being to dust cot- 
ton against the boll weevil, locust 
and other insects. 

The helicopter is now housed at 
the Morristown Airport, but future 
plans include a heliport at Whippany. 


LPG Lighter Used By 
21’ Million Smokers 


“No wick, no flint, no fluid.” These 
are the words, first heard in France 
in 1947, which ushered in a new type 
of pocket lighter called the “Flamin- 
aire” which uses LPG. Some 2,500,000 
of the LPG lighters are now in 
use throughout the world. 

“Flaminaire” was born in the mind 
of Marcel Quercia, owner. of a size- 
able business which has been one of 
France’s leading producers of liquid- 
fuel lighters and other smoking ac- 
cessories. Quercia was one of the 
first in his field in France to intro- 
duce assembly-line production tech- 
niques and to develop a systematic 
chain of retail outlets. 

The “Flaminaire” has four basic 
elements: the chamber which holds 
the gas in liquid form, called “buta- 
bloc”; the release valve, a delicate 
mechanism adjusted to give a flame 
slightly over a half-inch in height; ‘he 
lighting mechanism, similar in some 
respects to that of an ordinary light- 
er, but requiring a much smailer 
spark; and the case. 

Three advantages are claimed ‘01 
the “Flaminaire”: it can operate ‘or 
a long time without a refill (being 
guaranteed for 10,000 lights); it 
works with little pressure from the 
finger; and its flame leaves no odor 
or residue. 
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Suburban Propane Adopts 
Scotchcal for Emblems 


Mark Anton, president of Subur- 
ban Propane Gas Corp. of Whippany, 
N. J., said recently that for durabil- 
ity and ease of application, Scotchcal 
brand film has been adopted as stan- 
dard material for emblems on all 
trucks operated by their company. 

“We selected Scotchcal because it 
can be applied more cheaply and lasts 
longer than paint,” said Mr. Anton. 
“There’s no mess or delay resulting 
from application. Our trucks oper- 
ate the same day the emblems are 
put on.” It was also cited that sim- 
plicity of application is one of the 
major advantages of the material, 
which is manufactured by Minnesota 
Mining and Manufacturing Co., St. 
Paul, Minn. 





The smooth-surface film can be ap- 
plied directly to any surface that will 
not rust or deteriorate in weather 
such as glass, aluminum, galvanized 
iron, stainless steel and on most well 
painted areas. The message on the 
emblem is silk screened with red let- 
ters outlined in black against a yel- 
low background, and local sign shops 
can make up emblems from the ma- 
terial, it was announced. 


Signal Oil & Gas Co. 
Near Completion of Plant 


Signal Oil and Gas Co. is nearing 
completion of its natural gasoline and 
eee extraction plant near Tioga, 

Ly 

The plant will have an initial oper- 
ating capacity of 60 million cu. ft. of 
gas daily to be gathered from the 
Tioga area, and will process natural 
gasoline and LPG. 


Suburban Gas Co. 
Acquires Western Liquid 


Western Liquid Gas Co., Adelanta, 
Calif., formerly owned by Ross Par- 
sons, was acquired recently by the 
Suburban Gas Co., Upland. 

The Suburban Gas Co., one of the 
largest LPG dealers, operates in 
Southern California and Arizona 
with 24 branches. 
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csi NEQuipment 


Years of training and experience are behind 
every good fighter...also every good prod- 
uct! Beam engineers have had years of train- 
ing in LPG carburetion both in the field and 


in the shop. These years of experience have TION 
resulted in a quality line of dependable Allar 
equipment and in more profitable installa- 

tions for both dealers and users. DESig 


DEALERSHIPS AVAILABLE! 


Manusactine 6, THE PARKDALE COMPANY 


Peer STREET - LOS ANGELES. 2) CALIFORNIA 
(Gfolsslelicsictn Qloldollld=salelaim Gels d-latlolakum)sla-ae haste) 
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Keep Up 


men 


B-P News brings you Facts, New 
Ideas, New Methods, News and 
Reports. You'll want to read every 
chapter in the Safety Series. Don’t 
miss an issue! 


SUBSCRIBE TODAY 


@ Subscription Order 


BUTANE-PROPANE NEWS * 





with L.P. Gas 
Developments 


Every Month 





198 S. Alvarado St., Los Angeles 57, Calif. 
Start my B-P News subscription with the 
[] 1 Year $2.00 [] Payment Enclosed 
[] 2 Years $3.00 [] Bill Me 
(Add $2.00 per year foreign postage outside of U.S.A., Canada, & So. America) 


NAME 





MAIL ADDRESS 





CITY ZONE STATE 





My connection with the LP-Gas Industry is. 
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Display-classified advertising rates can be secured by ‘writing 
publisher. For regular classified advertising, set in 7 point type 
without border or display, the rate is $1.00 per line per insertion. 


Count each letter and space 


between words and allow 46 letters 


and spaces per line. Minimum charge is $3.00 per insertion. 
Classified advertising payable in advance. Copy and payment 
must reach publisher’s office prior to fifth of month preceding 
‘date of publication. 





HELP WANTED 





BUSINESS OPPORTUNITIES OFFERED 


FOR SALE—TRUCKS-TRAILERS - Cont. 





HELP WANTED? 


A COMPANY SEEKING A 
BRANCH MANAGER AND 


a salesman got 38 replies from 
one ad in the classified columns 
of BUTANE-PROPANE News... 
THE PLACE TO ADVERTISE FOR 
WHAT YOU WANT. 


SEVERAL DESIRABLE TERRITORIES 
available for full time Sales Engineers to sell line 
of L. P. valves, regulators, accessories. Write 
Box 210, BUTANE-PROPANE News, 198 S. 
Alvarado St., Los Angeles 57, Calif. 


WANTED — EXPERIENCED SALES 
representatives. We have openings for aggres- 
sive sales representatives with experience in 
sale of L. P. gas and anhydrous ammonia sys- 
tems. Openings in Eastern, Middle West and 
West Coast areas. State experience and full in- 
formation in application to: General Manager 
of Sales, The J. B. Beaird Co., Inc., P. O. Box 
1115, Shreveport, Louisiana. 


FLORIDA MANAGER WANTED 
Operating manager with executive ability for 
successful L. P. gas business in Florida. All bulk 
deliveries servicing approximately 1,500 custo- 
mers, excellent equipment, outstanding show- 
room in growing, substantial community. Fine 
living conditions. Please give complete details of 
experience and indicate salary requirements. All 
replies in confidence. Write Box 330, BUTANE- 
PROPANE News, 198 S. Alvarado St., Los 
Angeles 57, Calif. 


OPPORTUNITY FOR ENGINEER- 
draftsman with experience in designing and 
engineering of L. P. gas and anhydrous ammonia 
tanks. State experience and background in ap- 
plication to Dallas Tank Company, Inc., P, O. 
Box 5387, Dallas, Texas. 


MAJOR OIL COMPANY WANTS LPG 
salesmen for Midwest, Oklahoma, Texas. Prefer 
college grads with some sales experience. Give 
complete data including photo and salary. Write 
Box 310, BUTANE-PROPANE News, 198 S. 
Alvarado St., Los Angeles 57, Calif. 





SITUATIONS WANTED 





20 YEARS EXPERIENCE IN ALL PHASES 
of L. P. gas operations, including bulk plant 
construction, propane-air installations, available 
as manager. Write Box 325, BUTANE-PRO- 
PANE News, 198 S. Alvarado St., Los Angeles 
57, Calif. " 


FORMER OWNER AND OPERATOR OF 
L. P. gas company, presently connected as 
branch manager large distributor seeks manage- 
ment opportunity with full responsibility. Young, 
energetic and fully experienced in all phases of 
merchandising and distribution. Resident of 
Florida, will relocate as necessary. Please reply 
to Box 315, BUTANE-PROPANE News, 198 
S: Alvarado St., Los Angeles 57, Calif. 
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SOLD 


An LPG Appliance Business 
COST - $6.90 


JUST ONE 8-LINE CLASSIFIED AD IN 
A SINGLE ISSUE OF BUTANE-PROPANE 
News SOLD THIS BUSINESS. This is typi- 
cal of the QUICK RESULTS you get from 
classified ads in B-P News. 

FOR SALE — BUTANE AND PROPANE 
gas business located in North-Central Florida. 
Now doing 500,000 gallons, can easily be in- 
creased to million gallons yearly. Must be able 
to pay $50,000.00 down. Write Box 220, BU- 
TANE-PROPANE News, 198 S. Alvarado St., 
Los Angeles 57, Calif. 


BUTANE-PROPANE DISTRIBUTORSHIP 
and Standard Oil jobber for sale. Each is separ- 
ate corporation and will sell 50% of the stock 
in both corporations to the same individual. The 
butane-propane corporation selling over 2,000,000 
gallons yearly and the fuel and oil setup selling 
900,000 to 1,000,000 gallons yearly. Ten pieces of 
rolling stock all in first class condition and ade- 
quate storage in both operations. Both of these 
operations are specializing in oil field service and 
the expansion possibilities are unlimited. With 
the present volume, should pay out in three 
years. Terms: $65,000.00, $35,000.00 cash and 
five years on the balance at 5% interest. Write 
Box 320, BUTANE-PROPANE News, 198 S. 
Alvarado St., Los Angeles 57, Calif. 


FOR SALE: LPG BUSINESS IN NORTH 
Mississippi. Tractor and bottle business making 
a balanced load about 1000 customers. Sold 
600,000 gallons last year. Have 100,000 gal. 
storage, can receive gas by rail or transport. 
Rent on store low, and all good equipment. Have 
summer line that ties in with gas business, so 
can keep experienced labor all year. Business can 
be bought with small cash payment. Will pay for 
itself in 3 years. Have other interests. Write: 
H. J. Sylvester, 1994 Brooks, Memphis, Tenn. 


FOR SALE—FAST GROWING L. P. GAS 
and appliance business. Rich farming and ranch- 
ing area, central Nebraska. Bulk storage, bottle 
filling plant, 1952 2-ton truck with 1500 gal. tapk. 
Two 1949 pickups, excellent condition. Doing 
300,000 gal. per year. New modern home and 
store building. Owner in poor health. Complete 
with stock and equipment: $35,000.00. Write 
Box 35, BUTANE-PROPANE News, 198 S. 
Alvarado St., Los Angeles 57, Calif. 





FOR SALE— TRUCKS AND TRAILERS 





USED PROPANE DELIVERY TRUCK FOR 
sale. L-160 International, 2-ton, with Model 100, 
1400 gal. twin tanks, mechanical seal pump, 
Ensign propane carburetion, hose, piped com- 
plete. This unit was placed in service new 15 
months ago and is in good condition with ap- 
proximately 19,000 miles. Easy terms. $3,195.00 
plus meter cost if one is wanted. White River 
Distributors, Inc., Batesville, Ark. 


1%-TON INTERNATIONAL WITH 29,000 
miles in good condition with NEW 900 gal. 
single propane tank, skirted, no plumbing, 
$1,750.00. Can pipe to your specifications with 
new pump, etc., for slight additional charge. 
Terms. White River Distributors, Inc., Bates- 
ville, Ark. 


READY TO GO. BRAND NEW, 1954.1-TON 
Chev., big motor, 700 x 18, 8-ply duals on rear, 
with new 600 gal. single propane tank mounted 
on truck, Easy terms. This is ideal for cylinder 
filling or spare truck. $2,645.00. We can pipe to 
your specifications in one day at our regular 
piping prices. White River Distributors, Inc., 
Batesville, Ark. 


NEW: IMMEDIATE DELIVERY, 1400 WG 
U69 propane extra lightweight twin barrel de- 
livery unit. Mounted on new 1954 2-ton, 2-speed 
Chevrolet truck with big engine. Fill and vapor 
hose assemblies—Viking Mechanical Seal Pump 
—Power take-off assembly and motor fuel tank. 
READY TO GO FOR $3970.00 tax paid. Also 
available at low extra cost: meters, fire extin- 
guisher and L. P. carburetion. American Tank 
& Manufacturing Co., 2136 West Commerce 
Street, Dallas, Texas. P. O. Box 5525. Tele- 
phone Riverside 9183. 


NEED A WORKHORSE? WE HAVE NEW 
1953 Model 353 GMCs; 2 ton, 2 speed, w/8.25 
tires equipped with a 1400 WG Nor-Tex Stand- 
ard Twin Propane unit. It’s skirted, plumbed 
and perfectly balanced! Complete with recessed 
fuel tank, Viking KK190 pump with mechanical 
seal, 50’ filler hose, ICC lights and power take- 
off with spline jack shaft. Finish is aluminum 
paint over red oxide. Tax paid and ready to go. 
$4043.80 FOB North Texas Tank Co., Box 519, 
Phone Central 5416, Denton, Texas. 


A PACKAGE UNIT SPECIAL! A NEW 1953 
2 ton, 2 speed Chevrolet equipped with a 1250 
WG Nor-Tex Standard Twin Propane Unit. |t’s 
skirted, plumbed and perfectly balanced! Com- 
plete with recessed fuel tank, Viking KK)90 
pump with mechanical seal, 50’ filler hose, 1CC 
lights and power take-off with spline jack sha‘t. 
Finish is aluminum paint over red oxide. Tax 
paid and ready to go $3919.85 FOB North 
Texas Tank Co., Box 519, Phone Central 5416, 
Denton, Texas. 


SPECIAL: AMERICAN “BETTER-BILT” 
extra lightweight 1500 water gallon U69 pr 
pane twin barrel delivery unit, with Viking ™! 
chanical Seal Pump—Neptune Print-O-Mete 
fill and vapor hose assembly—mounted on ne 
1954 2-ton, 2-speed GMC chassis with 8.25 ti: 
—READY FOR SERVICE. PRICED 
$4475.00 tax paid FOB Dallas. Other sizes av 
able at comparable low cost. American Tank 
Manufacturing Co., 2136 W.-Commerce Street, 
Dallas, Texas. P. O. Box 5525. Telephone 
Riverside 9183. 


eHtasgele?¢ 


COMPARE OUR PRICES—A NEW 1:10 
W. G. twin Model 100 propane tank with Vik og 
KK-190 pump, PTO, plumbing, ICC lights, 
filler hose, white enamel, Neptune #433 Print- 
O-Meter; excise tax paid, mounted on NI W 
1954 6400 2-ton, 2-speed Chevrolet or Ford: 
$4,230.00. Easy terms. WHITE RIVER D'S- 
TRIBUTORS, INC., Batesville, Ark. 
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FOR SALE—TRUCKS-TRAILERS - Cont. 


FOR SALE—TANKS-CYLINDERS - Cont. 





IN A HURRY FOR A PROPANE TRUCK? 


Immediate to 3-day delivery on any model NEW 
uni’, 600 to 2,000 gallon. Any type pump, meter, 
provane carburetion, etc., that you desire. All 
unis are tested for leaks by pumping gas 
thr-ugh them before they leave our shop. SEV- 
ERAL USED UNITS also available. 25% 
down, balance in 18 payments with 5% interest 
financed through our local bank. CALL US 
DAY OR NIGHT ANY DAY. Preston W. 
Grace, White River Distributors, Inc., Phones 
570 or 686, Batesville, Ark. 


PERFECTION PLUS! A NEW 1400 WG 
twin Trinity model #103 propane unit with 
double door rear compartment, housing Neptune 
#433 Print-O-Meter and remote control Okadee 
valves; excise tax paid, KK190 Viking pump, 
PTO&DS, plumbng, ICC and directional lights, 
fuel tank, filler hose, white enamel, mounted on 
1953 2-ton 2-speed F-600 Ford or #6400 Chev- 
rolet chassis. $4550.00 FOB Trinity Steel Co., 
Inc., 3301 S. Lamar, HUnter 8321, Dallas, 
Texas. 


A DELUXE TRINITY TWIN UNIT MOD- 
el 103, complete with KK-190 Viking pump, 
remote control Okadee valves, Neptune Print- 
O-Meter, 54 gal. fuel tank in rear compartment, 
50 ft. filler hose, white enamel and tax paid, 
mounted on new 1953 RP-160 factory LPG 
equipped International chassis, ready to go at 
$4,988.00, F.O.B. Trinity Steel Company, Inc., 
3301 S, Lamar St., Dallas, Texas. Phone 
HUnter 8321. 
’ 

THIS IS IT—NEW 1954 INTERNATIONAL 
RP-160, factory equipped for propane, 2-speed, 
complete with 1400 W.G. twin propane tank, 
mechanical seal pump, filler hose, piped com- 
plete, painted, lights and ready to deliver gas at 
only $4,255.00. Add $190.00 for 1600 twin or 
$300.00 for 1800 twin. 25% down, balance 18 
months at 5% interest. White River Distributors, 
Inc., Batesville, Ark. 


BEFORE YOU BUY A NEW PROPANE 
delivery truck, call us collect for prices. IM- 
MEDIATE DELIVERY. EASY TERMS. 
Five models to. choose from, 600 to 2,000 gal. 
Furnished with or without trucks. All makes and 
models of trucks to choose from, and we save you 
up to $600.00 on the new trucks. Our trucks are 
being used by the largest gas companies in the 
world. WHITE RIVER DISTRIBUTORS, 
INC., Batesville, Ark. Phone 570 or 686. 


WE HAVE FOR SALE 4000 GAL. PRO- 
pane 2 bbl. transport trailer. 1947 model by Dal- 
Worth Tank Co., Grand Prairie, Tex. Excellent 
condition, Waldron Butane Service Co., Wal- 
dron, Ark. ; 


FOR SALE: 1951 F6é FORD BIG 6, 2-TON, 
2-speed axle. 1200 WG propane tank, Pittsburgh 
meter, Viking pump, hose, fire extinguisher, new 
motor and new tires. Used for standby unit. 
Good condition. Price $2950.00. Consumers 
Butane Co., Kiowa, Kansas. Phone 332. 


FOR SALE: PROPANE TANK TRUCK, 
1700 gallons WC, International truck, 1941. 
Available New England. Price: $1900. Write 
Box 335, BUTANE-PROPANE News, 198 S. 
Alvarado St., Los Angeles 57, Calif. 





FOR SALE— TANKS & CYLINDERS 





GOING OUT OF TRACTOR TANK BUSI- 
ness. Selling at sacrifice. Our loss — your gain. 
All popular sizes and model tanks. All tanks 
new, fitted complete, made to U-69 code. All 
tanks selling for only $47.50 each. All freight 
Prepaid anywhere. For Allis-Chalmers WC the 
LA, DC case, Farmall F20, F30, M and H; 
Ferguson; Ford; International W-6, John 
Decre B and D; Massey Harris 30-44 and 101; 
Minneapolis- Moline UTU, ayia Z and ZA; 
Oliver 70-88-90. Send orders t 
NATIONAL CARBURETION COMPANY 
P. O. Box 3075, Phone 315, * ea agia Okla. 
All orders C. O.D 


MARCH, 1954 


ONE—8-ft. DIAMETER x 40-ft. LONG BU- 
tane tank ASME, 125 psi. Loeb Equipment 
Supply Co., 1923 West North Ave., Chicago 22, 
Til. 


FOR SALE: BUTANE CYLINDERS, 60 
Ib. capacity, ICC, with valves, used. $5.00 each. 
FOB Cleveland, Ohio. Home Gas Equipment 
Co., 1301 Carnegie Ave., Cleveland 15, Ohio. 


FOR SALE: PROPANE TRACTOR TANKS 
for Farmall M & H; John Deere A & B. Price: 
$40.00. FOB Mitchell, South Dakota, Glo Bottle 
Gas & Appliance Co. 





FOR SALE—MISCELLANEOUS 





FREE FREE FREE 
With purchase of six (6) “Leak Detecto 
Brushes” at $3.75 each, Free: one gallon De- 
tecto Solution. For limited time. Gas Appliance 
Stores, Inc., Box 5057, Columbia, S. C. 


FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Anto- 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Company. 
P. O. Box 396, Beloit, Wisconsin. 


BAKER ALCOHOL PUMPS FOR HY- 
draulically injecting alcohol into any size cylin- 
der against any propane pressure. Saves drain- 
ing moisture-contaminated tanks, changing regu- 
lators! Pays for itself on several calls. Used by 
the leading gas dealers throughout the U. S. and 
Canada. A “must” tool for underground sys- 
tems. Be ready for your next freeze-up. Order 
today. Send check or M.O. for $44.95 for pump, 
complete with fittings BAKER ENGINEER- 
ING, MALONE, N.Y. 


ALUMINUM CYLINDER PAINT. EXTRA 
heavy body, long lasting, 10 minute drying. for 
spray or brushing. List price $4.30 per gallon. 
Your cost: $2.85 per gallon. Freight prepaid in 
lots of 20 gallons or more. Finest quality naint 
you can buy for bulk tanks or cylinders. Home 
Gas Equipment Co., 1301 Carnegie Ave., Cleve- 


land 15, Ohio: 


COPPER TUBING, PRICES REDUCED ON 
%” O.D. x .032 x 50 ft. coils, $5.35 rer coil 
We pay freight on 20 coils or more. 4” x .032 
x 50 ft. coils, $7.25 per coil. Home Gas Eauip- 
ment Co., 1301 Carnegie Ave.,’Ceveland 15, Ohio. 





BUSINESS RECORD FORMS 





BETTER BUSINESS RECORDS IN- 


crease your profits! They help improve your 
credit. In fact—good records actuallv help boost 
sales. That’s one reason why KRAFTBILT LP- 
Gas forms are used by more dealers than any 
others. Simplify your office work—use KRAFT- 
BILT simolified forms. Approved by your As- 
sociation. Highly recommended by outstanding 
suvpliers. Don’t wait! Send postcard now for 
LP-Gas Forms Catalog. ROSS-MARTIN CO., 
P. O. Box 800-S, TULSA, 1, OKLA. 





PROFESSIONAL SERVICES 





FLOYD F. CAMPBELL 
“LP”? Management Counselor 
Assure more profit by using efficient methods 
developed by 26 years of practical experience. 
Property appraisal and assistance on law suits, 
plant design, etc., also supplies. 821 Crofton 
Ave., Webster Groves, Missouri. 


INDIVIDUALLY DESIGNED 
BULK PLANTS 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 








CAMPMASTER 
PORTABLE GAS STOVE 





JUST THE THING 
FOR CAMPING 


OR L. P. SALESMAN’S 
DEMONSTRATOR 


Here is an amazing new portable bottled 
gas cooking stove that is a real sensa- 
tion. It is a complete unit. No connec- 
tions to make, just set it down and light 
it. ICC cylinder, capacity 4, Ibs. propane 
gas, burns 16 hours on one burner. 


DEALERS: 
You make a full mark-up — Just look: 
Your cost Retail 
AL-5 Aluminum Outfit $23.70 $39.50 
UY-5 Cast Iron Outfit 19.85 34.50 


Order your supply now for spring and 
summer sales. 


HOME GAS EQUIPMENT CO. 


Dept. 3-B, 1301 Carnegie Avenue 
Cleveland 15, Ohio SU 1-5717 
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® Rochester Criterion 
Gauges 


® Hose and Fittings 


® Weco-Trol 
(Automatic control) 


® ICC Cylinders 
® Okadee Valves 


® Brunner LP Gas 
Compressors 








® Liquid Pumps 
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This quicker, more dependable delivery 
avoids expensive 
tion. It eliminates the possibility of 
transit delays or possible damage asso- 
ciated with other type shipments. 


gineered tank 

truck dalivaried 
gives you an opportunity to save that’s 
well worth your consideration. Why 
not take advantage of it? 


BURNHAM LPG TANKS 


shipment — 15 sizes — either 
top orend mounted in ve 
ties from 250 to 1,000 gallo 


* TANK DIVISION © IRVINGTON, NEW YORK 


NOW— PROMPT DELIVERY OF 


BURNHAM PROPANE 


In Burnham 
Trailers 








ndling at destina- 


The ge = ty of Burnham en- 
us the economy of 
. from the factory 


Available for immediate 








SYSTEMS 


RADIANT HEATING 











NATURAL GAS STANDBY 





This packaged propane plant de- 
signed, engineered and built by 
Draketown,. provides a com- 
pletely interchangeable fuel for 
natural gas. 


Draketown can design and build 

one for you, within your budget, 

to take over all or part of your 

load at the turn of a valve. 
STANDBY 


AUGMENTATION 
100% TOWN OR PLANT SUPPLY 


Serving utility and industry for over thirty years 
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